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PRODUCTION LINE-UP FOR ’6! 


the finest line of cutting tools and gages in the industry 
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COGSDILL DRILLS - NEW - CHIP-SHAPE TOOL BITS 


Threadwell's complete line 
gives you more sales per call, 
more profit per order. 








Look, Folks...No Jolts! 


- and no reduced voltage starter! 


— no oversize motor! 


Introduce Flexidyne into your drive system and your stubborn loads take 
off smoothly, without the necessity of oversize motors or costly controls. 
Flexidyne provides the equivalent of a “no load” start, reduces main- 
tenance, protects motors against shock or overload, and operates at 100% 
efficiency at full load speed! 

Across the nation —on jaw crushers as above, on mixers, ball mills, 
cranes, conveyors, cotton cards—in wire drawing and elsewhere — 
thousands of Flexidynes are performing brilliantly. Here is the new and 
better way to start loads smoothly! 

Flexidyne is available from stock in 8 drive sizes and 10 coupling sizes 
for capacities to 1000 hp. 

Dodge Manufacturing Corporation, 500 Union St., Mishawaka, Indiana 
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of Mishawaka, Ind. 





LEXIDYNE 


The “fluid” in Flexidyne is heat treated 
steel shot. A measured amount, called 
the flow charge, is contained in the 
housing which is keyed to the motor 
shaft. When the motor is started cen- 
trifugal force throws the flow charge to 
the perimeter of the housing, packing it 
between the housing and the rotor 
which transmits power to the load. 


After the starting period of slippage 
between housing and rotor the two 
become locked together and achieve 
full load speed, operating without slip 
and at 100% efficiency. 


FLOW 
CHARGE 


™ HOUSING 





THE TRANSMISSIONEER is featured in Dodge advertisements, which appear in leading industrial publications. Prospects are directed 
to “call your local Dodge Distributor” for information and assistance on new cost-saving developments in power transmission machinery. 
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A Time Saving Guide to the Contents of This Issue 





HOW TO HOLD A “FACE-TO-FACE” SALES MEETING 76 


Impressed by the efficient way the Triple Industry Supply convention’s “con- 
ference booth” program brought hundreds of people face-to-face with one 
another, sales manager Victor Peters adapted the idea to his year-end sales 
meeting. For a full day, representatives of 41 suppliers talked over sales problems 
with each of the Bingham Co.’s 20 outside salesmen in a series of 15-minute 
individual interviews. “Best sales meeting ever,” one supplier said. Next year, 
Peters plans staging a two-day affair with longer interviews with representatives. 


PUBLIC RELATIONS: NEED FOR MODERN “IMAGE” 79 


Part Two of two-part article on the industry’s P.R. problem: While some alert 
distributors are stepping up their public relations activities, and associations 
have good programs, the need for action is more acute than ever due to changing 
nature of requirements in companies that buy supplies. To new generation of 
buyers (and suppliers), distributors must present a convincing image of essen- 
tiality, somehow erase the time-worn misconception of “the old mill supply 
house.” This calls for P.R. activities that are better organized and more aggres- 
sive—and above all, that are based on honest efforts to modernize your mer- 
chandising and your ways of operating to fit in with changing markets. 


HOW TO SPEED-UP YOUR CORRESPONDENCE 82 
Two basic assumptions support a program initiated by Badger Mill Supply Co. 
in Oshkosh, Wisconsin, to speed and streamline correspondence with suppliers 
and,customers: (1) Stilted, flowery prose has no place in business correspond- 
ence; (2) It’s cheaper, easier and faster to write a short message in longhand 
than it is to dictate this message, have it typed up, then proofread it. Vice 


resident Schroeder says initial reaction to program is “completely favorable”. 
| ) prog I ‘ 


PLANT MAINTENANCE AND ENGINEERING SHOW 84 


Leading plant and maintenance engineers gathered at the 12th Plant Main- 
tenahce and Engineering Conference to discuss the prospects for 1961. L. C. 
Morrow, general chairman of the conference said, “Industry must look to the 
area of indirect costs for salvation in the profit picture.” Non-productive work 
such as maintenance falls in this class thus is more important than ever before. 
The industrial distribution salesman must keep well informed on the activities, 
trends, and current thinking of his largest market—the plant maintenance and 
engineering industry. The theories and opinions discussed at this conference 
by these leaders in their field will be the trend of the entire industry in the 
future and the distributor salesman cannot afford to over look these modern ideas. 
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DOWN AMONG THE SHELTERING PALMS 88 


Meeting in Palm Beach, nearly 400 distributors and manufacturers gathered for 
SIDA’s annual Mid-Year meeting. Featuring self-help in trying to correct the 
current low-profit picture, speakers focussed on modern management techniques 
and analyzed efforts now underway to improve industry conditions. Also high- 
lighted were several of the legal problems facing industrial distribution today. 


THE ODDBALL ORDERS 90 


This month’s real-life problem case for salesmen involves a salesman with a 


touchy problem: how does he tell the purchasing agent for a good customer to 


change a purchasing practice which is proving awkward? Or does he tell him? 


ID’S ANNUAL SURVEY OF DISTRIBUTORS 91 


The Annual Survey of Distributor Operations discloses that the 1960 sales 
volume decreased on the average by about 2% from 1959's level. Most other 
factors—inventories, cost of goods sold, number of invoices billed, number of 
salesmen, number of employees—remained virtually unchanged in 1960 com- 
pared to 1959. Accounts receivable, however, showed a substantial rise of 
9%. The gross margin of distributors in most of the census region remained 
practically unchanged from the year before. The sales productivity of sales- 
men and employees was also unchanged, as was the average amount per 
invoice billed. As to the prospects for 1961, most distributors entertain a 
mild optimism that first-of-the-year doldrums will freshen to last-half trade 
winds. There were very few distributors in the “don’t know” category. 


OTHER FEATURES 


Ideas and Opinions Price Index 
Trends and Prospects Business Outlook 
Industry Statistics re Editorial 

Supply Sales Trend ID News Index 


ULTRASONICS 

What is Ultrasonics? How is it used? Does it have any industrial applications? 
What should the industrial distributor know about Ultrasonics? Can it really 
be used in machining, cleaning, welding, and testing? Will Ultrasonic equipment 
replace current machinery and destroy a large portion of the distributor’s 
market? These questions and many others will be answered in our April issue 
by competent authorities in the field of industrial applications for Ultrasonics. 
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A NEW WAY 
TO SELL 
7 ee 


Here is a whole new concept 
in tap merchandising. In less 
than five minutes “showing” 
time, your salesmen have a 
strong platform of tap facts 
on which to build their crea- 
tive selling message. 


This illustrated color presen- 
tation outlines the basic re- 
quirements for all taps and 
shows just why Sossner taps 
fill these requirements better. 
Then come the additional fea- 
tures and advantages which 
make Sossner taps a clear and 
logical choice. 


TAP & 


STOhRY ER 29 BROADWAY 


FACTORY WAREHOUSES IN NEW YORK © LOS ANGELES « ST. LOUIS « 


THE SOSSNER 


TAP 
PRESENTATION 
BOOK 


Increase your tap vol- 
ume with this 

new sales tool. Become 
a Sossner J mypragher 
Drop me a u 
details. 


Lh Assan 
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URKEE 
~TwooD 
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ULTIPLE 
™)-BELTS 


What are your V-Belt needs? 
DURKEEH-ATWOOD solves them! 


When you stock and sell V-Belts, you want to be able to 

offer your customers full-rated power transmission and long, Industry’s most 
trouble-free life. Power Drive problems vary from industry complete 

to industry and machine to machine, whether OEM or re- V-Belt Line 
placement. Durkee-Atwood meets any V-Belt needs with DA 358 V-Belts + DA 
the right belt, a belt made with the newest high tenacity Shield Multiple V-Beles 
fibres, carefully engineered and thoroughly tested for perform- pS ins wy oll « peed eae 
ance. Durkee-Atwood distributors benefit from a complete Double V-Belts + FHP V- 
line and from the thorough drive design assistance provided — Open ye Belting 
them and their customers . . . For quality, profits and cus- 


ing 
Sturdy-Link Belting. 
tomer satisfaction, look to Durkee-Atwood. 
Look for the DA On Your V- Belts 


DURKEE-ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY MINNEAPOLIS 13, MINNESOTA 
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IDEAS AND OPINIONS 


Current Thinking on Problems and Portents in the World of Business 





Specialize Saleswise 


The specialist salesman is no stranger 
to a very great number of distributor 
firms. Depending on its size, type of 
business, and organization, a firm 
might have salesmen specializing in 
certain products, salesmen with de- 
grees in this or that field of engineer- 
ing, and so on. Some firms have gen- 
eral line salesmen who bird-dog 
prospects for specialty or engineered 
products for salesmen expert in these 
lines. 

The Harvard 
Business Review ran an article putting 
that 


salesmen could be specialized in an- 


January-February 


forward the interesting idea 
by function, rather than 


Although the article dis- 


other way 
by product. 
cusses this idea in terms mainly of a 
manufacturer, it would seem to have 
possibilities for certain distributors. 
Co-authored by a marketing spe- 
cialist and by a Columbia University 
marketing professor, the article criti- 
cizes management for not realizing 
that (a) salesmen are called on to do 
not one, but two very different jobs, 
(b) the performance of each of these 
jobs involves different problems and 
techniques, (c) personnel require- 
ments for satisfactory performance of 
each of these jobs are very different. 
The “two very different jobs” a 
salesman must do are: sales develop- 
ment (obtaining and creating new 


customers for his company) and 
sales maintenance (servicing and cul- 
tivating existing customers). 

The authors believe these two jobs 
demand two different kinds of sales- 
say, the sales- 


men. Generally, they 


man who enjoys servicing and 
cultivating customers resists the sales 
development job. On the other hand, 
there are salesmen temperamentally 
fitted to sales development work who 


are wasted in sales maintenance. 
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Why not, then, specialize the sales 
force, assigning some men to finding 
and creating customers and others to 
keeping them? 

Why not, indeed? As the authors 
assert: “Developing new accounts re- 
quires the reshaping of the prospec- 
tive buyers’ attitudes, habits, and pat- 
terns of thought. Essentially, this is 
a highly creative task requiring con- 
siderable time, talent, resourceful- 
ness, and ingenuity.” 

The maintenance salesman, on the 
other hand, seeks “not change, but 
constancy. “His selling strategy is de- 
fensive rather than His 
selling tactics must be designed, not 
to break through established posi- 
tions, but to make his own position 


offensive. 


entrenched and secure, impregnable 
to the assaults of competitors.” 

This kind of specialization presents 
- coordination, mo- 
to shift from 
development to maintenance selling 


many problems 
rale, control; when 
without disturbing relations with the 
customer; how will salesmen feel 
about being restricted to maintenance 
selling? What performance standards 
should be established for development 
salesmen? 
Nevertheless, 


enable 


such 


some 


specialization 
might distributors to 
make better use of the men they have. 
And so much the better if a firm con- 
sciously hires a salesman to do one 
job or the other, rather than putting 
a dray on the racetrack and a race- 


horse between the traces. 


Penguins & Icebergs 


The schoolboy’s class report on a 
book about penguins (“This book 
tells me more about penguins than I 
care to know”) must be echoed these 
days by mounting thousands of busi- 
nessmen trying to cope with the fan- 


folding flow of data from business 
machines. To wit: These figures tell 
me more about my business than I 
care to know. 

When to this information is added 
the thousands of words of written and 
printed intelligence relevant to the 
business, an executive might well cry: 
“All this stuff tells me more about 
my business than I'll ever get time to 
know.” 

The unbelievably swift multiplica- 
tion of business and technical in- 
formation prompted Fortune in its 
September issue to report how the big 
electronic wonders are being har- 
nessed to catalog the rush of technical 
reports cascading from innumerable 
research centers the world over. Just 
listing these materials, let alone ab- 
stracting them, has already outmoded 
present library methods. 

And the January Journal of Mar- 
keting, published by the American 
Marketing Association, carries the 
views of Marion Harper, Jr., board 
chairman of McCann-Erickson, the 
big advertising agency, suggesting 
that 
new top-level 
tabbed “director of intelligence serv- 


American business consider a 
executive position 
ices.” 

This functionary would direct the 
gathering of information for future 
planning, “develop recommendations 
for action based on this information, 
and forecast the probable effects of 
possible courses of action. He would, 
in a sense, act as decision-maker over 
the decision - making 
needed by management.” 

To cap it all, Harper proffers the 
installing whole 


information 


idea of colleges 
courses in business information and 
awarding degrees in the subject. 

Just what impression a fresh young 
graduate clutching a diploma in- 
scribed “Bachelor of Science in In- 


continued on page 8 
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Yourself in This 
Big Picture! 
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SOCKET SCREW PRODUCTS 


Now more than ever before, it’s important that the 
lines you handle will carry their own weight in the 
sales department. That’s the big reason why so many 
distributors now sell Blue Devil Socket Screw Prod- 
ucts, the complete socket line with performance-proved 
MEMBER ASMMA = quality and service. How about you, Mr. Distributor 


— isn’t it time for a change? 


SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 


SAFETY SOCKET SCREW CO. 


6500 North Avondale Avenue + Chicago 31, Iilinois - Telephone ROdney 3-2020 
WAREHOUSES AT: LOS ANGELES - DETROIT - NEW HAVEN - NEW YORK CITY 
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telligence Services” will make on the 
average executive, we won't say. 

But, in the case of many businesses, 
isn’t the informational iceberg grow- 
ing just a little too big, serving only 
as a perch for too many penguins? 


Soviet Soap 


A solid packet of objective observa- 
tion on Khrushchev’s Russia is Satur- 
day Review's special feature, “Inside 
the Soviet Economy,” which appeared 
in the January 21 issue. Authors of 
the feature were six prominent U.S. 
economists who spent a month in the 
Soviet Union under the auspices of 
the Committee for Economic Develop- 
ment, and had an opportunity to 
study the economic characteristics of 
that vast and puzzling country. 

Although the CED is as staunchly 
capitalistic in outlook as any of us, it 
didn’t ask this team to view every- 
thing Russian with biased bifocals. 
Indeed, CED’s research director, Her- 
bert Stein, remarked: 

“There is a large Western literature 
about the impossibility of planning, 
arguing that a central planning ad- 
ministration cannot make in an 
optimum way the millions of simul- 
taneous decisions necessary for efh- 
cient production and distribution. 
Our observation confirms this. But 
our observation also raises the ques- 
tion whether the deficiency from the 
optimum is critical. Certainly we saw 
no evidence in the possibility of any- 
thing like a ‘breakdown’ of plan- 
ning.” 

Deficiencies were observed in the 
relationship between production and 
distribution. One of the CED team, 
Gregory Grossman, told of a dispute 
going on between a regional economic 
council and the Ministry of Trade 
over soap: 

“It seems that the sovnarkhoz 
(economic council) recently began 
producing a new brand of soap... 
Although its producers believe it to be 
a superior variety, the public was 


continued on page 14 
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To rneet the challenge of the 60S 


UF KIN 


new /eader in precision too/s/ 


“For exclusive features like this, you want Lufkin!” 


Lufkin micrometers have 5 to 7 fewer parts. That 
means fewer parts to get out of adjustment. And the 
one-piece frame and hub simplifies wear adjustment. 
Gives you greater accuracy, longer! 

From the tips of the long-wearing tungsten-carbide 
faces of the spindle and anvil, to the ratchet stop top, 
this Lufkin micrometer is superior in every way. 
The exclusive cam lock locks setting at a flick of 
the thumb . prevents costly reading errors. Big 
numbers and wide-spaced graduations on soft non- 


— Ph, feel =| 
~ 
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glare Chrome Clad® finish make reading fast and 
accurate. And you can take measurements in places 
inaccessible to many othet micrometers! 

Exclusive features make Lufkin easier to sell. And 
Lufkin is the complete line for volume business. 
Switch your customers to Lufkin —the new leader in 
precision tools—and give ’em that “something extra.” 
You’ll bring in extra profits from more re- 
peat sales, month after month, year after 
year. Lurkxin, Saginaw, Michigan. 





Throw away your old Corning bulletins 


We've revised all of our literature on gauge glasses, sight 
& ge | 


glasses, flat glasses, lubricator glasses, and oil cup glasses. 
We've made every effort to make all these pieces easier 
to use. A new system of color coding connects price lists 
and discount schedules to product bulletins. 
The bulletins themselves have been reorganized and con- 
densed to make it easier to find information on a given 
product or size 


And, in this kind of business, it’s information that makes 


10 


for sales. It’s information that turns a prospect into a cus- 
tomer. It’s information on what’s new, what’s available, 
that keeps the goods moving. 

If you don’t already have this new literature, contact your 
regular distributor or write us direct at 2603 Crystal Street, 
Corning, N. Y. 


CORNING GLASS WORKS 


CORNING MEANS RESEARCH IN GLASS 


INDUSTRIAL DISTRIBUTION 











ACCURATE 


A hack saw blade, like any other cutting tool, must be rigidly held (tensioned) 
if it is to cut-off accurately. Also, the point at which tension is applied is important 
to accurate work. Two reasons why Marvel High-Speed-Edge Hack Saw Blades 
can make any hack sawing machine cut-off more accurately are: 
1. They can be tensioned from 200% to 300% more tautly 
than ordinary blades with complete safety to the operator 
and the machine because they are unbreakable. 
2. Location of the pin holes, by which the blade 
is held in the saw frame, concentrate these higher 
tensions at the working edge of the blade. 
Ask for Marvel High-Speed-Edge Hack Saw Blades by name and 
you can be sure you're getting the unbreakable blades designed to give 
you maximum accuracy, speed and safety in your cutting-off 
operations. Leading Industrial Distributors have Marvel Blades in stock. 
Write for latest Cutting Tool Bulletin and the name of your nearest Marvel Distributor. 


ADVERTISING TO HELP YOU SELL! 


ARV CRIES WS sscrceteczes 


ARMSTRONG-BLUM MANUFACTURING CO.+ 5700 Bloomingdale Avenue + Chicago 39, Illinois 
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Complete Valves with Ends 
on Castings 

2" — 6” 

Screwed End 
Nickel-Plated Cast Iron 
Stainless Steel Trim 

“0” Ring Seals 

W. P. 150 PSI 











3 + \ FIG. 4150N 


(Rubber-Lined: Fig. 4151R) 


Valve Elements Only 
2” — 18” 
~ Screwed, Welded, Grooved, 
a — or Flanged Ends Supplied 
’ Separately to 
ae ‘ $ Fit Your Pipe Connections 


Nickel-Plated Cast Iron 
Stainless Stee! Trim 


“O” Ring Seals 
W. P. 150 PSI 
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FROM LUNKENHEIMER 


Another New Addition 
to the Quality Line 


Engineered and built in the 
Lunkenheimer tradition to give 
longer maintenance-free 
service and superior 
performance 


The Lunkenheimer Line keeps growing — 

keeping distributors far out front of com- 

petition with the industry’s widest range 

of quality valves. New Lunkenheimer 

Butterfly Valves are compact and light 
weight, easy to install in a fraction of space required by 
standard gate or plug valves. Lubrication is never 
required. And they open full or close tight with a quarter- 
turn of the Quick Opening handle. “0” Ring Seals 
provide positive closure in either vacuum or pressure 
service. Nickel-plating and stainless steel trim extend 
the application range to corrosive service and open sales 
possibilities in every industry. 


THE GREATEST NAMES AMONG INDUSTRIAL DISTRIBUTORS 
SELL THE ONE GREAT NAME IN VALVES 


7 ao hae & ane ‘ on ¥ BF At e6i Sex 
pees je elie Cie PHO RE A 


® 
HEME BR. .:.«: 


e IRON 
e STEEL 


NAME IN VALVES.) epve 
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\ 
— 938 
OTC 938 Push-Puller \ 


with forcing screw threaded =— 943 
into a 943 cup pulling attachment 
removing bearing cup from blind hole, 


Save time, cut costs in removing and 
installing cups, bearings, gears, seals, 
pulleys, etc., with versatile OTC pullers 


Save time, up profits by having the right tools in your shop to get 
the job done quickly, safely, easily — versatile OTC pullers with 
attachments. Manual or hydraulically operated . . . fit all makes of 
equipment. Complete hydraulic maintenance sets available in 
17142, 30 and 50-ton capacities. 


(a) Pulling rear axle inner bearing cup 
without damage or distortion to parts with 
same OTC-Push-Puller unit shown above. 


Removing transmission main shaft 
front bearing quickly and easily with OTC 
1002 Grip-O-Matic puller and 951 bearing 
pulling attachment. 


FREE 
CATALOG 


Help your customers solve their maintenance problems. 
Sell OTC. Distributorships open in some states. 


tthin -. OWATONNA TOOL COMPANY 


373 Cedar Street, Owatonna, Minnesota 
Cable Address: TOOLCO 
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slow in accepting it, and the inventory 
of this product has been mounting 
rapidly. The sovnarkhoz charges that 
the Ministry of Trade, which directly 
or indirectly controls the retail out- 
lets, has not been promoting the sale 
of the soap vigorously enough . . . 
The Ministry is not inconvenienced 
by the producer’s rising soap stocks 

and refuses to advertise. The 
sovnarkhoz itself does not advertise 
and . . . has little to say about retail 
price, which is set in the case of the 
more important consumer goods by 
the Price Bureau of the USSR State 
Planning Commission.” 

Thus, while each of the numerous 
big bureaus seemed to function well 
enough, they have extreme difficulty 
in making the sort of adjustments to 
each other that characterizes a com- 
petitive economy. The result is, as 
Grossman notes, either that a factory 
goes on producing regardless of 
market acceptability, or that a whole- 
sailing unit has to adjust its activities 
to suit the factory. 

Write Saturday Review, 25 West 
45th St., New York, N. Y., enclosing 
25 cents if you want to get a dis- 
passionate look at things in Russia. 


A Moving Story 


During the ‘sixties, says L. J. Acker- 
man, dean of Connecticut University’s 
school of business administration, at 
least 150,000 businesses throughout 
the U.S. will have to move. Reason: 
Urban renewal projects. 

Such projects are underway in 400 
municipalities, necessitating the re- 
location of businesses of all kinds. 
Ackerman has authored a_ report 
based on a detailed study of urban 
renewal’s impact on New Haven and 
Hartford in Connecticut. Here are 
some highlights: 

*Many businessmen refuse to be- 
lieve that the redevelopment authori- 
ties mean what they say, even though 
given plenty of advance warning in 
most cases. 


continued on page 18 
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O-B Valves 


ositive control... 


maintain 














-».In processing lines 

Plants piping steam, water, gas, air and oil to production 
machinery find O-B valves hold up under severest demands. 
They're made for them. O-B bronze valves (like No. 1201 
globe pictured) combine fine casting, precise machining 
and sound engineering to maintain positive flow control. 


...in LP-gas dispensing trucks 
make this UL-listed 


dispensing valve ideal for transferring LP-gas from tank 


Its exclusive construction features 
to tank. Body is extra heavy bronze that withstands rough 
handling. A stainless steel spring effects tight closure and 
a special latch holds valve open until it’s released. 








»..in heating-cooling systems 

Accurate heating, air conditioning and balancing of year 
‘round combination systems are assured by O-B “Equa- 
temp” valves—used also for radiant heating. A quarter turn 
of stem closes valve, simplifies draining without need for 
refilling system. Special design discourages tampering. 

















...1n oil furnace feed lines 
Reliable operation of oil burning furnaces is aided by this 
O-B bar stock valve with needle point that maintains 
precise regulation of fuel. Special copper base bronze stem 
and disc offer excellent corrosion resistance, making this 
valve ideal for water and gas service as well. 
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You profit most when you sell the complete O-B bronze valve 


line. Consistent quality, exclusive features and a broad choice 


of sizes from % to 3 inches give you many advantages. So does 


the extra sales help you get. Write for new folder, “Your O-B 


Full-Profit Program.” 


OHIO BRASS COMPANY «* Mansfield, Ohio 
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orange-and-black box 


You'll 4ell more valves in the 
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100K 6000, %& 
WORK BETTER! eS 


Here’s the ideal pump oiler 

for every use! Introduced by Eagle 

Guaranteed 5 years! 

Strong, leakproof steel body. 

Powerful positive-acting pump to 

deliver oil in full stream or one drop. 

No pump leathers, no soldered connections 

to wear out. Handy to teach those New Eagle Handi-Grip Oilers come 
difficult places. Stout bottom, steady write rege Pia reo. 
stance, won’t tip over! Easy to hold, T%e-inch flexible spout. 


easy to use, reasonably priced. ORDER FROM YOUR SUPPLIER 


Eagle products are also 
; available in Canada 


FOR 

FACTORY, _/¢ 
HOME, 

GARAGE, 
WORKSHOP 


“Write for Latest Catalog.” 


MANUFACTURING CO. wettssurc, w.va. 


SERVING THE TRADE SINCE 1894 
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If it's CARBIDE....... 
We make it! 








SUPER . . . THE TOOLS THAT TESTIFY IN 
THEIR OWN BEHALF. . . BY GIVING 
LONGER LIFE AND PRODUCING 
AT LOWER COST. 


Super Tool Company maintains a large stock of drills, reamers, 
counter-sinks, milling cutters, and many other industrial tools. If 
we don’t have the tool you want, our ‘specially trained product 
engineers will visit your plant, review your operation and suggest 
a tool to best fit your specific needs. Super Tool has the men, the 
equipment, and the know-how to give you the finest products in 





the tool industry. 


The next time you need a Carbide drill, reamer, end mill, or any 
specific Carbide tool, call the men at Super Tool Company, they'll 
give you the best service and highest quality products. 


DETROIT * ELK RAPIDS, MICHIGAN * GLENDALE, CALIFORNIA 


SUPER TOOL COMPAN Y 


21650 HOOVER ROAD Division of Van Norman Industries, Inc. DETROIT 13, MICHIGAN 
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HI-SPEED 
Cable 
Rewind 
Crank 


#5 
MODELS 
29 
CAPACITIES 


LUG-ALL 


af 


start at 
$29.50 


Superior to anything on the market. Simplified design 

with fewer parts. Detachable high-speed cable wind-up 

handle. Highest quality flexible aircraft cable. Safety handles 

design tested for overload to protect operator. Guaranteed one 

year against defective parts. Also especially corrosion-proofed 
models for use in chemical plants, mines, etc. 


Stock And Sell The Most Asked For Cable-Rachet Hoist 
Lightweight @ Versatile @ Compact 


THE LUG-ALL COMPANY 
HAVERFORD 11, PENNSYLVANIA 








Ideas and Opinions 


starts on page 7 





*Over 75% of business firms dis- 
located by urban redevelopment and 
urban renewal projects have relocated 
successfully. 

*Some dislocated firms have neg- 
lected to take advantage of available 
assistance much to their own regret. 

* Among the nearly 25% of dis- 
located firms that go out of business 
or disappear, some are “submarginal” 
operations that could not exist outside 
the old slum area. Of the firms re- 
locating successfully, most relocate in 
the same city. 

* As far as can be determined the 
majority of relocated firms are better 
off in their new surroundings within 
six months to a year of moving—in- 
creased volume of business, higher 
profits. 

Ackerman makes these suggestions 
to businessmen regarding urban re- 
newal projects: 

1. Pay attention to notices from 
redevelopment agency. Don’t act 
hastily on rumors. Thereby you'll 
maintain eligibility for reimburse- 
ment for moving expenses and prop- 
erty loss, as well as for other assist- 
ance. Many businessmen seem to be 
unaware such help is available. 

2. Carefully analyze location and 
space needs. Rental rates and prop- 
erty prices are invariably higher in a 
new location, so by determining re- 
quirements in advance, you can keep 
these costs down. 

3. Seek out and accept assistance 
from any source available. This in- 
cludes help in analyzing needs, find- 
ing new quarters, timing the move, 
financing the move. 

4. Act independently, if this is 
advantageous. “In some cases, it’s 
better to move prior to acquisition 
and forfeit rights to reimbursed 
expenses if a really attractive oppor- 
tunity presents itself.” 

You can get the full report (“Im- 
pact of Dislocation from Urban 
Renewal Areas on Small Business”) 
by sending $2 to the School of Busi- 
ness Administration, University of 
Connecticut, Storrs, Conn. 


D.A.C.M. 
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PROT 


makes 
screwdrivers 
like 

this! 


ound or square. 

Hot forging from 
Protoloy® alloy steel 
resists wear and distortion 
under pressure. Heat-treated 
full length. Polished, 
plated for added protection. 
Extra thick square shank 
for use with wrench. 


Gradual taper, 
squared tip 
for snug fit in 
screw heads. 
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Handle molded 
around flattened tang... 


< locked for life. @) approved. 
‘s 


Deep, wide flutes, 
bigger handle for maximum 
« £ power, less fatigue. Large, 
smooth end prevents sore 
palm. Tough, clear plastic 
proves quality and 
method of joining. 


Proto Screwdrivers are available in a 

complete range of sizes and types, including: 
plastic and wood handles; keystone, cabinet, 
Phillips, and clutch-head tips; round 

and square shanks; lengths up to 2% feet; 
offset type; screwholding drivers; 

and screwdriver sockets. 

Purchasing Agents, Safety Engineers, Production 
and Maintenance supervisors need the quality and 


design features built into Proto Tools—they are 
wonderful door-openers. 


DIVISION OF 


PROTOSTOOLS Fo 


= 


PROFESSIONAL quauty TOois Bey Ss 
STRIE>- 


2214 Santa Fe Avenue, Los Angeles 54, California 
514 Allen Street, Jamestown, N. Y. 
1714 Oxford East, London, Ontario, Canada 





DOUBLE GRAY-X 


Laboratory tests prove that CF.l-Wickwire’s premium 
wire rope has 45%* more bending life than the average 
of other ropes tested 
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15 
The CFal-Wickwire engineers who developed 
14 Double Gray-X believed in their product. So con- 
fident were they of its superiority that they decided 
13 DOUBLE GRAY - X to field-test prototypes of Double Gray-X as soon 
as they were perfected. In the months that followed, 
12 the top American firms chosen to participate in 
these tests delivered this verdict: when the going 
11 / really gets tough, Double Gray-X lasts longer than 
other wire ropes. 
os Now, CFal presents additional proof that 


Double Gray-X has superior resistance to bending 
pk fr B fatigue, the chief enemy of wire rope life. In an ex- 
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Y gr ROPE C tended series of tests conducted over the past year 
v4 at CF&l’s Palmer Plant, Double Gray-X proved 
itself superior to four other wire ropes, all made 


Y prope D ; 
ae by major manufacturers. 


/ 
4 
Par 

‘if 








v? 
Ww 
aud 
VU 
> 
U 
uw 
©) 
w”? 
a) 
Zz 
< 
Ww) 
a 
O 
c 
= 


HOW WERE THE TESTS CONDUCTED? 


The five wire ropes tested—all identical in size and 
wr specification — all exceeded the catalog breaking 
strength of extra-improved plow steel ropes. Each 
rope was subjected to the same series of tests on a 
All test ropes were V2” 6 x 25 FW Preformed 25,000- pound, multiple-reeved fatigue machine, 
Extra Improved Plow Steel Lang Lay IWRC. . ° . ° . ° 
All ropes loaded to 7667, 5750 and 4600 the largest of its kind. This machine punishes wire 
pounds, coinciding te eatety testers of 3.47, rope to destruction by bending it back and forth 


4.63 and 5.78 for EIPS ropes, or 3, 4 and 5 
for IPS ropes. over sheaves. 

































































3.47 4.63 5.78 *Percentage above average of all other wire ropes 
L L l tested at safety factor of 5.78 


3 4 5 6 7 
FACTOR OF SAFETY 
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WHAT WERE THE RESULTS OF THE TESTS? 


As the chart indicates, Double Gray-X lasted longer 
than any of the four competing wire ropes at all the 
safety factors used in the test. At the highest and most 
commonly-used safety factor, Double Gray-X lasted 
30% longer than the rope that lasted next longest, and 
68% longer than the rope that lasted the shortest time. 
Double Gray-X lasted 45% longer than the average 
of all other wire ropes tested at this safety factor. 


WHY DOES DOUBLE GRAY-X LAST LONGER? 


It lasts longer because it’s the result of a break- 
through in wire-drawing technique. This new 
process, which includes the use of molybdenum 
disulphide, creates these outstanding fatigue- 
resistance factors in Double Gray-X 


© A Molecular Shield — Molybdenum disulphide 
creates a shield around every wire, which serves 
as a lubricant and prevents the wires from grind- 
ing together as the rope operates. Less internal 
friction results in longer rope life. 


© Smoother Wire Surface — CFal’s new wire- 
drawing technique helps eliminate minute surface 
imperfections in the wire. This smoother surface 
provides better resistance to fatigue. 


©@ Extra Toughness — Molybdenum disulphide 
lubricates the wires during the drawing process. 
Since less power is required and less heat gen- 
erated during this operation, the original tough- 
ness of the wires is better preserved. 
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WHAT CAN DOUBLE GRAY-X DO FOR 
YOUR CUSTOMERS? 





It can save them money. Because Double Gray-X 
lasts longer on even the toughest jobs, it cuts wire 
rope repair and replacement costs and rope-instal- 
lation time. The net result is an overall reduction 
of costly equipment downtime. As a matter of fact, 
those of our customers who have already bought 
and field-tested Double Gray-X have reported con- 
siderably longer life and less downtime on their 
equipment. 

Double Gray-X is another example of CFal’s 
ability to develop new products that provide better 
service for your customers. Why not give them an 
opportunity to buy this and CFal’s other quality 
steel products from you? Ask your CFal salesman 
for complete details. 





MADE IN U.S.A. 


The Colorado Fuel and Iron Corporation 
DENVER + OAKLAND - NEW YORK 
SALES OFFICES IN ALL KEY CITIES 
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Selling Rust-Oleum for a quarter- 
century prompted reference to 
the earlier days of the Pittsburgh 
Gage & Supply Company with 
this 1903 delivery en route to a 
customer. 


Transition over the years is em- 
phasized by Mr. Beeson, who 


looks over a portion of the mod- 
ernization program now under 
way at the Pittsburgh Gage & 
Supply Company headquarters. 





“Our gross profit margin on Rust-Oleum 
Sales averages almost 507% higher 
than on most other volume lines, ” 





says Mr. J. K. Beeson, President, 
Pittsburgh Gage & Supply Company 


“We've stocked and sold Rust-Oleum for 
twenty-five years,” advises Mr. Beeson, 
“and over the years our gross profit margins 
on Rust-Oleum have averaged almost 50% 
higher than on most other volume lines. In 
fact, our gross profit margin on Rust-Oleum 
last year was higher than that on any of our 
other lines. In these di rys of acute profit- 
squeeze, plus the fact that we have a four 
time turnover on Rust-Oleum, it's easy to 
see why we concentrate on Rust-Oleum as 
important in our select group of forty-six 
major lines.” 

“There are other good reasons why we 


Mike Moore “picks off” a five gallon con- 
tainer of Rust-Oleum as he prepares a cus- 
tomer order. ““Rust-Oleum is certainly easy to 
handle," says Mike. 


like to sell Rust-Oleum, too,” adds Mr. 
Beeson. “The tremendous national adver- 
tising, for example, has brought Rust-Oleum 
quality to the attention of more and more 
people and has established Rust-Oleum as 
a by-word in industrial maintenance. Then, 
too, Rust-Oleum is unique as a product and 
features peak sales performance during the 
summer months that helps to level out sea- 
sonal profit curves. These are just a few of 
the reasons why our twenty-four salesmen 
operating out of our Pittsburgh headquar- 
ters, as well as our four branches, like to 
concentrate on Rust-Oleum.” 


“Rust-Oleum comes in for a good share of 
our counter business, too,"’ comments Mr. 
Beeson, as Harry Lodge makes a Rust-Oleum 
sale. ‘‘That's why we maintain a complete 
Rust-Oleum display at the counter.” 


LEUM. 
ey 


There is only one Rust-Oleum. it is ret ry) 
ost rao rae 


distinctive as your own fingerprint. ® 


RUST-OLEUM CORPORATION « 2524 Oakton Street * Evanston, Illinois 





Your customers are reading 
this news about changing 


industry standards... 


Socket Screw Standards Changed 


Check Dimensional Revision 


Important changes are now in progress in the socket 
screw industry. Every user should know the details 
and take appropriate action to avoid higher costs in 
the future. As a public service, Stanscrew is issuing 
this progress report. 


New Standards Adopted 


Exhaustive industry-wide studies, begun in 1954, 
culminated in 1959 with the adoption of new dimen- 
sional standards for socket head cap screws. Standard 
Screw participated in these studies and concurred 
in industry recommendations. The new standards, 
known as the 1960 Series’’, include changes in 
head diameters, socket sizes, and thread lengths. 


Advantages of New Design 


The ‘1960 Series” has been carefully engineered so 
there is functional uniformity for all sizes, particular- 
ly as ap slied to wrenching areas and to the relation- 
ship of head diameters to body diameters. It offers 
these important advantages over the previous design, 
known as the ‘1936 Series’’: 


1. Larger wrenching area permits applications of 
clamping force . provides maximum utiliza- 
tion of fastener’s inherent strength. 

2. Provides increased bearing surface 
head ... up to 933% more. 

3. Minimum indentation . - - particularly impor- 
tant with softer metals. 


What's Available When 


When the “1960 Series’’ was announced in 1959, it 
was believed it would become the only standard as of 
Jan. 1, 1961 and, thereafter, all ‘1936 Series” would 
be available only on special order. As previously an- 
nounced, all sizes in the ‘1960 Series”’ are being sup- 
plied as standard. However, to make the transition as 
easy as possible, Stanscrew and other leading pro- 
ducers have extended the changeover period for cer- 
tain sizes of the **1936 Series”. 
These are the sizes . . - 5a", 46", 4° 7 ‘wa,’ and 1” 
_. , for which the new standards include a change 
both in head diameter and socket width across flats. 
Until Jan. 1, 1963 both the ‘1936 Series” and “1960 


under the 


s Now to Avoid Extra Costs 


Series” will be considered standard in these six sizes. 


For all sizes, however, thread lengths are now being 
manufactured to 1960” standards. Once current in- 
ventories are depleted, ‘1936 Series” thread lengths 
will be available on special order only. Based on ex- 
haustive surveys, this will prove no problem in the 
overwhelming majority of applications. 


41. #2, #4, #6, and #8 . - . head diam- 
but there has been a change in the 
current production is 


In some sizes . - - 
eters are the same, 
socket width. In these sizes, 
to ‘1960 Series” dimensions. These sizes are also 
available in the "1936 Series” until present stocks 
are depleted, but thereafter only on special order. 


NEW 1960 SERIES 


© OLD 1936 SERIES 


Change In Your Designs Essential 


This industry program makes it essential that you re 
view product designs to avoid future difficulties. All 
products now on your drawing boards should incor- 
porate the **1960 Series” socket cap screws wherever 
possible. And, during the next two years, it is recom- 
mended you take advantage of model changes OF 
other opportunities to change existin applications 0 
the ‘1936 Series”’ to the “1960” stan ards. Failure to 
make provisions could result in procurement diffi- 
culties or the higher costs of non-standard items. 


Dee 


Complete Design Information Available 


Stanscrew has prepared an up-to-date brochure giv- 
ing complete information on all steps in this — 
tant transition, together with com lete desi ata 
on both the 4960” and “1936 ries’. u can 
obtain your copy through your local Stanscrew dis- 
tributor. Call him today. 





Here’s what it means to you 


The advertisement at left is appearing in nine leading in- 
dustrial publications. It gives your customers the latest 
information on the industry-wide program of changeover 
from ‘‘1936 Series’’ to ‘1960 Series’’ socket head cap screws. 
We suggest you read this ad carefully as it has important 
implications for you. 


Deadline For Some “1936” Sizes Extended 


Previous announcements indicated ‘‘1936 Series’’ socket cap 
screws would be available only on special order after Jan- 
uary 1, 1961. To follow this plan strictly at this time— 
since industry has been relatively slow in making the change- 
over—would create unnecessary friction and difficulty. 
Stanscrew, therefore, and other leading socket screw manu- 
facturers have extended the deadline for certain sizes of the 
"1936 Series” until January 1, 1963. 


Does This Mean Double Stock? 


Strictly speaking this delay will require stocking both types 
—in six sizes—as standards for a limited time. Stanscrew, 
however, is doing everything possible to shorten this period 
. . . by stressing the desirability of quickly changing to 
**1960” standards . . . in advertisements, other promotion, 
and counseling services. 


In addition, Stanscrew is making special provisions to 
make this transition as easy as possible for its distributors. 
Here, Stanscrew’s policy of maintaining complete stocks at 
three different plants . - . plus a really effective “fast de- 
livery”’ policy which assures all normal shipments are on 
the way less than 24 hours after receipt of your order... 
should prove particularly helpful . . . allowing you to meet 
your customer’s requirements with minimum inventories. 


Special Literature For Your Use 


Please note the last paragraph of our “end user’’ advertise- 
ments tells your customers that they can obtain detailed 
information by contacting “‘your local Stanscrew distrib- 
utor’’. An attractive brochure containing complete design 
data plus the latest information on this industry program 
is now off the press. Ask your Stanscrew fastener specialist 
for your supply. He’ll also be happy to work with you in 
every way possible to convert your customers from the old 
standards to the new. 


STANSCREW FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HIMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, illinois 
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lines at Minnesota Bearing...” 


Memo on V-Belts from R. D. Weiser, 
president, Minnesota Bearing Company 


(now celebrating its 25th anniversary) 


We're a bearing house, and this year Dayton V-Belt 
Drives are one of our top three profit and volume lines... 
and that includes bearings. 


Here's why: 


1. Dayton salesmen stand head-and-shoulders above most others in 
power transmission know-how and salesmanship. 


The Dayton line has the premium belts necessary for big profit. 
These account for almost half our V-Belt volume. 


Dayton's sales tools such as preventive maintenance meetings and 
OEM technical meetings really help our men to sell premium and 


standard items. 


The Dayton Distributor Stock Availability Program enables 
us to stock the goods we need, including the high profit items 
such as the Dayton Cog-Belt® and variable speed V-Belts. 


The same customers who have been coming to us as a 
bearing specialty house are now coming to us for V-Belt 
drives. So, if you're one of those who think V-Belts don't 
belong in a bearing house, chances are you'd better check out 
the Dayton story. 


R.D. Weiser (left), President of 
Minnesota Bearing Company, and 
J. K. Weiser, Chairman of the Board. 


La. 
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Dayton Industrial Products Co. 


2001 Janice Ave., Melrose Park, Iil. Division of Dayco Corporation 





“In all our 30 years as a J-M Packing Franchise Distributor, there hasn’t been one sealing problem 
we couldn’t handle, or any piece of equipment we couldn’t supply packing for,” states William G. 
Archer, Vice President in Charge of Sales at Fulton Supply Co. 
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“J-M works with us and for us in building more 
business and improving service to our custom- 
ers. We value our J-M Packing Franchise. It 
assures us of the most complete line in the 
country, and every item is top quality.” 


“] get shirt-sleeve help when I need it,” notes Fulton Salesman C. F. Coffee 
(left). “I often work out technical packing problems with Harry Temple- 
man, here. Harry’s from J-M’s Atlanta Office. He spends his time selling 
potential customers on J-M packings. Harry stirs up a lot of specific sales 
leads that bring us good, steady business.” 


Fulton Supply Co.,; Atlanta, 
and Johns-Manville 


mark 30 years of growth 


and progress together 


“Industrial growth in the Atlanta area has been 
amazing. And our packing business has grown with 
it. An important factor in Fulton’s progress is our 
friendly working relationship with Johns-Manville. 
We serve customers together,” says William G. 
Archer, Vice President in Charge of Sales. 


“The J-M Packing Franchise assures us of a fair 
profit margin and a continuous flow of business. It 
also gives us a clear field, without competition from 
other J-M Distributors. Our relationship with 


In Canada, address Port Credit, Ont. 
Offices throughout the world. 
Cable address; JOHNMANVIL. 
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JOHNS-MANVILLE 


Johns-Manville is satisfactory in every way—as 
our 30-year-old association proves,” Mr. Archer 
concludes: 


Fulton Supply Company is but one of the many 
industrial supply organizations who find good busi- 
ness opportunities in the Johns-Manville Packing 
Franchise. It presents many advantages which are 
well worth your investigating. For information, 
write to Johns-Manville, Box 14, New York 16, N.Y. 


JOHNS MANVILLE 
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Republic Plastic Pipe 


HELPS MAKE 
ZIPPOS BRIGHT 


Plastic pipe has helped the Zippo 
Manufacturing Company, Bradford, 
Pennsylvania, get rid of water 
impurities that were a source of 
potential trouble in plating operations 

A new water treating system uses 
2-inch Republic SRK" to pipe city 
water through a maze of filtering tanks 
The water is treated to remove iron 
and other impurities. This calls for 
pipe that can withstand chemical 
action ...can resist. build-up of scale 

“We've plated almost 10,000,000 
lighter cases since installing the new 
water treating system,’ says Mr 
Charles Nuzum, Zippo engineer. © We 
can say that there has been no 
deterioration of your plastic pipe, 
and no scaling.” 

Repusiic SRK (Semi-Rigid) Plastic 
Pipe is available in sizes from ! 
through 8° with a complete line of 
solvent-welded, socket-type fittings 
Republic also offers FE’ Flexible 
Polyethylene Plastic Pipe. 

Contact your Republic distriburor 
for information on either type 


REPUBLIC 
Plastic Pipe 





PIPE 











TUNED TO THE 
MARKET... 


. “a ° . * ie DISTRIBUTOR 
Republic advertising brings you inquirtes, VE YOU TIME AND MONEY 


brin eS you sales. 


CALL FOR REPUBLIC PIPE 


Roe ee ee ee ome 


Ads like the one at left talk about products people 
want, savings people need. Here, for example, is a 
news about a plastic pipe water purification 
system installed to advantage by the Zippo 
Manufacturing Company, Bradford, Pennsylvania. 

In short, Republic is tuned to the market—for 
plastic pipe, steel sheets, steel pipe, and steel bars. 

As a Republic distributor, you will see it 


in your sales. 





Call your nearest Republic sales office for details 
on the advantages of stocking Republic products. 
Mail the coupon below for f° »duct data. 
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COLD FINISHED BARS 


REPUBLIC STEEL 


Cleveland 1, Ohio 


REPUBLIC STEEL CORPORATION 
DEPT. ID- 1824 
1441 REPUBLIC BUILDING - CLEVELAND 1, OHIO 


I would like more information on: 
O Plastic Pipe O Cold Finished Bars 
0 Steel Pipe © Steel Sheets 
Name. Title 
Company 
Address— 


City Zone State 











STEEL SHEETS 
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WHEN 
YOUR CUSTOMERS 
NEED...... 


® Quick Action 
® Leak-Prooft Seal 
® Minimum Pressure Drop 


® Straight-through full tlow 


® Vaives that cannot wedge or jam : tt 


N meee 
SPECIFY NS cote 
EVERLASTING | 


VALVES 





a2 


BOWER BLOW-OFF CYLINDER OPERATED 
Quick acting, GENERAL SERVICE Contec STEAM JACKETED WEIGHT-OPERATED 
Brewin er Where drop-tight pete Assures free For automatic 
d"Y” and seal and full flow . . flow of viscous drains or emergency 
apse ” : : electrically or materials shut off 
angle types. is essential. manually. 5 f 
For pressures 
up to 600 psi. 























For more information write for these bulletins > 


EVERLASTING i 


Boiler & 


Service 


VALVES re 


EVERLASTING VALVE CO., 63 FISK STREET, JERSEY CITY 6, N. J. ev-407 
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Fast Spiral Taps 
: 
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Spiral fluted taps have long been noted for their efficiency in ejecting chips 
from blind holes by virtue of their “lifting” action which reduces friction and 
minimizes the tendency of chips to clog in the flutes. They are especially 
ig -Terelaslail-talet-1emmce) am eh-1-mm lame lt lon dliome-lale Mme) éil-1 am ia-1-meerehedlale meaat-t¢-14T- LP 


LLL which is the GREENFIELD version of the 
“fast spiral’ development in tap flutes, emphasizes this lifting 
action to a marked degree. Its ability to span slots or other 
Tahc=taael ohilelar-mr-talemceme-| oi a-it- lik a-th mmel-1-) oMaleli-t-ig a wide variety of 
aar-1¢-a0-b- Mar: tMass-J0 ih Ccoe Mela me- Mle ladaliale Me) el a-t- (ome) molelellir- lala m-lalelale 


tap users. When you buy fast spiral taps, specify JJG/JJTHIIG * 
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JUSTRITE 


pone 


_ Waste Cans 
Improved Plunger Cans With or without foot lever. De- 
Capacity, 1 qt. to 1 gal. Used in all signed for maximum air circulation 
cleaning and sponging applications under bottom and around sides. 
for safely dispensing flammable liq- Approved, Underwriters’ Laboro- 
Bench Can vids. Approved, Factory Mutuals. tories, Factory Mutuals and others. 


% and 1 gal. capacity. For wash- Five sizes, 6 gal. to 40 gal. 
_ ’ ing and cleaning parts. Ap- 
Safety Cans * Type 1 proved, Factory Mutuals. 
Capacity, 1 pint to 5 gal. Conventional 
design with short valved spout to pour 
and fill. Approved, Underwriters’ Labo- 
ratories, Factory Mutuals and others. 


The complete distributor line 
of safety cans 
that meets al! requirements / 


J u STR ITE IS ALL RIGHT: Build steady, repeat volume on JUSTRITE .. . the qual- 


ity line of safety cans that are universally accepted and 
approved. Top quality in every detail is your assurance of 
customer satisfaction. Our 53 years of manufacturing ex- 


2k TOP QUALITY IN DESIGN 
2K UNIVERSALLY APPROVED 


7 A SIZE FOR EVERY NEED perience is your guarantee of a reliable and continuing 
2 DURABLE, LASTING SERVICE source of supply. 


Nationally Advertised! Consistent profitable volume! 


Justrite ads appear regularly Justrite can be a mainstay as a profitable, 
in safety publications from 
coast to coast. We are contin- 


ually urging your customers el: 
to check their safety cans for more. You profit by continuing customer 


repeat line. Many distributors have han- 
dled Justrite exclusively for 20 years and t 


e333 
quality, condition, proper use. satisfaction. 
CHECK YOUR STOCK AND RE-ORDER NOW! 
JUSTRITE MFG. CO. CHICAGO 14, ILLINOIS 
world’s standard of safety since 1906 
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OIC is justly prrroud! 


.. and why not? 


We have already captured a large 
share of the valve market. Dis- 
tributors from coast to coast know 
the reason why. Behind every 
product stand men of ideas and 
integrity . . . engineers keeping 
abreast of industry’s growing 
needs . . . designers creating new 
valves for exceptional service and 
simplified maintenance . . . pro- 
duction men proud to make valves 
proved to last longer in every way 

. salesmen dedicated to cus- 
tomer service through distribu- 
tors. If you plan to grow, as we do, 
you may be interested in the OIC 
Partnership Plan. Write for full 
details about distributor openings 
in certain selected areas today. 


ALVES 


BRONZE, IRON, FORGED 
STEEL, CAST STEEL AND 
DUCTILE IRON VALVES 


SOSH HSE EHESEESESEEESEEEESEEEEEEE 


THE OHIO INJECTOR COMPANY 10221-O1C 
243 Main Street, Wadsworth, Ohio 


Please send me full details about the Partnership Pian. 
Name : cictianaandiiahia 

Company : aa 
Street cnet 
City__ Z Zone 0 Se ee 


SSSSHSSESHHSESSESSEESEHESEESESEEEEEEEEEEEE SEES 


BETTER VALVES AND BETTER SERVICE FROM OIC DISTRIBUTORS 
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A PROVEN swxess' DUR Fairbanks 


SALES-LEADER-OF-THE-MONTH PROGRAM 


Fig. 0832 
DARTS 
Greatest Name in Unions — 

Build Sales And Profits For You 
Backed by a firm guarantee —“If 
one should leak through, we will 
give you two”— Dart Unions have 
been building steady repeat business 
from satisfied customers for over 60 
years. Big, extra value features: 

Two bronze to bronze seats ground 

to a true ball and socket joint — 

Practically indestructible malle- 

able iron bodies — 

Drip tight joints made time and 

again without jamming — 

Darts may be used over and over 

again — 

make Darts easy to sell and their 
very fair margin of profit makes 
them good to sell. 
Remember — Darts, like all Fair- 
banks products, are needed in every 
industrial plant and commercial 
enterprise in your area. Build up 
your business on a solid foundation 
by making Dart Unions your Sales 
Leader this month. 


BUILDING 


Us 


BUSINESS 
AND 
PROFITS 
YEAR 
AFTER YEAR 


plu 


FAIRBANKS LAMILON 
ALL-PLASTIC WHEELS 
are your keys to more sales 


LAMILON Wheels, on which patent 
is pending, permit you to sell stand- 
ardization to your customers. With 
the theme “One Wheel For Any Sec- 
tion Of Your Plant”, you build your 
sales presentation on— 

® less maintenance, 

® greater floor protection, 

s lower inventories. 
These building blocks of more sales 
are yours alone to sell with the 
LAMILON Wheels which will not 
mark wood floors nor mar concrete 
floors; which will retain their 
smooth tread and concentricity un- 
der the worst floor conditions; which 
are not affected by water, oils or 
greases. 
The sales story on LAMILON 
Wheels dovetails perfectly with the 
presentation on savings which you 
can offer on Fairbanks line of indus- 
trial casters and wheels. Use the 
LAMILON Wheels as your SALES 
LEADERS this month and start a 
chain reaction of steady repeat 
caster and wheel orders from your 
satisfied customers. 


THE BRANCH OFFICES 
Pettdefeh) 4 
COMPANY 
EXECUTIVE OFFICE 
Valve ; : nee FACTORIE 


IT PAYS YOU TO SELL FAIRBANKS PRODUCTS, NEEDED IN EVERY INDUSTRIAL PLANT AND COMMERCIAL ENTERPRISE IN YOUR TERRITORY 
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Big Mar ket 
Big Volume 
Big Margins 


ona 
Small Investment 














more sales in more places with greater profits! 


Right now there are hundreds of untapped applications for 
metal hose in plants throughout your area—extremely profit- 
able applications for both you and your customers. 

Flexonics, the most experienced name in metal hose, has 
packaged a program that puts this lucrative, growing market 
in the palm of your hand. Consider these advantages — get 
the complete story on a PMS distributorship. 


FLEXONICS CORPORATION + BARTLETT, ILLINOIS 
In Canada: Fiexonics Corporation of Canada, Ltd., Brampton, Ontario 


METAL and SYNTHETIC HOSE 


EXPANSION JOINTS SUBSIDIARY OF CALUMET 4 HECLA, INC 


BELLOWS ¢ SPECIAL TUBULAR ASSEMBLIES 
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* Market evaluation for your specific territory 

* Big profit margins and a growing business 

* Complete training and tools to sell the market 
* Smal! inventory investment 

* Forceful advertising, direct mail support 


MAKE US PROVE IT! 


mem ATTACH TO YOUR LETTERHEAD aan ay 


Flexonics Corporation 


310 E. Devon Ave. 
Bartlett, iil. 


Please send me an analysis of my market 
for metal hose and the complete 
Flexonics PMS brochure. 


Pe eS 
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5 fields 


of Service to 
American Industry 


For more than 100 years ATKINS has set the standards of quality and 

performance in fine saws for wood-cutting and metal-cutting trades. 

And as American industry has grown, both in size and in 

diversity of products, better and still better Silver Steel and Silver Streak 

saws, developed by ATKINS/ Borg-Warner, have helped speed production and 

reduce manufacturing costs on everything from household furniture to guided missiles. 


Today, the demand for ATKINS Saws is greater than at any time in the Company’s 
history. ATKINS has literally streaked ahead . . . not only in manufacturing capacity, not 


only in research and engineering . . . but also in warehouse and distribution facilities 


which now span the continent in a great network of ATKINS service and supply centers. 


In the 5 fields so important to its distributors, dealers, and customers ATKINS/ 
Borg-Warner has built for today and tomorrow . . . to insure that ATKINS 
Saws and ATKINs Service will always be ‘““A Cut Above the Rest.” 


ATKINS SAW DIVISION, 
BORG-WARNER CORPORATION 
a4,..S a4 | GREENVILLE, MISSISSIPPI 


Gis Warehouses: 
Chicago, Ill. Philadelphia, Penn. 


_ Greensboro, N. C. Portland, Ore. 
Los Angeles, Calif. San Francisco, Calif. 





. 





Expanded Research — Atkins/Borg-Warner 

]_ ) research is continually exploring new frontiers in metal- 

lurgy; developing new alloys, seeking new manufacturing 

and testing procedures to make sure the ATKINS saw you buy is the 
very finest that can be made for your needs. 


Creative Engineering — ATKINs engineers add 

S _ the depth of specialized knowledge to your own engineering 

staff. ATKINS engineers will work with you to solve special 

cutting problems . . . will custom design your saws or assist in 
working out set-ups and procedures, if needed. 


New Manufacturing Facilities—ATKIns’ 
$ | brand new plant in Greenville, Mississippi; * enlarged serv- 
ice and repair facilities in Portland, Oregon and Los Angeles, 
California; a brand new warehouse and repair center in Greens- 
boro, North Carolina . . . give ATKINS tremendous added capacity 
to meet present and future volume requirements. Modern pro- 
duction equipment and experienced craftsmen (seasoned in the 
ATKINS quality tradition) assure the highest level of manufactur- 
ing efficiency and quality control. 





High Capacity Warehouses — ATKINS 

A warehouses are strategically located across the country and 
have been enlarged substantially to accommodate complete 
inventories of all ATKINS stock items. Warehouses and plants are 


linked by ATKINS TWX communications network. ATKINS distrib- 
utors and dealers are assured prompt deliveries and a close-at-hand 
source for all service and supply needs. 





Prompt Service — Every Arxkins/Borg-Warner 

& «supply and repair center has grown to new proportions to 

| make sure that your saw problems get prompt and expert 

| attention. Whether it’s a plant re-tooling project or a single saw 

| repair job ATKINS personnel and facilities are at your command to 
provide products and service “‘A Cut Above the Rest!” 


RADICALLY 
NEW YARWAY 
STEAM TRAP 
DEVELOPMENT 


OFFERS YOU 
NEW PROFIT 
OPPORTUNITIES. 


YARWAY SERIES 130 is a bright, new 


addition to the Yarway line of steam traps—and its 
enthusiastic reception forecasts a profit bonanza for 
Yarway distributors! 
Hardly had SERIES 130 been announced when 
orders and comments like these started pouring in: 
“Radically new and different—send 50”’ 
TEXAS INDUSTRIAL 
“We want 100 immediately” 
WISCONSIN MEAT PACKER 
“Ordering 60 as first part of new standardization program” 
LOUISIANA REFINERY 
"First important development in steam trapping in years” 
MICHIGAN INDUSTRIAL 
“We'll start with 24—more later’’ 
OHIO PETRO-CHEMICAL 


STRAINER 


BLOW-DOWN 
VALVE 


New SERIES 130 Yarway Impulse Steam 
Trap combines steam trap, strainer and 
blow-down valve in one small, compact 
unit. Saves time, money, space, main- 
tenance. Ideal for tracer lines, steam 
main drips, instrument boxes and other 
steam equipment. 


Nice business ? Sure it is—and Yarway distributors 
are getting it! In the first 90 days after the Series 130 
introduction, 35 distributors ordered two or more 
times; 8 distributors ordered three times and 4 
distributors ordered four times! 

The popularity of this new Yarway Steam Trap— 
coupled with the all-out support of Yarway’s nation- 
wide field engineering force and a strong Yarway 
advertising and promotion program—will make 
distributors’ cash registers ring loud and long. 

Yarway’s well-known high profit margin will 
sweeten the ‘‘take’”’ where it counts! 

If you’d like to know more about Yarway’s dis- 
tributor policy, write R. S. Pollard, Vice President, 
Distributor Product Sales, Yarnall-Waring Com- 
pany, 100 Mermaid Ave., Philadelphia 18, Pa. 


& 42,0, 


SERIES60 SERIES120 SERIES30 SERIES40 SERIES 130 


THE YARWAY LINE 
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LET'S DISCUSS SELLING GRINDING WHEELS .. . ata profit! 


If you'd like to improve your grinding wheels sales picture, consider this. In the long run, 
grinding wheels are profitable to sell only when they are profitable for your customer to 
use. This requires a complete line of quality wheels to supply the customer the right wheel 
for every job. What's more, you have to give him prompt delivery and be able to back 
up your sale with the technical know-how and information he’s looking for. 

When distributors carry the Macklin line they offer quality “wheels of profit” backed 
by 34 years of abrasive manufacturing experience. When they carry the Macklin line they 
can supply all these services and more. Here’s why . . . Macklin gives your sales represent- 
atives training and know-how in the manufacture and use of abrasives, the technical help 
of experienced abrasive engineers in the field; all backed up by a consistent advertising 
program and up-to-date sales aids and literature. 

To learn more about Macklin’s policies of distributor cooperation, write or phone to- 
day. We'll appreciate this opportunity to discuss the advantages you can enjoy selling 
Macklin “Wheels of Profit” to your customers. 


fe: 


ACKLLIN company 
ry ds Ye ae 9 JACKSON, MICHIGAN 


Guard removed for purpose of illustration 










Now... distribute fasteners 
smaller inventory. 


RBaW simplifies END the cost and confusion of handling a needlessly large 
: and complicated stock of fasteners. In a break with tra- 

nomenclature and packaging dition, RB&W has radically simplified distribution. 
: . Anything with a head and thread is called a screw. 
. makes it possible to (Hex screw, carriage screw, high strength hex screw, 
eliminate duplicate stocks etc.) Nuts are still nuts but are described more clearly 
. . and we’re urging users to forget about square nuts 
minimize money tied up in preference to hex nuts. Stock nuts and screws sepa- 
rately. Sell them separately ... or together when you 
in inventory, fill orders for bolts. (hex bolts, carriage bolts, etc.) It’s 
that easy to cut down on doubled-up stock and increase 

save shelf space your turnover for a better profit. 


NEW LABELS...NEW PACKAGING. 


We’ve clarified labeling, increasing visibility too. Stock- 
men will immediately identify a coarse thread product 
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with 
more profitable turnover 


by yellow label . . . fine threaded items by pink label... 
plated product by silver label. Package quantities are 
100, 50, 25, etc., depending on size of item. 


IT WORKS! 
One West Coast distributor, in adopting this system, ae 8B te 


sees the following: a saving of over 25% in shelf space; snes 

. ° ° ear 
25% fewer dollars invested in fastener stock; a 40% 4 
reduction in nut stock (no more square nuts handled) ; 


an increase in turnover to at least seven times annually! 

And don’t overlook the savings in labor, in bookkeep- 
ing, and reduction of errors. Could you use some of the Plants at: Port Chester, N. Y.; Coraopolis, Pa.; Rock 
, i Falls, lil.; Los Angeles, Calif, Office and warehouse 
same? Phone or write your nearest RB&W office for at: Son Francisco, Calif. Additional sales offices at: 
details. Russell, Burdsall & Ward Bolt and Nut Com- Ardmore (Phila.), Pa.; Pittsburgh; Detroit; Chicago; 


. ; Dallas; San Francisco. Sales agents at: Cleveland; 
pany, Port ¢ hester, New York. Milwaukee; New Orleans; Denver; Fargo. 


stock and sell hex nuts alone 


sell them together 
as bolts 


50 gia 50 
HEX SCREWS b cilewrtat HEX SCREWS 
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FRICTION 
CUVVING 


BAND 


. BLADES 


FOR FRICTION SAWING OF FERROUS METALS 


At Blade Speeds of 5,000 to 15,000 Feet per Minute! 
These special purpose blades are giving Barnes Distributors extra sales and 
profits. 

One test demonstrates to your customers that... 
BARNES Friction Cutting BLADES are engineered to 


Withstand the ‘‘red heat’’ generated in friction cutting, 
Give maximum flex-life, 

Have extra strength for high speeds, 

Provide long, continuous, production sawing. 


Ask your Barnes Sales Engineer for specific information on how you can 
increase your sales and profit with BARNEs Friction Cutting BLADES. 


w.o. BARNES co., inc. 


1297 TERMINAL AVENUE DETROIT 14, MICHIGAN 





BARNES-DISTRIBUTOR Teamwork means quality products . . 
available locally at lowest possible cost. 
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Announcing 


CARMEF 


Series Cutting Grades 


to boost production-extend tool life up to 200% 


If you're tooling-up for a really tough cut, try Carmet’s new 
700 Series Cutting Grades. Make one aS tool do 
the work of two or three—on any steelcutting job, includ- 
ing superalloys. 

Carmet’s 700 Series is a new, premium group of carbide 
gtades just released after exhaustive field trials. Results were 
conclusive. These carbides stood up under the roughest 
interrupted cuts going. They gave longer tool life than com- 
petitive — in the same application class. And, they 
produced exceptionally fine finish cuts, even in C-8 preci- 
sion boring classifications. 

Here are the 700 Series Steelcutting Grades, and their 
applications: 

CA-704 Hard and dense for the ultimate in finish cuts 

and precision boring. 

CA-711 Ideal for medium to finish cuts in the general 

purpose category. 

CA-720 Tough and thermal shock-resistant for medium 

and heavy cuts, including interrupted cuts. 

These new Carmet Grades combine edge wear and crater 
resistance with an unmatched ability to endure shock. The 
700 Series will outperform other groups of tools in any C-5 
to C-8 application. Take a look ata few customer trial reports: 





>. CARMET 700 SERIES CATALOG SUPPLEMENT NOW AVAILABLE 


J There's a new Supplement to the Cormet Catalog C-16-B, listing 
tool and insert styles, and prices for the new 700 Series. Contact 
your local distributor, or write Carmet direct. 
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“Turning tapered, slotted, forged SAE 4140 valve plugs ... 
formerly got 8 finished pieces per cutting edge. Now get up to 
25 pieces with CA-720 on a tough, interrupted cut!” 


“Turning OD of universal joint ears . . . now getting 177 pieces 
with CA-720 against 135 with former tool.” 


“On SAE 1035 rotor shafts . . . got 7 more shafts per tool with 
CA-711. And K Monel shafts . . . got more from 9 CA-711 tool 
corners than 12 corners on triangular inserts formerly used.” 
“On SAE 4320 forgings . . .a whopping 242 pieces with CA-720, 
against 209 with previous Carmet 600 Grade, 198 with best 
competing tool.” 


Remember, for less demanding operations, the 600 Series 
Cutting Tools will continue to be sold by Carmet. But 
for the really tough cut . . . wien you've got to make chips 
on a mean, tool-buster of a job . . . this kind of performance 
from the 700 Series will save you time. And, cost you less 
than competing premium grades! 

They're doing just that in shops all over the country . . . 
right now! Try them, just once, on your job. Your local 
Carmet Distributor has them in stock. Contact him for more 
information, or write: Carmet Division, Allegheny Ludlum 
Steel Corporation, Ferndale, Detroit 20, Michigan. Dept. 
ID-3. 


CARMET Yr 


CEMENTED CARBIDE - DIVISION OF ALLEGHENY LUDLUM 
45 





MASSACHUSETTS 


MANVPACTVRERS OF ROLLER CAAINS 


HOLYOKE. MASSACHUSETTS 


December 14, 1960 


Mr. Charles Mill, Publisher 
PURCHASING WEEK 

330 W. 32nd Street 

New York 36, New York 


Dear Mr. Mill 


Since the beginning of our Company, we have relied on the Industrial 
Distributor to support our selling efforts and we have found him to 
be the keystone of our Sales Policy for the distribution of ACME power 
transmission equipment 


Our advertising is being continually designed to co-operate with the 
Distributor Qur advertising in PURCHASING WEEK has helped cement 
this relationship by keeping Purchasing Agents well informed about 
ACME products and the reliability of all our Distributors. 


Our sales people realize the importance of the Industrial Distributor 
and our trade publication advertising is designed to call this to the 
attention of the trade 


ACME further supports its broad trade publication advertising with 
supplementary advertising brochures, illuminated display signs, memo 
books, rulers and other specialty items. A new sound motion picture 

on the manufacture of roller chains will be released in January. This 
film is designed to be shown at sales meetings, conventions, engineering 
schools and other groups interested in manufacturing processes 


Ic is felt that PURCHASING WEEK is an important part of our advertising 
program It is helping us to make contact with 25,000 key purchasing 
executives throughout the country 


Very truly yours, 


ACME CHAIN CORPORATION 


“ALT Ina 


Herman E. Pihl 
Vice President 








Purchasing Week WORKS FOR 


ACME CHAIN DISTRIBUTORS 





Advertisements like these 
in PURCHASING WEEK and 
other business publications 
help to pre-sell ACME power 
transmission equipment and 
invite Purchasing Agents to 
contact the local ACME Dis- 
islet amie Mmlilielgiuleiilels Mme lile! 
oltlelielilelitm 


















Folders such as these, Tye Uo M@uleliite Mele-Mulelel— 
along with ad reprints, prod over the ACME customer and 
Wem lactate MelileMelil ariel prospect list to keep buyers 
and merchandising aids, are informed about the complete 
furnished to all ACME Dis- line of ACME power transmis- 


Ueme Chain 


tributors to be used in their sion equipment. Again the 
own mailings to customers emphasis is on contacting the 
= 47° 528 Bee ‘ 
and prospects. pr olTtisloliielm@melia-taiby / 
oves aan 
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Suppliers to industry, in rapidly increasing ucts should be bought through you. 
numbers, are advertising in PURCHASING 


3. To support your local selling efforts. 
WEEK. Here are some of the reasons why: 


4. To help you to reduce sales costs and 
1. To make contact with 25,000 key Pur- to enjoy increased profits. 


chasing Executives throughout industry and 


, These are the very same reasons why it will 
business. 


benefit you to encourage your suppliers to 
2. To give sound reasons why their prod- advertise regularly in PURCHASING WEEK. 


Purchasing Week 


McGRAW-HILL‘'S NATIONAL NEWSPAPER OF PURCHASING 


330 WEST 42nd ST., NEW YORK 36, N. Y. @: @® 





WILL NOT ROT OR MILDEW 
— Constantly running salt water cannot rot or 
mildew 2-ply BosTRON belt at J. H. Miles Co., 
Norfolk, Va. No deterioriation from fastener rust, 
no fastener holding problems. 


OUTSTANDING WEAR — Constant 
impact and friction from razor-sharp oyster shells 
has not affected the 14” Dulon Cover on this 


An exclusive research milestone by 


BOSTON 


AMERICAN BILTRITE RUBBER COMPANY 
BOSTON WOVEN HOSE & RUBBER DIVISION 
BOSTON 3. MASSACHUSETTS 


BosTRON belt. Says Mr. Frank M. Miles, Presi- 
dent, “Our BosTRON belt is good as new after 4 
years operation .. . Exceeded every expectation!” 


BOSTRON'’S hazard-proof carcass, combined 
with Balanced Belt Construction, makes your 
investment in a superior Dulon Cover the most 
sensible, dollar-saving way to buy belts for 
your requirements. 


AMERICAN BILTRITE RUBBER COMPANY 
BOSTON WOVEN HOSE & RUBBER DIVISION 


Boston 3, Massachusetts 

Please send free illustrated literature about the new 
hazard-proof BostRon Belts. 

Company Name 

Street 

City 

Attention 
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Why Chance Leaks in 


Seat Rings 


, f % 4 yn P = | 
Get Mone/ Seat BRONZE GATES 


made the way JENKINS makes them 


It’s plain horse sense that you had better have the Monel seat rings 
EXPANDED (ROLLED) into the valve body if you want them to stay 
tight and leak-proof. 


More horse sense. . . there’s nothing valuable lost through having 
seat rings that can’t be replaced by a regular maintenance man .. . 
IF the bronze or nickel alloy wedge has a lower degree of hardness 
than the heat-treated Monel seat rings. (The way Jenkins makes 
them) Then, the wedge takes the wear and seat rings are relatively 
unaffected. 


Obviously, there’s no faster, simpler or cheaper way to renew tight- 
ness and efficiency than to slip on a new wedge. And that, plus 
renewal of packing as needed, is all you need do to assure good 
performance from Jenkins Monel Seat Bronze Gates for as long 
as you'll need to care. Good service for scores of years is common. 


Long, low-cost life also results from greater-than-ever-needed 
strength in every part of these valves. The records of millions of 
Jenkins Bronze Gates show you get full protection against all the 
stresses encountered in use. 

Your local Jenkins Distributor will quickly supply your needs from 
a wide variety of Jenkins Bronze Gates. For information about these 
valves, write for folder No. 181-C. Jenkins Bros., 100 Park Ave., 
New York 17. 


Sold Through Leading Distributors Everywhere .. 








How to make money selling fasteners 





HELP YOUR CUSTOMERS 
REDUCE THEIR “IN-PLACE COST” 


One place for your customers to 
meet the cost-profit squeeze head- 
on is in the assembly operation, 
which accounts for 50% to 75% 
of the cost of most manufactured 
products. AND HERE’S WHERE 
YOU CAN HELP! You can show 
your customer how Parker-Kalon 
quality can reduce the “In-place 
cost” of fasteners by reducing 
work stoppages, slow-downs and 
rejections due to failure on the 
assembly line. 








Purchasing agents and design 
and production engineers are be- 
coming aware that it isn’cthe cost 


of the screws that count, ee. 
cost of using them that really 
matters. Tell the IN-PLACE COST | 
story and you don't have to sell 

cheap to get the order. 


Because Parker-Kalon has al 
ways adhered to highest quality 
standards, you can prove to the 
customer that F’-K fasteners can 
reduce his “In-place cost” and 
ease his profit squeeze. 


To help you help your custom- 
ers, the P-K Sales Engineering 
Service and your P-K field engi- 
neer are always available to tackle 
a specific fastener problem. 


The complete line—sold exclusively through distributors 


PARKER-KALON 


fasteners 


Parker-Kalon, a division of 
General American Transportation Corporation, Clifton, New Jersey 
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Wer higher quality 








Enlarged production facilities combined 
with improved manufacturing techniques 
enable Vogt to pass on the effected 


savings to our customers. 


Service proved — these valves have always 
been a standard of quality for meter 

and gauge line service. You no longer 
need to compromise for less because 

of price! Send for Folder GP-9 giving 
specifications and engineering data on 
both globe and angle types, forged 

from stainless or carbon steel for every 


meter and gauge line service. 


Address Dept. 24A-FI 


HENRY VOGT MACHINE CO. 
Louisville, Kentucky 


SALES OFFICES: Camden, N. J., Chorleston, W.Va., Chicago, 


Cleveland, Dallas, Los Angeles, New York, St. Lowis 
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Time 


to put 
your foot 
down 


(if you want to 
get the best value 
in shovels) 


True Temper’s taper-forging makes the big differ- 
ence. It scientifically distributes the metal to give 
each shovel a unique combination of strength 
and light weight. A worker can do more shovel- 
ing in less time. And the shovel lasts longer. 


Cutaway of taper-forged BANTAM shovel Taper-forged finish makes blade free- 
blade shows solid-steel shank, extra metal scouring. Helps the shovel slide into the 
at wear points (shoulders and center), load faster and more easily. And helps it 
and thinner edges for easier penetration. shed the load more quickly and cleanly. 


To save money on shovels (and on shoveling), choose True 
Temper BANTAM for general industrial use. Other taper- 
forged solid shank models: Fox contractors’ weight, 
BULLDOG for heaviest jobs. Tube-shank DyYNALITE for 


Taper-forging gives the blade excellent 
down-the-center balance and eliminates 
dead weight. Lets a man shovel more 
payload per day with a lot less effort. 





lighter service. Call your True Temper industrial distributor. 


All True Temper tools are designed to do more, so work- 
ers can get more done. Send for free catalog, “Tools for 
Industry.’’ True Temper, 1623 Euclid Ave., Cleveland 15, O. 


GIRUE lLEMPER., 


THE RIGHT TOOL FOR THE RIGHT JOB 
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BARRY “QD” CONVEYOR PULLEYS 


All industry is writing the case history of Dick's Barry year with trouble-free efficiency . . . the nearest thing to 
Conveyor Pulleys. They are in use practically everywhere perpetual profit-making motion you could buy. 

- + +. in production line conveyor systems, package, 

portable and general conveyor systems . . . standing up Crowned-face, straight-face, winged type: off-the- 
under the heaviest work; ore conveying, coal, rock and shelf delivery in sizes and with special characteristics 
gravel conveying: wear-reducing, light-weight pulleys of to meet virtually all requirements. Send coupon for 
great strength and durability that operate year ofter illustrated catalog. 


DICK “QD” HUB A BETTER SPECIALTY CONVEYOR BELTING 


for easy attcchment and re- 
moval, reduced inventories, o Non-absorbent, stretch-free . . . amazingly durable 


firm, wobble-free grip on the ond strong. Can be joined on job in minutes without 


shoft every time. lacing or sewing. 


Mail today for illustrated catalogs 


rr R. & J. Dick Company, Inc. 
Dept. 16C, Totowa, New Jersey 
Without obligation to me, please send catalog om: 
Cc] Barry “QD” Conveyor Pulleys 


C] Dixylon Belting. 
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extra sales opportunities with the 
high-quality, good profit e#eencee line 








2-9 | 


Ratchet Knockout One-Shot Hydraulic 


Knockout Punches Hydraulic Knockout Punch 
Punch Drivers Knockout Punch Drivers 


for 4%"-5" Conduit Driver and Punch Sets 


Solid-Center Expansive Ship Auger 
Auger Bits Bits Car Bits Auger Bits Extensions Power Bits Power Bits 


"aa f 


Hollow Hollow Double-Fiute Single-Flute Doubdle-Spur Multispur ® Dowel Dowel Spur Adjustable 
Chisels Chisel Bits Routers Routers Machine Bits Machine Bits Bits Drills Machine Drills Countersinks 


Write for catalogs and prices on Greenlee 
tools. Cala/og 37-E ... knockout tools and other time- 
saving tools for electricians. Catalog 37-H ... hand and s 


power bits. Catalog 36-M .. . mortising, boring, and 
1963 COLUMBIA AVENUE, ROCKFORD, ILLINOIS 


routing tools for woodworking machinery. 


Electricians’ Brace Bit Flat-Type Electricians’ Unispur Ship Auger Power Bit 
Power Bits Power Bits Extensions 
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A name like National doesn’t just happen 


Years of experience and progress in engineering, 
designing and testing have developed a superior 
product to make National the name in oil 
seals. What does this mean to you? You'll get 
repeat sales from customers who want quality- 
controlled seals. And you’ll make fast deliv- 
eries from the most complete stocks in the 


nAss-nAk OIL SEALS 


industry. The wealth of industry-standard-size 
seals, the technical data and the strong support- 
ing sales assistance from nationwide adver- 
tising all work together to boost sales for you. 
Contact your nearest Federal-Mogul Service 
branch and find out how you can benefit from 


the National Seal line. 
56 
a ; 


OIL SEALS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. © DETROIT 13, MICHIGAN 


March 1961 





KEYSTONE CARTRIDGE 


MULTIPLIES CONVENIENCE OF BROAD-USE LUBRICANT 


No. 88X LIGHT, IN QUICKLY INSERTED CARTRIDGES, CUTS 
MAINTENANCE, ASSURES CLEANER, EASIER JOB 


Now broadly used across industry, Keystone’s 88X Light 
multi-purpose lubricant comes in the new, handy-to-use 14 
oz. cartridge. Any standard, lever-type gun for cartridge 
grease takes it; installs in just seconds. Since 88X Light is 
applied so many places in a typical plant, the time saving 
with a cartridge and gun is apparent. In addition to reducing 
maintenance time, this cartridge prevents lube contamina- 
tion, gives your customer a cleaner job, eliminates costly 
transfer equipment. 


Keystone 88X Light is particularly suitable for plain and anti- 
friction bearings and for use on rotating or sliding surfaces. 
It is water repellent, impervious to heat or cold, resistant to 
mild acids and alkalis, withstands shock loads, seals out dirt, 
lengthens bearing life. New cartridged No. 88X Light is 
packaged 25 to the carton. Distributors are opening many 
new accounts with this item. Keep up your stock. 


KEYSTONE LUBRICATING CO. 
21st, Clearfield & Lippincott Sts. 
Philadelphia 32, Pa. 


THAOE MAREE HOG. U.S. Par. OFF 


EASY TO USE THIS APPLICATION 
Install a new Keystone No. 83X GUIDE WILL 

Light Cartri in an i - 

ane has: ak bee Anrny nal HELP YOU 

e Cut maintenance time SELL 


a ; 
Prevent lu brica nt "Keystone Specialized Lubricants” is a 32-page selec- 
contamination song" ; ; 

tor, presenting in a convenient and accessible form, 

e Get cleaner, easier recommendations covering lubrication of industrial and 

application automotive machinery. These recommendations are 
et ; P f . 

e Eliminate costly transfer based upon = oe se ° plant opera 

equipment tors, equipment builders and Keystone engineers over | 
a period of many years. Write today for your copy. 











Dindenbacemenatieel _ - 
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ROPE SLING 
handles 30,000-I/b lift with ease 


This 1-ft-thick granite slab, measuring 14 ft x 13 ft, and weighing about 30,000 
lb, is typical of the heavy lifting jobs at Harris Granite Quarries, Salisbury, 
N. C. The wire rope sling supplying the muscle is a Bethlehem No. 167. It is a 
6-part flat-body braided sling, with served loops. 


Bethlehem slings are well made, with plenty of strength and flexibility, 
and good load-hugging characteristics. We make them in a range of styles and 
sizes to meet just about every lifting problem. You'll find it good business to 


. Economy carry a full line of Bethiehem Wire Rope and Slings. 


» Versatility 


BETHLEHEM STEEL COMPANY, Bethlehem, Pa. 
Export Sales: Bethlehem Steel Export Corporation 


Bethlehem Rope is readily available from our 
wire rope mill depots across the nation. 
ape mi erHteHeng 
BETHLEHEM STEEL fivum 





BETTER PROFITS THROUGH BETTER TOOLING WITH CARBOLOY,. CARBIDE PLUSES 


ANOTHER NEW CARBOLOY: 
ADJUST-O-BREAKER TOOLHOLDER 
FOR YOUR CUSTOMERS 


Now you can offer tracer toolholders with all the cost-cutting advantages of the Carboloy= 
Adjust-O-Breaker line. The newest addition to the Adjust-O-Breaker line, this tracer 
toolholder is available in 2 styles and 7 sizes to help customers handle more jobs with less 
tooling .. . and this means higher profits for you! 

The exclusive Adjust-O-Breaker design lets customers adjust the chipbreaker from any 
angle ... offers any desired adjustment within its range .. . features “floating” indexable 
chipbreaker with absolute repeatability. In addition to the tracers, you can offer negative 
rake Adjust-O-Breakers (10 styles, 54 sizes), and positive rake (5 styles, 50 sizes), to meet your 
customers’ tooling needs more efficiently and economically. 


Ask your local Carboloy Field Representative for the CARBOLOY. 


full story on the profitable Adjust-O-Breaker line. CEMENTED CARBIDES 


METALLURGICAL PRODUCTS DEPARTMENT 


GENERAL @@ ELECTRIC 


11133 E. 8 MILE ROAD, DETROIT 32, MICHIGAN 
CARBOLOY® CEMENTED CARBIDES * MAN-MADE DIAMONDS * MAGNETIC MATERIALS * THERMISTORS * THYRITE® * VACUUM-MELTED ALLOY 
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how much band saw mileage do you get? 





“Not enough!” This is the most frequent answer. Why? Our recent field 
survey shows wrong blade type or wrong specifications are used in over 
50% of band saw cutting. What's the solution? Choose one of THREE 
proven band saw blades LENOX has developed to cut rapidly, efficiently, 
and at lower costs. These LENOX blades, cover the complete range of 
today's cutting needs. 


HIGH SPEED STEEL— Used on automatic cut-off equip- 
ment in full production work. This band will rapidly cut most of the 
tougher steels. 


MASTER-BAND—A special alloy steel band for standard 


equipment, used in cutting at semi-production or production rates. Also 
used on some automatic cut-off applications. 


DIEMASTER— Regular meta! cutting, cut-to-length bands or 
coil stock. Used for general purpose cutting or where only 1 to 2 bands 
per week are used. 


Interested in increasing your band saw mileage? Start by getting a true 
appraisal of your cutting operations. Write: American Saw, Cutting 
Analysis Department. Submit a brief description of your machine, ma- 
terials being cut, and type of operation. Recommendations and sales 
engineering help are furnished without obligation. 


THE TOOLS IN THE PLAID BOX 





Ly 








AMERICAN SAW 
& MFG. COMPANY 


SPRINGFIELD 1, MASSACHUSETTS 


March 196! 





KLM 
COMMODITY 
RATES 
AS LOW 
AS 30¢ 2) 


PER POUND “~~ 


Now only 30¢ speeds your shipment to Europe! Virtually the same rate as , 
surface freight keeps your inventory low—buys you overnight service, 

daily freighter flights, famous KLM care. Charter a special KLM 

freighter and you pay even less! New low rates also to the Near 

East, Middle East, Far East and Africa. Call your cargo agent or 

nearest KLM office. KLM, 609 Fifth Ave., New York, N.Y. Y. 
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Faultless 


Casters 
area 


high profit 
line 



































Faultiess Casters are profitable to sell: recent surveys of Distributors show that Casters 

are one of their best money-making lines, percentage-wise. When you're selling 

Faultless Casters—the complete, quality-tested Caster line—you're not just turning over 

dollars. And Faultless Casters are easy to sell because they invariably cut production costs 

for YOUR customers! Every industry you call on is a sales prospect—the baker, the 

florist, the large machinery manufacturer. Parts and products have to be moved; Casters 
provide the most efficient, flexible, economical way to move them. 
And, certainly, Casters are less complicated to sell than many items in the 
Distributor line. Faultless welcomes inquiries from interested Material 
Handling or Industrial Distributors. 


Faultless Caster Corporation, evansvite 7, INDIANA > | 


Branch Offices in principal cities of U.S.; see the Yellow Pages of 
the telephone book under “Casters.” Canada: Stratford, Ontario. 
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WHAT'S IN THE BOX? 


..,Just the world's neatest package of profit! 


Wilton’s C-Clamp line is profitable because it's complete'in every 
veld Uh da Pen @lal-M-velelgot-mlolm-\7-1a'hdaliale mm aidamelalsmelercliia’ the very 
line you always have the size and price clamp your customer war 

Top diale mu c-t-Me(-s-11elal-70 me] am Ze] 0 mrerelan'a-1all-1aler-me-lale mm CoMt-t-1'- Mare lately 


Look inside the box and see what you get! The most , 

different styles for every need and budget! Individually pa ye ationally advertised 
pre-sell your customers on Wilton's C-Clamp features that revolutionized the industry 
original, guaranteed loose-proof Perma-Pad; all hardened spindles; all painted frames 
many more. Wilton’'s features are often copied, but never matched; that's why 


you can count on Wilton’s contribution to your future growth! 


Al Se], Fr 


WILTON TOOL MANUFACTURING CO. INC., SCHILLER PARK, ILLINOIS 
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INPUT DRUM 
ASSEMBLY 


FIELD COIL 


OUTPUT FIELD 
ASSEMBLY 


Get Stepless Adjustable Speed from AC Power 


with YNA M AT| [ Fractional HP Ajusto-Spede’ Drives 


Wherever infinite adjustment and accurate control of speeds are 
required, Eaton-Dynamatic Ajusto-Spede Drives offer a simple, low- 
cost solution to the problem—stepless adjustment from zero to full out- 
put speed, and accurate control of any speed within the speed range. 


The Dynamatic Ajusto-Spede Drive is an integral combination of 
AC constant speed induction motor, eddy-current coupling, and 
plug-in type single-tube electronic control. Torque developed in the 
motor is transmitted to the driven member by electro-magnetic attrac- DYNAMATIC AJUSTO-SPEDE DRIVE WITH ELECTRI- 
; R , ay : CALLY OPERATED BRAKE. With the safety type friction 
tion; there is no mechanical contact between the driving and driven 


brake, it is possible to achieve rapid deceleration and 
members. quick stop, thus providing fast cycling operation. 


Dynamatic Ajusto-Spede Drives operate on standard 115/230 volt, 
single phase, 60 cycle or 220/440 volt, 3 phase, 60 cycle alternating 
current—no special power source is required, Sizes are 14, /2, and 4 
horsepower at 1600 RPM; 1/2, 34, and 1 horsepower at 3200 RPM. 


With standard, special, or remotely mounted transistorized control, Dynamatic DYNAMATIC AJUSTO-SPEDE DRIVE WITH INTEGRAL 
Ajusto-Spede Drives offer many worthwhile advantages not found in other SPEED REDUCER. Because of the variety of gear ratios 


: ar . available in the reducer, this compact assembly is 
methods of speed control. Send for illustrated descriptive literature. adaptable to a wide range of slow speed applications. 


DYNAMATIC DIVISION 
MANUFACTURING COMPANY 
3122 FOURTEENTH AVENUE © KENOSHA, WISCONSIN 


ORIGINATORS OF EDDY-CURRENT SPEED CONTROL EQUIPMENT 
March 1961 
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WTS S TOOLS FOR INDUSTRY 


> 


” 


" 
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Bent Trimmers*. Professional bent handles and incompara- 
bly efficient inlaid blades. Widely used in tailoring, carpet 
laying, upholstering, tire making, bookbinding, and many 
other fields. Sizes from 7” to 12”. Illus. No. 27-7”. 

No. C-4E and No. 625 Electronics and Filament Cutters. 
Tough, sharp, perfectly designed scissors widely used in the 
electronics field for cutting light wire and filament. 

No. 175-E5 Notched Electrician’s Scissors. Blades have two 
notches ... one for stripping 19 gauge .035 wire, the other 
for 23 gauge .022 wire. 

No. 175-E6 New Electrician’s Scissors. New for cutting and 
stripping. Fitted with pad at points for stripping flexibility. 
No. 175-E Standard Electrician’s Scissors. Extra hard 
blades. Small in size but very powerful. 

Upholstery Shears*. Extra heavy-duty raised blade shears. 


Illus. No. 20W-10”. Also available in 12” size. 
* Ask about custom edge grinding for special cutting jobs. 


Mill Scissors. Sharp, trim points, hardened and tempered 
blades, plain ring handles. Complete range of sizes from 
3%” to 6” . Illus. No. 765-5”. 


Mill Scissors. Used in cotton spinning, weaving and hosiery 
mills. One blunt, one sharp point, fitted ring handles. Avail- 
able in 5” and 6” sizes. Illus. No. 815-5”. 

No. 2-DA Florist’s Shears. Long handles, short blades. 
Nickel plated blades. One blade serrated. 

Industrial Straight Trimmers*. For all industrial trimming. 
Sizes from 6” to 10”. Illus. No. 36-6”. 

No. 1-DS Metal-Cutting Shears. Extra long handles, short 
blades give increased cutting leverage. Size 8”. 

No. 908-8” Multi-Purpose, Plastic, Poultry, Wood. These 
and the No. 907-7” pruners, are practically indispensable 
in many diversified fields such as plastics, poultry, venetian 
blinds and wood industries. 


J. WISS & SONS CO., NEWARK 7, N. J. 
Send for complete TOOLS FOR INDUSTRY AND METAL-CUTTING SNIPS catalog 
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", HOW MANY OF YOUR PRODUCT 


. LINES RETURN A 9% © “T-Ye) ah a, 


PROFIT AND LOSS BY PRODUCTS 
“AVERAGE” DISTRIBUTOR 





Cost GROSS NET 
PRODUCT SALES OF one PROFIT | OVERHEAD “- a saaine PROFIT 
Goops % SALES 6 % SALES 


$146,618 $119,549 $27,069 18 $19,122 13 $7,947 5 
| 205,380 167,831 37,549 18 ~ 22,875 1 14,674 7 
52,348 42,265 10,083 19 16,569 32 6,486 13 
~ 60,701 | 43,746 16,955 28 13,438 22 3,517 6 
| «Fase 59,773 13,539 18 9,569 13. 3,970 5 
| 275,290 200,955 74,335 43,998 16 30,337 11 
102,977. | 68,989 33,988 | | 35,182 34 1,194 1 
29,338 | 20,515 - @623 | © ft somes ss 2,538 
"102,681 | 101,418 
52,891 | 39,455 13,436 2 15,291 29 | 1,855 


| 30,344 | 21,864 | 8,480 | @7ea | 2 MES 


50,501 35,897 14,604 10,124 20 4,480 
$1,182,381 $922,257 $260,124 $210,649 18 $49,475 
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1,263 | ——T oa = 10,150 
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You can earn 9% net profit — 5% above average, with 


VALDURA ‘ur PAINTS 





Many of the product lines listed above 
READ WHAT DISTRIBUTORS SAY* 


A Louisiana distributor writes: “It is obvious that we 


that are high in gross profits actually show 


make more net profit on Valdura Paint than on many 


net profit losses! But note that Valdura items that require considerable time in filling orders.’ 


: . A leading New Jersey Mill Supply House says: “We've 
paints, with a 29% ou profit, found that Valdura Paint is THE most profitable item 


we sell.” 
“Valdura Paint gives us a 30% gross profit and a 
net profit of 12%,” reports a large distributor in 


above average! So when you are looking for a Baltimore 


° : ° “We definitely put Valdura Paint in our most profit- 
way to improve your net profit picture, able category,” says an Ohio distributor. 

. 4 - A leading distributor in Florida reports: “Our profit 
consider stocking and selling famous on Valdura is in the top bracket. It’s one of 12 lines 


we have picked for concentration.” 


returns 9% net profit — considerably 


Valdura Paints — a non-seasonal key line A large distributor in Lovisiana says: "We rank Valdura 


5th volume-wise and 3rd in relation to profit.” 


that giv m han twi 
gives you more t twice the *Distributor names and addresses supplied on request. 








average percentage of net profit. 





Write today, on your company letterhead, for an 
interview that can mean big net profits for you! 


An VALDURA ‘itn PAINT DIVISION 
srt AMERICAN-MARIETTA COMPANY 
A 101 East Ontario Street, Chicago 11, Illinois 


March 1961 








CAPE-ABILITY works for you 


Advanced manufacturing processes and superior quality control methods 


give your customers full utilization of their metal cutting saws. The result 


is more production, accuracy and blade life from Capewell saws. 


The Cape-ability story backs your selling, increases your profit. 


CAPEWELL 


CAPEWELL 


CAPEWELL 


CAPEWELL 


CAPEWELL 


CAPEWELL 


CAPEWELL 


quality is the result of 80 years of metalworking 
experience 


products are presold through consistent national 
advertising 


sales aids stimulate your customers, your sales 
force 


maintains a national force of factory trained 
Sales Engineers 


protects your sales and profits through a rigid 
policy of selective distribution 


pioneered the Annual Inventory Adjustment Plan 
to enable distributors to keep stock and demand 
in balance 


is constantly improving products and developing 
new ones in its famous research and 
development laboratory 


Write today for the Cape-ability story ... there’s a big part in it for you. 


“APEWELL 


THE CAPEWELL MFG. CO., HARTFORD 2, CONN. 


INDUSTRIAL DISTRIBUTION 





TRENDS AND PROSPECTS 


As General Business Goes, So Go Distributor Sales 
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CLOUDY ECONOMIC SKIES SEEM BRIGHTER —but moderately. 
Some of the latest economic indicators show things getting better. True, the 
industrial production December index sagged further to 103, and December 
unemployment was up a half-a-million over November, but there are some signs. 


INVENTORY LIQUIDATION CONTINUES among metal fabricators. 
Accounting for two-thirds of total steel shipments, the metal fabricating industry 
trimmed 3.7-million net tons of finished steel in the slow last quarter of 1960. 
Manufacturers must build up inventories during the second half if sales pick 
up as anticipated. The big steel inventory readjustment is now mostly over. 


THE “EISENHOWER-KENNEDY” BUDGET, originally calling for 
a $4-billion rise in total cash outlays, swells further with President Kennedy’s 
announced plans for early distribution of veteran insurance dividends, increased 
Social Security benefits (and rates), and other pump-priming measures. Thus, 
money in circulation will increase on top of ever-increasing consumer spending. 


NEW MACHINE TOOL ORDERS gained sharply in December-January. 
Both cutting and forming December tool orders were up 18% and $10-million 
over November. These signs don’t mean that a boom is sighted just around the 
corner, only that some indicators are improving. Remember, they are indicators. 


HIGHER MINIMUM WAGES, while beneficial to many, will tend to 
aggravate the unemployment situation, if passed now. Employers with large 
numbers of unskilled jobs will try to economize on personnel if forced to pay 
higher wages. The hardest hit are those just entering the labor market, and 
those least able to bear the brunt—the young, the unskilled and the non-white 
workers. In June, the situation will worsen with many graduates, and the war 
and post-war bumper baby crops, now teen-aged, will be seeking summer work. 


THE BRIEF FLURRY OF STEEL ORDERS, appearing in mid- 
January, has vanished, and “movement along the bottom” continues. Orders in 
some industries have picked up, but they don’t match cuts in the auto industry. 
Compacts are partially responsible; steel goes further and further as more and 
more compacts are made. 196] may see price rises in certain finished steels. The 
last across-the-board hike was in October, 1958—nearly two-and-a-half years ago. 


CORPORATE PROFITS SINK FURTHER. This is no great surprise, 
but the extent and location of the drop are not cheering. Before-tax profits are 
off more than $10-billion since the all-time high of 1959s second quarter, when 
the rate was running at nearly $52-billion. And note: the decline is primarily 
concentrated in the durable goods sector; profits of the utility (except rails), 
oil, and food industries are holding up well. All other major industries are off. 


SIZZLING SIXTIES NOW FIZZLING7 It would so appear. 1960 was 
an inauspicious opener to the decade so glawingly described only a year ago. 
However, leading economists warn that the growth potential of the sixties should 
not be dismissed simply because 1960 turned sour. It is now widely held that 
61 will be better than *60—but not until mid-year or possibly somewhat later. 
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INDUSTRY STATISTICS 


Monthly Survey of Changes in Distributors’ Sales Compiled from Confidential Figures 





Total sales for 1960, reported by our confidential re- second half 1960 sales dropped sharply. New England 


porters were 1.7% below 1959. As a whole distributor reports business spotty and foreign imports hitting hard. 


sales for first half 1960 were better than in 1959, however Middle Atlantic sales are better than expected. 





U.S. TOTALS 





Dec "60 
Compared 
Nov '60 


Dec "60 
Compared 
Dec °59 


1960 
Compared 
1959 


Compiled by 
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SUPPLY SALES TREND 


FINAL FIGURES FOR 
DECEMBER 1960 


New England: Conn, Me 


, —&% 


Dec 60 
ompared 
Nov 60 


Dec ’60 
Compared 
Dec 59 


1960 
Compared 
1959 





— 8% 


Vass., N.H., R.d., Vt. (22) 





Bridgeport-Hartford 


—1% -—I16% 


FINAL FIGURES FOR 
DECEMBER 1960 


Dec *60 
( ompared 
Nov 60 


Dec *60 
Compared 
Dec °59 


1960 
Compared 
1959 





West North Central: ;,,. 
Kans., Minn., Mo., Neb., 
V.D., S.D. (15) 


— 3% 2% — 4% 





Kansas-Western Missouri 


apageee Area ae 8% 2% a 7% 


\rea 


Middle Atlantic: 


N.J., N.Y., Pa. (37 
math - Fla., Ga., 


Metropolitan New York Ve, O. 


northern New Jersey Area 





South Atlantic: per. p.c.. 
we. Ae.. S.L.. 


Va. (28) 





No Change 1% No Change 








East South Central. 4/0. 
Western New York: Buffalo Ky., Miss.. Tenn. (4) 
Rochester-Syracuse 
Binghamton Area 


—14% 5% — 1% 











West South Central: 4,;.. 


% 9 ~ 
La.. Okla... Tex. (19) 8 ° 4% 1% 


Philadelphia-Trenton 
Wilmington Area 











1% 
5% 


6% 
8% 


Houston Area o- 2% 
Pittsburgh- Wheeling- 


Youngstown Area 





Dallas-Fort Worth Area 








East North Central: ji. ' 
Ind.. Mich., O.. Wisc. (58) Mountain: Ariz., Colo., Id., 
Vont., Ne . VM... l = 


Wyo. (5) 


Pacific: Cal., Ore., 


Wash. (22) 


4% —I11% 





Indiana Area 








te} ae o A 
Wisconsin No Change 1% ad 9% 





— 3% 3% 
1% 


1% 


— 4% 
—10% 
~12% 


— 9% 
— 4% 
—12% 


Chicago Metropolitan Area Los Angeles-San Diego Area 





a ° 
Detroit-Toledo Area + 2% Oregon Area 





Cleveland-Akron-Erie Area Washington Area 





— 1% 
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. . and movements of Prices of Products in Distributors’ Inventories Computed by I. D. 





East North Central, West North Central and South markets very bad. Recent Price Index figures show a plus 
Atlantic show good first half volumes with second half (1.5) for 1960 versus 1959. Fasteners, Lubricants, Valves 
sales falling. Pacific area reports lumber and plywood and Fittings indicate largest overall change for 1960. 


PRICE INDEX FOR 19 PRODUCT CLASSES 
NAME OF PRODUCT CLASS Per Cent 


Dec. 1960 Change From 


(1947-49 = 100) ( preliminary ) Nov. 1960 Dec. 1959 Year Ago 





Abrasive Products 142.7 143.2 143.2 — 04 
Cutting Tools 179.0 179.0 173.6 + 31 
Fans and Blowers ares 183.5 18935 = 1822 + OJ 
Fasteners 209.6 209.6 199.9 + 48 
incandescent Lamps 190.0 190.0 190.0 0 

Industrial Rubber Products 157.4 157.4 152.9 + 29 
Lubricants 102.1 102.1 96.8 + §4 
Materials Handling Equipment 174.0 174.0 173.3 + 04 





























Mechanics Hand Tools (Files, saw blades) 191.7 190.9 187.6 + 21 





Metalworking Accessories 174.5 174.5 174.5 0 

Motors 113.5 113.5 109.2 3.9 
Paint 131.5 130.3 128.3 24 
Portable Power Tools 147.1 146.5 143.5 25 

















Power Transmission Equipment = 185.7 185.7 181.0 25 





Precision Measuring Tools 148.2 148.2 147.9 0.2 
Pumps and Compressors 181.0 181.0 179.7 
Steel Products (Pipes, bars, nails, wire rope ete.) 186.2 186.2 186.8 
Valves and Fittings 161.1 161.4 169.0 
Welding Machines (Equipment, Rods) 155.7 159.6 151.4 
TOTAL INDEX (weighted average) 168.7 168.7 166.1 




















Source: Bureau of Labor Statistics and Industrial Distribution 
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How 


THE BROAD 
H-R LINE 


can pinpoint 
your needs, 
save you time 


and give you 


off-the-shelf 
savings. 


YOUR H-R POWER 


TRANSMISSION SPECIALIST 
CAN SHOW YOU HOW. 


to select the ratio, capacity, and design closest to 


your needs... 


ment... and at “off-the-shelf” savings. 


Another point in your favor: your H-R power trans- 
mission specialist is in the best position to help you 


70 


directly from H-R standard equip- 


Jones herringbone 
reducers .. . 

Ruggedness and 

reliability, known 


throughout industry 
Widest selection of sizes 


and ratios. Balanced design, 


rugged housing, 
heavy-duty bearings mean 
efficient, trouble-free 
operation, and longer life 
Capacities to 1,672 hp. 


Bulletin J-100 


Union ASA standard 
roller chain... 


Over 98% efficient. 
Union ASA standard roller 
chain transmits more 
horsepower in less space 
than many other 
mechanisms. Available in 
outstanding range of 
pitches and widths, ASA 
standard and ASA heavy 
series, and extended pitch. 


Bulletin RT-60 


Jones spiral bevel 
speed reducers... 


Most-up-to-date 

design. Horizontal 

or vertical outputs. 
New, highly efficient right 
angle drives. Matched sets 
of high-hardness spiral 
bevel gearing, oversize 
bearings, alloy steel 
helical gearing. 

Capacities to 1,050 hp 
Bulletin J-25 


Roller chain 
attachments... 


An almost 
unlimited variety 
of unusual drive and 
conveying problems 
can be solved with 
standard or special 
attachments by 
Union Chain. 


Bulletin RT-60. 


Jones worm helical 
speed reducers .. . 


Heavy duty service. 
Applicable to a wide 
range of vertical drive 
requirements where 
medium to high speed 
reduction ratios are 
needed. Available in low 
speed shaft extension up 
down, and double 
extended. Capacities to 
175 hp. 


Bulletin J-14. 


Union roller 
chain sprockets .. . 


Complete range of 

stock and special sprockets 
for all chain applications 
Precision teeth, tough, 
durable body, proper 
tooth surface oe ll 
make for long life and 
economy. Available also 
in Taper-Lock bushings. 


Bulletin RT-60 


select the right drive. He can recommend without 


bias, because the H-R line is one of the most com- 
prehensive in industry. Experienced in all phases of 
power transmission, he can be invaluable in helping 


you with your over-all drive problem. Important 


behind him! 


too, he has Hewitt-Robins service and reliability 


Availability? H-R warehouses, sales offices, and 


stock-carrying distributors spread a strategic net- 
work from Coast to Coast. There is a team of H-R 
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Jones shaft-mounted 
reducers ... 


Compact design for 
confined areas. High 
hardness gearing for long 
life. Double lip oil seals, 
anti-friction bearings, 
automatic overload 
mechanism, positive 
lubrication Sosten arm 


for simple belt tensioning 


adjustment ( apacities 
to 40 hp 
Bulletin J-19 


CHAIN 


Union ASA standard flat 
top roller chain... 


Now available in Delrin, 


(as well as other 
materials) reduces 
breakage and eliminates 
corrosion problems in 
many food, beverage, and 
pharmaceutical conveyor 
applications. Available in 
many combinations of 
chain and materials 


Bulletin RT-60 


Jones in-line 
helical reducers... 


Standardized 
components, both in-line 
and right angle reducers 
to meet any drive 
requirement 
Easy-to-change ratios 
One-piece, cast housing, 
positive gear and shaft 
alignment, reliable 
oil-sealing. Capacities 
to 147 hp 

Bulletin J-18 


Union HB steel 
drive chain... 


At home in heavy duty 
service, such as cement 
mixers, cranes, shovels 
Offset side-bar adds to 
flexibility. Hardened 
bearing for rugged wear 
Pitches from 1.6" to 6.0". 
Average ultimate tensile 
as high as 420,000 psi! 
Bulletin A-4 


Jones gearmotors . .. 


Horizontal or 
vertical, flange or 
foot-mounted. Two 
basic types: All-motor 
... has motor 
mounting bracket for 
foot-mounted motor. 
Integral . 
incorporates 
flange-type motor 
bolted directly to 
gearhead housing. 


Bulletin J-17. 


Union HB steel 
roller chain... 


Low ultimate cost 
in all types of 
elevating and 
conveying duty. 
Hardened alloy steel 
bushings, uniform 


wearing surfaces, true 


pitch accuracy, tight 
fit of pins and 
bushings. Bulletin A-4 


power transmission specialists in your territory. ‘lo put 


them to work for you, just give your nearest Hewitt- 
Robins Sales Office a call. 


CONVEYOR MACHINERY AND BELTING 
POWER TRANSMISSION e VIBRATING EQUIPMENT 
ENGINEERING SERVICES 
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Jones power transmission 
components... 


Pillow blocks for 
heavy-duty service. 
Timken tapered roller 
bearings, two-piece, cast 
iron housing, shaft sizes 
from | 15/16" to 9". 
Flexible couplings, gear 
tooth, fabric dise . . . 
V-belt drives . . . cut 
tooth gears . . . cast iron 
pulleys. Bulletins J-10A, 
J-16, J-23. 


>. 


Union apron 
conveyors . . 


Many types 
available. 
Union apron 
conveyors for 
bulk or 
packaged 
materials. 


Bulletin A-4. 


ole 
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Jones complete 
drive units... 


Safe, efficient special 
drives, feeder tables, car 
pullers, door, boom, and 
skip hoists. Feature 
rugged reliability of Jones 
speed reducers. Standard 
lines available or 
modifications of existing 
equipment at 
considerable savings. 


Bulletins J-11, J-22. 


Union “Made-to-order” 
chain... 


Meet unusual 
requirements. Union 
Chain Division of 
Hewitt-Robins, unlike 
many manufacturers, 
is able to design and 
produce special chains 
to meet special needs. 


Bulletin 





BUSINESS OUTLOOK 


From the Economics Department, McGraw-Hill Publishing 


Company. Inc. 





Surplus Or Deficit? 


think 


the general business slump will run its course by the 


Having pondered all uncertainties, we still that 


beginning of Spring. Busines- should begin to expand 
by Memorial Day. 


his final Economis Report to Congress thai “An increase 


President Eisenhower concluded in 
in general economic activity should not be long delayed.” 

Mr. Eisenhower’s budget for Fiscal 1962 ( begins July 
1, 1961) was also predicated on a business recovery. 
In this voluminous document, he estimated total revenues 
of $82.3 billion and expenditures of $80.9 billion. This 
would balance the budget and provide a surplus. 

This is the largest peacetime budget ever submitted. 
Expected receipts and expenditures are at record levels. 
However, to achieve this volume of receipts, business will 
have to turn up well before Independence Day, if the 
collect $80.9 


national security and defense programs. 


government is to billion budgeted for 

Estimates of federal revenues anticipate slightly rising 
tax collections, resulting from a moderate recovery of 
the economy during 1961. Increases are expected in both 
individual and corporate income taxes. Total tax receipts 
from these two sources for the fiscal year ending June 30. 
1962 are expected to be $2.7 billion more than the income 


tax estimated for fiscal 1961. 


Kennedy Doubts Ike’s Estimates 


President Kennedy and his advisers, however, doubt 
that these estimates are realistic for either fiscal 1961 or 
1962. They suggest business recovery is too far down 
the road to count on much increase in personal and 
corporate incomes for last half of 1961. 

If business is not rising before Memorial Day, although 
we expect it will be rising, tax revenues obviously will 
be lower than budgeted and the government will definitely 
be in the red. This will require deficit financing of sub- 
stantial portions of federal programs. 

What then are the factors contributing to a business 
upturn which is the key to the fiscal and revenue pro- 
grams of the government for the remainder of 1961? 

In recent years, the first quarter generally has brought 
bad economic news as well as blizzards. The weather 
and the stock market usually team up against us. How- 
ever, the second quarter brings better business despite the 
fact the tax collector is waiting for his cut. This year 
is not likely to prove an exception. 

Let us strongly note here that any notion of business 


falling apart at the seams is grossly exaggerated, even 


though flagging business activity is not yet over. We 
are sure that business will get a lift from three key 
sources—a turn around in inventories, increased defense 
orders and a rising level of personal income. At the cur- 
rent rate, the process of inventory liquidation cannot 
vo on for many more months. Business is still vigorously 
cutting inventories despite the fact that demand for 
goods by consumers has not fallen appreciably, and 
requirements for defense goods are rising. To keep pro- 
duction in line with consumption, some changes in in- 


ventory policy must be made soon. 


Increase Defense Expenditures 


Mr. Eisenhower's budget called for increased defense 
expenditures. New orders by the Department of Defense 
for expanding defense programs such as Polaris sub- 
marines, the Minuteman missile, the B-70 long-range 
bomber, a strengthened airborne alert capability. airlift 
modernization of equipment as well as for research and 
development projects will create larger demand in busi- 
ness. 

President Kennedy has said he will speed up some 
programs resulting in a further increase in defense new 
orders. The knowledge that a rising flow of defense 
orders is on the way should be an inducement to business 
to stop adding to unemployment roles and perhaps even 
begin adding to the work force again. 

Personal income, which had risen steadily throughout 
most of 1960, is now about $3 billion below the October 
peak, as a result of shorter work weeks and layoffs. Un- 
employment has risen to nearly 5.5 million; the highest 
level for January in the last 20 years. 

Although the unemployment situation may not improve 
rapidly, the employment picture is likely to get a lot 
brighter. The recent decline in employment has nearly 
all been in manufacturing. Spring construction and farm 
jobs should pick up, and service industry employment 
should expand also. If factory jobs stabilize, as we expect 
they will, total employment will start up again. 

The stress on government programs and the trend of 
personal income should not lead anyone to underestimate 
the crucial importance of capital expenditures by busi- 
ness. The economy can not and will not return to any- 
thing like boom conditions until new plant and equip- 
ment expenditures start picking up. However, business 
emphasis on research and development almost guarantees 
that capital investment to exploit these new products will 
soon follow an upswing in consumer purchases. 


INDUSTRIAL DISTRIBUTION 





S 
7 
yy 


a>; 

— aj, 

aS = 
~. om 


=e 


...are you 
up a tree? 


Has the cutting tool business got you up a tree? 
If so, Vascoloy-Ramet can help you bring un- 
matched service to your customers and prospects. 
As a V-R distributor, you offer them the 

finest, most complete line of cutting tools 
cemented carbides, Tantung and ceramic tool 
material _- available anywhere. These in- 

clude throw-away inserts, full-length inserts, 
single-point tools, blanks, toolholders and face mill 
cutters. Your customers will find that they 

can always count on you for the proper cutting 
tool, in the right grade, for machining 

practically any material. You benefit, too, 

from V-R’s aggressive, national advertising pro- 
gram that seeks out customers for you, 
informative direct mail literature, faster service 
and well-informed factory representatives 

who really know their business. You simplify your 


ordering, stocking and pricing systems, too, 


by dealing with only one source. So, don’t 


get chased up a tree. Write now for full 
information about a V-R distributorship. 
A choice territory may be open in your area. 


+ 


CREATING THE METALS THAT SHAPE THE FUTURE 


VASCOLOY-RAMET 


870 MARKET STREET . WAUKEGAN, ILLINOIS 


CARBIDE — CERAMIC <i TANTUNG — TOOLHOLDERS — f =~ FACE MILL 
V-R BLANKS, y INSERTS — SOLID TOOL BITS, >> SOLID BASE a } CUTTERS 
. INSERTS TRIANGULAR, \\_g CUT-OFF BLADES, AND a ) § WITH 
BRAZEO SQUARE, TIPPED TOOLS, ELEVATOR ‘ THROW-AWAY 
TOOLS M ROUND CAST-TO-FORM TYPE ‘ ea) * INSERTS 


A 


March 1961 





If you sell rubber, you do not sell an order of 32” 
Sand Suction like this one every day. But you do 
sell lots of rubber hose, belting or packing because 
almost every plant buys rubber on a regular basis. 


The aggressive distributors encourage their salesmen 
to talk about rubber ON EVERY SALES CALL. 
Why not? Talking a popular product results in more 
orders and more commissions. 


You may be interested in this line for two reasons: 
(1) the profit and (2) Republic’s written 5-Point 
Sales Policy. Write to Mr. J. A. MaclIntire, Jr., 
General Sales Manager. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN I, OnIO 


INDUSTRIAL RUBBER PRODUCTS 
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DISTRIBUTIVE 
VIRTUES 


The other day I came upon a penetrating observation by 
Edmund Burke on a subject that involves us all, “Economy 
is a distributive virtue and consists not in saving but in 
selection.” This is the sort of thought that starts a whole 
series of ideas chasing around in our minds. 

As we first contemplate the idea, the concept of distribu- 
tion as a selective process seems strange to us. Furthermore. 
we don’t think of selection itself (from among alternatives) 
as an economizing process. 

But if, we think along the lines of Burke, we come to see 
that in selecting we are weighing the pluses and minuses of 
various courses of action and then choosing the most favor- 
able (less costly). This is economizing. And, in our market 
conditioned business system, this selecting and choosing 
insures that the performance of distributive functions (as 
well as others) are economically performed. 

I would certainly doubt that Burke was thinking of the 
industrial distribution industry as we know it when he 
made his comment. The idea of selection as a key to eco- 
nomic distribution, however, is very much with us. 

Here’s a sampling of some of the selections that must be 
made: Should I start a business of my own? In terms of 
resources and abilities, what kind of business should | start? 
Should I take in a partner? What lines should | concentrate 
on? What suppliers should I select? How many salesmen? 
What training? What compensation? Which are my profit- 
able customers? Should I drop unprofitable ones? What 
level of service should I strive for? 

The point is, in every direction you look, there are selec- 
tions to be made. When a wrong guess is made, the eco- 
nomics of the market place bring swift, corrective pressures 
to bear. This is how the market place insures that a course 
of action is economically justified. An industry made up 
of members who consistently select incorrectly will in- 
evitably fade and die just as the members themselves pass 
from the business scene. 

I'm convinced that if Burke could see our industry, he 
would look at our record of survival and say, “These people 
historically have met the test of the market place. On 
balance they have selected wisely and have performed their 
distribution functions economically. What happens to them 
in the future is dependent on how successfully and how 
promptly they adjust their operations to the continuously 
changing demands of the market place.” 

Smart man, Burke! 
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Salesmen meet representatives of 41 suppliers in series of 15-minute individual interviews patterned after conference booth idea. 


HOW TO HOLD 


A “FACE-TO-FACE” 
SALES MEETING 


This Cleveland sales manager, wary of conven- 
tional sales meetings, borrowed the “confer- 
ence booth” idea to bring his salesmen into 
personal, businesslike touch with suppliers’ 
representatives at a year-end meeting. The 


result was a full day of getting things done 


D. A. C. McGILL 
ASSOCIATE EDITOR 


After doing the rounds during the 
booth conference program at the 
Triple Industry Supply convention 
for the last couple of years. the 
thought uppermost in Victor Peters’ 
mind wasn’t sore feet, but what a 
beautiful way to run a sales meeting. 

Here, he thought, hundreds of 
people were able to talk face-to-face 
with hundreds of other people, settle 
a multitude of problems, and return 
home feeling a sense of accomplish- 
ment. 

Could not a distributor’s sales 
meeting be run along the same lines? 

Victor Peters is vice-president in 
charge of sales of Cleveland’s W. 


INDUSTRIAL DISTRIBUTION 








sales 


Bingham Co. Like 
everywhere, he has struggled gamely 


managers 
with that giant sloth—the sales meet- 
ing. Outside of stuffing the salesmen 
with pep pills, what could possibly be 
done to keep them wide awake? And 
once you've solved the problem of 
keeping them awake, what'll make 
them pay attention? 

Further, assuming the sales man- 
ager could get the men to stay awake 
and listen, there was the added prob- 
lem of getting constructive, produc- 
discussion going be- 


tive two-way 


tween the salesmen and a manufac- 
turer s representative. 

Often as not. salesmen hesitated to 
ask pointed questions, suggest ideas. 
sometimes be- 


or make criticisms 


cause company brass was present, 
sometimes because the meeting topic 
didn’t stimulate discussion. 

Just as the presence of company 
executives is found to stymie free ex- 
changes at the conventional sales 
meeting. so their presence disrupted 
the communication between salesmen 
and supplier representatives. 


The 


pressing for 


problem was _ particularly 


Bingham’s year-end 
sales meeting, at which a number of 
suppliers’ representatives were cus 
tomarily invited to address the as- 
sembled salesmen on their respective 
products. The supplier's man lucky 
enough to appear on the early part 
of the program certainly had an ad- 
vantage over those speaking later. 
Because of the “format” of many a 
sales 
often stacked 


against him. Even if he is not on the 


meeting, the 


has the circumstances 


wrong end of the program, he is fre- 
quently required to work without the 
aids and essential to 


visual props 


capturing the attention of an 
audience. 
Further, 


rate sales person able to talk to indus- 


while he may be a first- 


trial buyers and assist distributor 
salesmen individually, he just may 
not be the kind of man able to spell- 
bind twenty salesmen with a 15- or 


talk. 


As one salesman remarks: “We all 


20-minute 


came away from these sessions with 


bruised eardrums and a feeling of 


having wasted a day’s selling time.’ 
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representative 


Pa 


Salesmen T. F. Carey and Chester Potts huddle on territory problems with Imperial 


Brass’ K. R. Waugh. Concentrated interviews were devoid of any time-washing chatter. 


And, if asked, the manufacturers’ 
representatives would probably reply 
in kind. 

Peters decided to put the confer- 
ence booth idea to work. He sent out 
invitations to 25 suppliers, asking 
each to send a representative to take 
part in “individual sales and get- 
acquainted sessions” with each of his 
20 outside salesmen. 

Each supplier would be provided 
with a desk, and would spend 10 to 


Both 


supplier representatives and salesmen 


15 minutes with each salesman. 


would be provided with lists of the 
others, and check off names as each 
interview was completed. 

The invitations were hardly de- 
livered other 
heard of the idea, and asked Peters to 


before manufacturers 


include them. Eventually 41 manu- 
facturers sent representatives to take 
part. Some had as many as eight men 
present to talk to Bingham’s men. 

To make sure that the contacts be- 
tween the suppliers’s men and the 
salesmen didn’t deteriorate into aim- 
less chatting about weather and golf. 
Peters had each salesman prepare to 
give the various suppliers’ men a run- 
down on all his major accounts and 
where potential sales existed for vari- 
ous products. 

By the same token, in a letter of 
instruction to each participating 
manufacturer, Peters spelled out what 
was expected of them: 

“You will have approximately 10 


to 15 minutes for each salesman. You 


continued 








“Face-to-Face” continued 


should hit the high points of your 
line, but most important I believe you 
should try and get acquainted with 


You 


should also get acquainted with each 


each individual salesman. 
salesman’s territory and accounts... 
You should also make an effort to 
work with each individual salesman 
on all of their potential accounts for 
your products.” 

He pointed out to the suppliers, 
further, that “if you know of a cer- 
tain account that is using or should 
be using your product, do not hesi- 
tate to advise our salesmen that you 
would like to make this call with him. 
If you get any rejections on this sort 
of thing, do not hesitate to call them 
to my attention. We want to coop- 
erate with all of our suppliers.” 

As a of these 
both manufacturers 


men wasted no time talking anything 


result instructions, 


men and sales- 
but business. One observer reported: 
“| listened to a great number of con- 
versations, and there was hardly any 
talk about golf, families, and so on.” 

To accommodate all the 41 manu- 


facturers who took part in the sales 


Skil’s Gene Dorman (right) demonstrates 
product for two Bingham salesmen, E. L. 


W ells and Dan Kunes during an interview. 


meeting, Peters arranged for half of 
them to spend the morning talking to 
the salesmen, and the other half the 
afternoon. Face-to-face interviews 
started with the first group at 8:15, 
and by noon all of the Bingham sales- 
men had met with all of the manufac- 
facturers’ men assigned for the morn- 
ing session. 

There was an hour’s lunch break, 
then the salesmen began their rounds 
of the second group of manufactur- 
ers. All of these interviews finished 
by 4:30, and at 5:30 all 
turers and salesmen repaired to a 
and 


The Bingham Co., indeed, 


manufac- 


local restaurant for cocktails 
dinner. 
had engaged the whole restaurant for 
the 


turers 


affair. Executives of manufac- 


located in Cleveland were 
invited to the party, giving the sales- 
men a chance to meet some of their 
suppliers’ management personally. 
One of the suppliers held a raffle at 
the end of the day for three prizes to 


be awarded to Bingham salesmen. 


Interest Never Flags 


this 
kind of sales meeting, according to 
Peters, was the fact that the interest 


A noticeable advantage of 


and enthusiasm of salesmen never 


flagged during the day. Changing in- 
terviewing partners every 15 minutes 
confronted each with a 


or so man 


whole new product subject. In addi- 
tion, the salesman was looked to in 


for key 


prospect information, so that he was 


each instance customer and 
continually kept on his toes giving 
answers as well as asking questions. 

One that 
salesmen would have questions re- 


of his 


had an engineer on hand 


manufacturer, sensing 


garding the technical nature 
product, 
with the 
engineer, 
by the 


tributor salesmen, this being the first 


answers. According to the 
he was favorably impressed 
technical awareness of dis- 
time he had ever met any. 

The notion that distributor sales- 
men are, as a class, incapable of ab- 
sorbing and understanding technical 
information was, in this engineer's 


opinion, effectively disproven. He re- 


ported that their questions revealed a 
the 


grasp of technical side of his 


Idea’s originator, Victor Peters (right) gets 
reaction of Pesco Product's F. P. Campbell 


to Bingham’s novel sales meeting set-up. 


product that frankly surprised him. 

When some of the individual ses- 
sions got under way, some of the 
of some manufacturers 
But they soon 
realized that their presence was in- 
hibiting the discussion, so they left 


“top brass” 
sat in on the talks. 


the salesmen and their own men to 
discuss things on their own. 
of opinion 


A roundup among 


the 


affair revealed nothing but praise for 


manufacturers participating in 


this way of bringing salesmen and 
suppliers into close touch: 

¢“[ hope more industrial distrib- 
utors everywhere adopt this idea.” 

¢“T didn’t know half of the Bing- 
ham salesmen before today. This is 
my first opportunity to meet several 
fellows who work territories in other 
parts of Ohio. [I’ve learned just as 
much as they have.” 

eA vast improvement over any 
other sales meeting I have attended. 
Next time, I hope I can spend a little 
more time with each man.” 

The latter manufacturer may have 
his wish. At least, because of the in- 
tense interest generated by this meet- 
ing, Victor Peters hopes to stage a 
two-day affair next year so that more 
manufacturers can take part. It is 
even possible that the time limit on 
discussion will be 


each individual 


stretched to let salesmen and sup- 
pliers’ men get even more done. 

But no mean accomplishment is it 
to bring 20 salesmen into close, busi- 


with the 


tives of 41 suppliers in a single day. 


nesslike touch representa- 
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Part Two 


Public Relations: 
Need for a Modern “image” 


Individually and in groups, some alert distributors are working hard to erase the misconcep- 


tions of their industry that still hang on from past eras, but changes in U.S. industry's 


needs and buying habits have put all distributors on notice to put more stress on good P.R. 


VAN NESS PHILIP 


ASSOCIATE EDITOR 


To combat basic misconceptions of the role of distribution, 
industrial distributors need more and better public rela- 
tions. Despite some progress in the past decade. it’s 
apparent that countless buyers of industrial supplies and 
tools, especially in large companies, have no clear idea of 
the functions distributors perform and why these functions 
are essential. Many manufacturer-suppliers selling through 
distributors also fail to comprehend supply firms’ basic 
aspirations and most vexing problems. And to large seg- 
ments of the general public, industrial distributors’ role in 
marketing is hardly understood at all. 

Part One of this article* outlined the steps an individual 
distributor can take to strengthen his “image” in the eyes 
of all his “publics” through activities that add to public 
information. It was pointed out that such activities will 
bear no fruit unless they're based on sincere good practice 
in the first place; in short, publicity alone will not build 
public confidence. 

So much for the basic P.R. problem. What are distribu- 
tors doing now, in groups or individually, to carry out 
programs that will strengthen their image in their publics’ 
eyes? Here’s a birdseye view of some of their activities: 

*More and more firms are publishing brochures or 
books to tell their company stores to their “publics”. The 
books include descriptions of internal operations, pictures 
of inside personnel the public seldom sees, “selling” copy 
on the function of distributors both in the industry and 
Blue Ridge 


Hardware & Supply Co., Basset, Va.; Engineering Supply 


in the community. Four notable examples: 


Co., Dallas, Texas; Southern Supply Co., Jackson, Tenn. ; 
Ducommun Metals & Supply Co., Los Angeles. 

¢A number of alert distributors have inaugurated spe- 
cial programs to keep manufacturer-suppliers up to date 
on what they are doing and thinking. One sends his major 
suppliers, unsolicited, a periodic financial statement and 
sales analysis report. Hartfield-Healy Supply Co., Buffalo, 
N. Y., makes special quarterly mailings to suppliers to 





* Part One: “Public 
February 1961, p. 62. 


Relations—Time for Re-Appraisal,” IUD 
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keep them informed of the supply firm’s plans and 
progress. 

* Clinics and open houses have been getting larger. more 
frequent, better organized in terms of over-all objectives. 
Among such events reported in ID in recent months: 
Southern Supply Co.’s open house for an entire com- 
munity: the “Tube-O-Rama” show of Kilsby-Tubesupply, 
Los Angeles, in which the supply firm’s customers were 
assigned exhibit space to help them get business for them- 
selves; Paul B. Slater Co.’s “space age” tooling show in 
Los Angeles; Mill Supply & Machinery Co.’s Tool and 
Machinery Products Show in St. Louis. 

*More distributors are tailoring their promotion to 
carefully planned P.R. objectives: example, Orr Iron Co., 
Evansville, Ind., started work on its “shared” anniversary 
(its 125th) two years in advance, prepared special themes 
and copy for customers, employees and the community. 

¢ Through numerous rejuvenated regional associations, 
distributors are stepping up their joint P.R. activities. In 
Lancaster, Pa., three firms, Reilly Bros. & Raub, Steinman 
Hardware Co., and Herr & Co. joined forces for a single 
big industrial show, promoted both products and the dis- 
tributors’ service theme. Thirty-eight distributors, mem- 
bers of the Niagara Frontier Industrial Distributors group 
in New York State, teamed up for a joint advertising cam- 
paign in regional publications. The Houston Industrial 
Distributors Association, with 51 members, launched a 
joint promotion campaign climaxed by an elaborate bro- 
chure detailing total resources, facilities and trained man- 
power of all its member firms (the booklet has become a 
classic for institutional and community public relations). 
Distributors in Huntington, W. Va., held a “Distribution 
Day” involving the entire community. 

*Community and industrial development projects have 
been spearheaded by numerous distributors. In William- 
son, W. Va., H. M. Persinger, of Persinger Supply Co., 
and R. F. Rode, of Williamson Supply, are directors of the 
Tug Valley Industrial Corp., formed to build new plants 
in the Kentucky-West Virginia coal country. In New- 
burgh, N. Y., James E. Seaman, of W. L. Smith Co., as 
Industrial Development Chairman in the Newburgh Cham- 
ber of Commerce, was instrumental in rallying the com- 
munity to halt “runaway” plants and attract new in- 


dustries. continued 





Stepped-up open-house activities are one avenue for good P.R., though publicity alone won't change how public views your firm, 


PUBLIC RELATIONS. ontinued 


eCustomer education, some dis- 
tributors have found, is a fertile field 
for public relations as well as sales 
opportunities. More firms are holding 
clinics which are really technical 
schooling sessions, with little or no 
time set aside for the commercials. 
Silliter-Holden Co., Hartford, Conn., 
and Southwestern Precision Sales Co., 


Dallas, 


trucks inside customers’ plants and 


Texas, drive demonstration 

hold formal schooling sessions for 

plant employees on request. 
¢“Business-Education Davs”  ar- 


ranged by Chambers of Commerce 


are attracting more and more dis- 
tributors, both to promote community 
goodwill and to lay the groundwork 
for recruiting future 
Inc., a Canton, Ohio, 


distributor, had its personnel spend 


employees. 


Northeastern, 


an entire day recently showing teach- 
ers how the company operates. Nine 
distributors in Memphis, Tenn., par- 
ticipated in a TV panel beamed at 


young careerists. The Geo. Worthing- 


ton Co., of Cleveland, issued an eight- 
page pamphlet describing its career 
opportunities which was distributed 
in schools and guidance centers. 
*The distribution industry is de- 
veloping some prodigious and tireless 
speakers who are nationally promi- 
nent in other spheres and are carrying 
the distribution message to a wide 
variety of “publics.” Two notable ex- 
amples are Wallace Campbell, Camp- 
bell Industrial Supply, Seattle, past 
president of the National Industrial 
Frank 


Cruger, Indiana Mfgers. Supply, In- 


Distributors Association, and 


dianapolis, also past president of 
NIDA. Campbell has been active on 
foreign trade missions for the Govern- 
ment (lately, Berlin and Afganistan) 


talks 


and the world. 


and has made hundreds of 
throughout the U. S. 
Cruger is president of the National 
Small Businessmen’s Association and 
has served on the President’s Confer- 
ence on Small Business. 

¢ The National and Southern Indus- 
trial Distributors Associations, the 
industry's two major organizations, 
“hoot- 


are pursuing an ambitious 


strap program which provides a new 
basis for public relations on an in- 
dustry-wide scale. This is a major 
effort to 


many 


elevate the industry in 


areas, and includes, among 


other things, executive education 


courses at the Harvard Business 
School, a program to promote wide- 
spread use of distribution cost ac- 
counting, the use of consultants to 
install more streamlined methods, and 
the first full-scale research on value 
added by distribution. These projects 
all focus on the true foundation of 
effective public relations—good prac- 
tices and more efficiency in distribu- 
these 


tion. Existence of 


and the fact that they have attracted 


programs, 


wide support among distributors 
(more than 100 firms in NIDA-SIDA 
now have adopted cost accounting) 
makes a good case for refuting un- 
warranted aspersions as to distribu- 
tors’ progressiveness. 


¢Other distributor groups have 


also stepped up their P.R. activities. 


The Steel Service Center Institute 
(steel warehouses) sponsored an ag- 
national 


gressive ad campaign in 
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magazines that stressed the cost-sav- 
ing factor in the use of distributor 
stocks. The Anti-Friction 
Distributors Association has launched 


Bearing 


a novel tape sales training program in 
And a 


with ambitious 


cooperation with suppliers. 


brand new group, 


plans, was formed last year—the 
Mechanical 


Equipment Distributors Association. 


Power Transmission 

That’s what distributors are doing 
now, to put P.R. 
What’s more, ambitious plans are 
now in the works in the NIDA and 
SIDA groups to step up public rela- 


more steam into 


tions activities on a national scale 
beyond what’s already being done in 
industry im- 


research. education. 


provement and distributor-manufac- 


turer relations. 


More Work Is Needed 
Is all this 


seems clear that it is not. 
much 


needed in the 


sufficient? It 
Alert dis- 
P.R. 


years 


activity 


tributors believe 


will be 


ahead as markets grow more c ympeti- 


more 
work 
tive and industries that distributors 
serve make more prodigious efforts to 
cut costs. They cite the widespread 
misconceptions of distributors’ func- 
tions and capabilities which now ham- 
per all distributors. Large, influential 
segments of the managements of U. S. 
little 


roles in 


corporations appear to have 


knowledge of 


serving industry. Many of these execu- 


distributors’ 


tives are frankly prejudiced by what 
they've heard. in distorted context, 
about the “backwardness” of distribu- 
tion. Many share the general public’s 
view of “inefficient middlemen.” 

U. 3. 


in recent decades. There have been 


industry has grown rapidly 


many mergers, and entire new indus- 
tries have sprouted. Large numbers of 
new managers have risen rapidly to 
influential posts. There is an atmos- 
phere of change and innovation. Con- 
stant pressure to find better ways of 
doing things produces restlessness. 
experimentation, often fickleness in 
loyalties and predilection to change 
for change’s sake. The purchasing and 
distribution functions of today’s busi- 
nesses are no less immune to this than 


the production process. 
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subject of public relations: 


Pusiic 


$3.50. 


Pustic ReLations, by W. 


Pus.icity ror PRESTIGE 


York 36, N. Y. 1953. $4.50. 
Pus 


N. Y. 1949. $4.50. 


tising agency (if you use one); 





Where to Learn about P.R. 


The following books are representative of many good references on the 


Pustic Retations Hanppoox, edited by Philip Lesly. 
Hall, Inc., Englewood Cliffs, Route 9W, N. J. 1956. $9. 
RELATIONS IN THE LocaL Community, by Louis B. 
borg. Harper & Bros., 49 East 33rd Street, New York 16, N. Y. 1950. 


A. Nielander and 
Ronald Press Co., 15 East 26th Street, New York 10, N. Y. 1951. $5. 
Practica, Pustic Revations, by R. F. Harlow and M. M. Black. 
Harper & Bros., 49 East 33rd Street, New York 16, N. Y. 1952. $5. 
anD Prorit, by Howard Stephenson and 
W. F. Pratzner. McGraw-Hill Book Co., 330 West 


RELATIONS IN MANAGEMENT, by J. 
Christian. McGraw-Hill Book Co., 330 West 42nd Street, New York 36, 


Other sources of information: your nearest university; your adver- 
your Chamber of Commerce or other 


civic group that engages in P.R. activities, and ID magazine. 


Prentice- 


Lund- 


R. W. Miller. The 


42nd Street, New 


H. Wright and B. H. 








Can distributors sell their functions 
to a new generation of buyers, under 
new conditions? Do they introduce 
new products and new services to 
meet new demands? Can they handle, 
for example, contract distribution 
when large plants insist on it (and do 
it without fomenting price wars) ? 
Are they modernizing operations to 
keep pace with customers’ more mod- 


ern, or at least, altered methods? 


Correcting False Impression 


The fact is, of course, that many 
of today’s pace-setting distributors 
are doing all these things, but U. S. 
industry, as a whole, seems not aware 
of it. The image in the minds of many 
buyers, and of some suppliers too, is 
the image of the slower-paced “old 
mill supply house” of another era, 
and of “order-taker” salesmen. 

It’s a first principal of public rela- 
tions that an image can’t be changed 
by words—at least not for any length 
of time. Buyers will demand to see 
performance, which means that large 
numbers of distributors who have not 
kept pace with change will have to 


make some drastic alterations in their 
way of doing business if the whole 
distribution industry is to look good 
in the eyes of tomorrow’s customers. 

But where progress has been made 
—and there’s been plenty of it in the 
last few years—it should be widely 
advertised by good P.R. communica- 
And industry should he _ in- 
what 
doing now to upgrade their function 


tion. 
formed of distributors are 

the trend to key-line or selected- 
lines selling, for example, and what 
these developments can mean to cus- 
stocks 


and more professional service from a 


tomers in terms of broader 
specially trained sales force. 

This certainly calls for more group 
effort to publicize the distribution in- 
dustry. But it also demands individual 
public relations of a high order. Be- 
fore the individual distributor can 
contribute much to the campaign to 
elevate his industry, he must elevate 
himself. That is, he must find out 
what it is that will make him valuable 
and important in the eyes of all his 
“publics,” do these things, and then, 
by all means, tell about them. 





HOW TO SPEED-UP 
YOUR CORRESPONDENCE 


This Wisconsin firm’s formula: First, cut down on the stilted. 


flowery prose—then get in the habit of writing messages in 


longhand instead of having them dictated, typed and proofread 


RICHARD L. SANDHUSEN 
ASSISTANT EDITOR 
“Today's market is a buyer’s market, 
and it's more competitive than ever. 
More and more, the customer is in- 
sisting on not just service, but fast 
service.” 

That’s Don 
president of the Badger Mill Supply 
Co. in Oshkosh, Wisconsin, sums up 


how Schroeder. vice 


the thinking behind a program initi- 
ated at his firm to speed written 
communications between Badger and 
its suppliers and customers. 

Underlying this program are two 
“obvious but often ignored” assump- 
tions: 

1. Stilted 
no place in business correspondence, 
“People should write like they talk”, 
says Mr. Schroeder. 


2. It's cheaper, easier and much 


and flowery prose has 


short message in 


dictate this 


faster to write a 
longhand than it is to 
message, have it typed up, and then 
proofread it. (In this connection, a 
recent survey on the subject by the 
Dartnell Corporation in Chicago in- 
dicates that it costs, on the average. 
$1.83 to prepare a typical business 
letter). 

As a first step in setting up this pro- 
Mr. Schroeder 


firm’s major suppliers that, in the 


gram, informed his 


future, it would be perfectly accept- 


scribbled answers to Badger corre- 
bottom of the 
letters to 


spondence on the 


letters. and returned the 
him. If it was necessary to keep a 
record of this correspondence, tile 
copies could be run off on a duplicat- 
ing machine. 
“Of course.” says Mr. Schroeder. 
“some of our suppliers were already 
following this procedure. One, for 
example, uses a special 3-part cor- 
respondence form, with carbons be- 
tween each part, on which he writes 


He keeps 


his message in longhand. 


the first for his records, and 


sends the other two to us. Then. we 


part 


write our answer at the bottom of the 
second part, return this to him, and 
if necessary, keep the third for our 
records. Presumably, when he gets 
the second part back, he throws the 
first out.” 

The initial reaction on the part of 
Badger suppliers was “completely 
favorable” says Mr. Schroeder. 

“One office manager said that he 
had wanted to do this for a long time. 


but that his boss had insisted that all 


% 


SN ee he 
“3s, ‘ S 5 


able to him if these suppliers simply Vice president Schroeder: “One late answer can close down an entire production line.” 
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correspondence be typed. Now he had 
some ammunition to strengthen his 
argument. Another pointed out that 
this program would help to cut down 
on the ‘clutter’ in their files, since only 
one, instead of two pieces of paper 
would have to be filed for each two- 
way written transaction.” 

As another step in developing this 
program, Mr. Schroeder began han- 
dling customer correspondence in 
exactly the manner that he suggested 
suppliers handle Badger correspond- 
ence—with no negative comment 
from these customers. 

“On the contrary, customers realize 
that time is money, and that this ap- 
proach to handling business cor- 
respondence saves time and money. 
In fact, quite a few have told me that 
they plan to institute this program in 
their own firms.” 

Aside from the obvious fact that 
it’s a lot faster to simply dash off an 
answer in longhand than it is to get 
involved in the rigmarole of dictating, 
typing, and proofreading this answer, 
Mr. Schroeder 


factor which works to speed cor- 


points out another 
respondence through this program: 
“Many times,” he says, “when, say, 
a supplier gets a letter which he feels 
he must dictate an answer to, he puts 
other 


spondence until a backlog piles up 


it aside with similar corre- 
which he can dictate on all at once. 
But when he knows all he has to do is 
dash off an answer right on the 
original letter, he usually does it right 
away. And when you've got a cus- 
tomer on the hook waiting for an 
answer on an unfilled order that can 
mean the difference between shutting 
down a production line or keeping it 
going, this saved time can mean a 
lot.” 

As a dramatic example of the time 
and money savings offered by this 
consider two 


program, replies re- 


ceived by Badger from the same 
company—one received before, and 
the other after, the 


initiated. Both replies were in answer 


program was 
to a form postcard which Badger 
sends to suppliers to get information 
on when goods will be shipped. The 
first reply, neatly typed, read: 
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ACME TOOL COMPANY 
42 NORTH FRAMTO 


N Str 
CHICAGO me EET 


ILLINOIS 
Attention: Purchasing Agant 
Subject: your order 11387 
Our Sales B=,2971; 
Gentlemen: 
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Gentlemen: 








Order No.. 


We have receiv 
12345 BEE, |: Ragenirchee 
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These 


W195 





Remarks: ..... WW. hen.are. you Shipping item #5 > 


goods are urgently needed! Please 
reference to the above order, giving exact shipping dare,” ™mediately in 




















Yours , 
"BADGER MILL SUPPLY 2 


wend, 


JACKSON ST. — P. 0. Box 662 
OSHKOSH, WISCONSIN 








After Badger Supply Co. “speed-up,” five words on postcard 


“Shipped 1-19-61 Parcel 


Post Acme” manage to say most of what it takes five sentences in the form letter to say. 


Attention: Purchasing Agent 
Subject: Your order 11387 
Our Sales B-42974 


Gentlemen: 


In answer to your correspondence 
of April 5, which requests delivery 
information on the above subject 
order, kindly be advised the balance 
of your order, namely item five, was 
shipped from our Cincinnati office, 
April 12, via Parcel Post. The order 
is now complete. 

We trust we may be of service to 
you in the future. 

Yours very truly, 
Acme Too. COMPANY 


The second reply says the same 
thing in just five words: 


Shipped 1-19-61 Parcel Post, Acme 


True, in the second reply, Mr. 
that he is 
being “kindly advised”, that his order 
#11387 is also their order B-42974. 
or from what point the order was 
shipped. Also, he doesn’t know that 
the supplier thinks of him as a 


Schroeder doesn’t know 


“gentlemen,” is trusting that he can 


be of future service and is “very 
truly” his. However, he doesn’t really 


care. 


Short Answer 


“You know.” says Mr. Schroeder, 
“a smart man once said ‘any letter 
can be answered in two sentences at 
the most.’ Well, maybe that’s carry- 
ing it a bit far, but it’s a cinch that, 
in our field, if the answers are shorter 
and the correspondence faster, cus- 
tomers, suppliers and distributors are 
going to profit.” 








The plant engineer is represented from the design 


stage to the finished production line and its maintenance. 


A NEW LOOK 
AT PLANT MAINTENANCE 
AND ENGINEERING 


“Industry must look to the area of indirect costs, for 
so-called non-productive work, for its salvation in the 
profit picture. Relatively little attention has been given 
to the procedures involved in non-productive work such 
as maintenance. It is shocking that many estimates in 
the field of maintenance show that we achieve only 
40° of worker efficiency. This low percentage of 
efficiency is largely due to management shortcomings 


and it is high time we did something about it. It cries 


for attention because this is the area where the input- 


output ratio can be most improved.” 


—— Opening remarks of L. C. Morrow, general chairman 
of the 12th Plant Maintenance & Engineering Conference. 


ROBERT P. HOLTON 
ASSISTANT EDITOR 


Plant maintenance, the source of 
substantial industrial supply sales, is 
undergoing microscopic scrutiny for 
potential cost reductions. This was 
the theme of the 12th Plant Main- 
tenance and Engineering Conference 
held recently in Chicago. The sub- 
jects covered by authors of papers 
read at the meeting contain much of 
value for the industrial distributor 
and salesman. 

In addition to giving the direction 
of the latest thinking in plant main- 
tenance and engineering, the talks, as 
reflected in the following excerpts, 
provide the distributor and his sales- 
men with an understanding of their 
customers’ problems and objectives. 
The principles discussed here will be 
the trends of the entire industry. 
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Function, Responsibility 
Wallace E. Fore, 


North American Aviation, Inc., 


plant engineer, 
con- 
centrated on good plant engineering 
organization, but he did give an ex- 
cellent definition of a plant engineer 
which gives you a good idea of the 
broad scope of a plant engineer's 
functions. “The Plant Engineer is 
responsible for determining the re- 
quirements for, initiating the pro- 
curement of, constructing or manu- 
facturing. and maintaining in proper 
operating condition, the land, build- 
ings, machinery, and equipment.” 
Speaking more specifically, John 
M. Connelly, plant engineer, Royal 
McBee Corp., Springfield, Mo., elabo- 
rated on the plant engineer's responsi- 


“With 


represented in the design stage,” Mr. 


bilities. plant engineering 


Connelly said, “standardization of 
parts consistent with existing inven- 
tories is possible. So it is with a new 
plant! To assure as wise as installa- 
tion as possible, plant engineering 
must be in on the basic planning. 

“Remember, plant engineering is 
the master plan that integrates build- 
ings and grounds, work centers, pro- 
duction equipment, manufacturing 
methods, material handling, produc- 
tion flow, utilization of labor, and 
service facilities into a unified pro- 
duction machine. 

“Plant engineering has been de- 
scribed as having to translate man- 
agement objectives into the language 
of engineering and trade technicians. 
He must also translate the engineer- 
ing objectives into management 
terms.” 

These statements speak for them- 
self saying why the plant engineer 
should know about your products and 
what they have to offer him. 

“The plant engineering must tell 
what 
what 


the architect utility require- 


ments are, area is indicated, 


equipment preferences, production 


flow, 


shipping facilities, etc. 


and 
Throughout 
the planning stage the architect will 


office size, receiving 


submit estimates containing alternate 
prices depending upon final selection 
of materials. Most of the questions 
will be settled by plant engineering.” 
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Preventive maintenance requires 


accurate production time records. 


Preventive Maintenance 
Roy A. 


foreman, plastics division, Diamond 
Alkali 


went into detail about the importance 


Anderson, maintenance 


Company, Pasadena, Texas, 


of inspection before installation. 


Salesmen should encourage their 
customers to thoroughly inspect all 
new equipment before it is put on the 
production line. Accidents will 
happen in handling so a little in- 
spection time after receiving the item 
can save a lot of expensive down 
time. The success of the product can 
directly influence the salesmen’s 
future business. 

“Large equipment units are in- 
spected as shortly as possible after 
receipt for structural and other de- 
fects, damage encountered in transit 
and signs of corrosion. 

“For instance, a rotary compressor 
head was removed to inspect the in- 
ternal areas for welding slag, rags. 
and other foreign matter prior to 
rotating the unit by hand. It was 


that the had 


failed to coat the internal surfaces 


found manufacturer 


with a rust preventative; all surfaces 
Other 


units were opened and a similar con- 


had become badly rusted. 
dition existed so the equipment was 
returned to the manufacturer for re- 
placement. 

“Another instance, one of our units 
has large roller bearings on the 
shaft. 


manufacturer’s 


had 


trunnion According to the 


manual, these bear- 
lubricated at the 


ings been 


factory, thus requiring no further 
lubrication for start-up. Inspection 
revealed one bearing totally void of 
lubricant. Had the unit been operated 
without this a failure 
most certainly would have resulted. 

“Our 


based on good records,” 


inspection, 


maintenance is 
said Mr. 


Anderson. “The data cards are filled 


preventive 


out with all pertinent information of 
the unit. The data of all units requir- 
ing preventive maintenance is en- 
tered on preventive maintenance face 
cards set up for the purpose. The 
data of all other units such as vessels, 
block 
valves, etc. are entered on a 3” x 5” 


filed in 


drawer. The information is such that 


heat exchangers, switches, 


card which is then a card 
would be helpful in tracing or re- 
Such 


mation could be the job title, item 


ordering replacements. infor- 
number, manufacturer, vendor, p/o 
number, cost, name, plate data, size 
of belts, sheaves, chains, sprockets, 
The 


cards are filled out as the informa- 


description of bearings, etc. 
tion is available from the receipt 
of the lists to the physical receipt of 
the unit.” 

The distributor should also keep 
of what 
customer 


record units 
what and 
especially all pertinent information 


an accurate 
are used by 
on replacement parts. This will aid 
the salesman in checking the accuracy 


of orders and being of service. 


Maintenance shop 
on wheels speeds service. 


New Products 


“The year 1960 unfolded as the 
first year of a new era,” said Kenneth 
N. Banthin, plant engineer, Visking 
Co., Carbide 
Corp., Chicago, on the subject of 


Division of Union 


continued 





MAINTENANCE continued 


New 


Maintenance, 


Products for 


decade of the 


Materials and 
“the 

Spectacular ‘60s’. The economic 
look for the first 
decade filled 


Spectacular discoveries and advance- 


out- 
year of the new 


was with optimism. 
ments were made in the fields of re- 
search and applied science. Major 
installations of automated and mech- 
anized equipment were made by in- 
to reduce product cost and 


Many 


new materials and applications tech- 


dustry 
meet competitive conditions. 
niques became available for the 
maintenance of facilities. 

“In many cases the new automated 
and mechanized units of production 
equipment were installed on existing 
plant sites or in existing structures. 
Floors formerly only subject to foot 
truck 


movement of 


traffic or an occasional hand 


are now subject to 
powered lift trucks. More corrosive 
fumes must be handled by exhaust 
Buildings must be better 


effect of 


systems. 
maintained to reduce the 


outside elements. 


“This 


decade is one of readjustment and 


second year of the new 
has developed as a year of “Chal- 
lenge”. Many managements in spite 
of increased sales have seen a reduc- 
tion of profits because of increased 
production cost. Each plant engineer 
therefore 


or maintenance head is 


obligated by the nature of his 


position to carefully examine his 
physical plant and equipment and 
then make full use of the new ma- 
terials and techniques available to 
Only in this 


reduce the fixed cost of maintaining 


him. manner can he 
buildings, equipment, and services to 
meet the Challenges of the ‘60's’. 
“The centrifugal pump is one of 
the most common mechanical units in 
today’s industrial plants. It may be 
a competitively designed, light-duty, 
fitted 
one of the 


cast-iron or bronze pump on 


water service, or more 
costly, special-alloy chemical pumps. 
Common to all of them is the method 
of controlling leakage at the rotating 
shaft. In 


seals 


recent years, mechanical 


and sealless pumps have re- 


placed the conventional packing box 


in the majority of installations. 


{utomated machines increase production but 


also make increased demands on 


maintenance time. 


mechanical seal con- 


each with a 


“The basic 
sists of two 


polished 


angles to the shaft. The stationary 


parts, 
sealing surface at right 
member is fastened to the casing 
and the rotating member is fastened 
to the shaft. Highly polished wearing 


both 


sealing. Lubrication of the seal faces 


surfaces on members do the 
is necessary to prevent scoring and 
heating, but the leakage across the 
faces is so small in most cases that 
it is not noticeable. 

“The canned sealless pumps elimi- 
nated the costly leakage and main- 
tenance inherent to conventional cen- 
trifugal pumps. These pumps have 
only one moving part consisting of 
a combined rotor and impeller as- 
sembly driven by the rotating 
magnetic field of an induction motor. 
Both rotor and stator are hermetically 
resistant non- 
that 
windings and permit the flow of 


sealed with corrosion 
magnetic alloy liners isolate 
pumped liquid through the motor 
These 
stufhing box leakage, bearing lubri- 


fluid 


system pressure, mechanical seal re- 


section. pumps eliminate 


cation, contamination. loss of 


placement, coupling misalignment, 


external rotating parts, and large 


space requirement. The higher initial 


cost of these canned pumps can be 
offset by their lower installation cost 


and saving in maintenance.” 


Automatic Control 


O. C. Gochenour, general foreman, 
maintenance, Aliquippa Works, Jones 
& Laughlin Steel Co. described some 
of the maintenance trends resulting 
from automation. “With the advent 
of the static programmed machine 
control, its impact on steel plant 
maintenance compels us to imple- 
ment our best means to meet the 
demands imposed by this newer type 
control.” 

“The recent installation of our 
14” hot strip mill at J&L Steel Corp., 
Aliquippa Works, included a pro- 
gram controlled reversing rougher. 
Ahead of this rougher are slap yard, 
two reheating furnaces, and neces- 
apparatus. It is 


sary charging 
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followed by a delay table, upcut 
shear, and six 3,000 HP finishing 
stands with three attached vertical 
edgers, X-ray thickness gage, width 
gage, runout table, two downcoilers, 


downender, coil conveyor, banding 


equipment and upender to deliver 


coils to mobile carriers. 

“Since maintenance problems of 
this type of equipment can be ex- 
pected to vary in nature and occur 
with lower frequency, maintenance 
personnel must have ability com- 
mensurate with the task of keeping 
the equipment operational. A 


thorough understanding of circuit 


functions is necessary to locate 
troubles when they occur because of 
the multiplicity of circuits. 

“Equipment functions, 
types, labor contracts, scope of elec- 
trical controls are only a few areas 


The most important 


control 


of difference. 
difference exists in the skill of em- 
ployees. Their training, background 
of experience, willingness to learn, 
and attitude can be a valuable asset 
of the maintenance organization.” 

This is one example of automative 
processes and their application in in- 
dustry today. They bring a greater 
demand on the product knowledge 
and experience of the salesmen. 


Power Supply 


Leonard R. Hostetter, process and 
Buick-Olds- 


division, 


production engineer, 


mobile-Pontiac assembly 
General Motors Corp., Linden, N.J. 
pointed out the importance of the 


“The 


service in modern industry is most 


power system. reliability of 


important because a failure in one 
part of the plant may effect the en- 
tire plant operation where produc- 
tion is on a mass assembly line basis. 
The characteristics of certain proc- 
esses also continuity 


may require 


of service; if a power failure oc- 


curred, heavy property losses, injury 
to personnel, or product damage 


could 


power system also includes the ability 


result. The reliability of a 
of the system to supply sufficient 
power at the proper voltage and a 


reasonable power factor. Improper 
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Maintenance of central control of power supply 
is a must for an uninterrupted production schedule. 


voltage and power factor can affect 
the life, speed, and the quality of 
work of the equipment. 

“Reliability of service can be ob- 
tained by two methods: (1) dupli- 
cate systems of power distribution, 
and (2) by installing the best avail- 
able equipment of the proper type 
and size. The duplicate distribution 


Complex welding problems 
require latest filler materials. 


systems can be justified only on the 


basis of maintenance procedures, 
process continuity, and the relocation 
of large loads frequently where in- 
terrupted service cannot be tolerated 
under any circumstances. 
“Economics is an important phase 
in the installation and operation of 
an electrical power distribution sys- 
tem because management is aware 
of this factor more than any other. 
In any planning. 


economics should be applied, but this 


power system 
does not mean necesarily that the 
least expensive way is the best way. 
The planning should be such as to 
install the best possible equipment in 
that the 
system can handle present loads.” 


an economical manner 80 


Welding 


Orville T. Barnett, assistant director, 
Research 
Institute of 
Tech., Chicago, went into great detail 


metals research, Armour 


Foundation of Illinois 


continued on page 193 
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Highlight of SIDA mid-year meeting was conference table program set up for distributor-supplier talks. 


Attendance was 480. 


SIDA Prescribes Self-Help 


in setting up modern accounting tech- 


Veeting recently in Palm Beach. Southern distributors 


analyze industry troubles, decide on a course of self-help. 


“Ours is a sick industry. I} studies 
currently underway show that the in- 
served his 


dustrial distributor has 


purpose and can 


would like to knou 


be replaced, we 
about it so that 


we may liquidate assets and get oul.” 


Nearly 


executives 


350 distributors and supplier 


heard these words from 
Southern Industrial Distributors’ As- 
John C. Pye at 


the mid-year meeting of the Associa- 


sociation President 
tion in Palm Beach. In hitting a key- 
note of self-help. Pye. president of 
Pye-Barker Supply Co., Atlanta, said 
that 


make an 


distributors “must 
effort to be better 


businessmen and fearlessly appraise 


industrial 


all-out 


the future of our industry.” 


Although the Florida sun shone 
brightly and the program had its 
festive moments, an all-business, no- 
nonsense atmosphere pervaded the 
business sessions. Concentrating on 
the industry’s concerted group efforts 
to improve efficiency and profits, the 
convention also heard discussions of 
profitability studies and some of the 
legal aspects of the current business 
climate that distributors must face. 

In his opening address, Pye re- 
viewed steps that the industry is tak- 
ing in trying to better its lot, in- 
cluding the Association-sponsored 
Beckman studies conducted under the 
auspices of Ohio State University, 
and the continuing program of local 


group meetings to help distributors 


niques and profitability studies. Pye 
added that 


invited to these meetings, Association 


all area distributors are 


membership notwithstanding. 
Turning to his manufacturer listen- 
ers, Pye warned that the supplier 
“run with both the hares 
asked for a 


decision of whether the supplier was 


could not 


and the hounds.” and 
“competitor or partner.” Specifically, 
Pye asked suppliers for: 1. A written 
policy, with no fine print, covering 


OEM, 


large accounts and orders; 2. Com- 


national, government, and 
petent salesmen who will help and 
rather 
supplier salesmen whom the distrib- 


train the distributor, than 
utor has to train; 3. rigidly enforced 
resale prices and policies. 

In his talk, “Leading A Dog’s 
Life.” Pollard Turman, J. M. Tull 
Metal & Supply Co., 
marked that since the Korean 


Atlanta, re- 


war 
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distributors have “enjoyed what is 
humorously termed ‘profitless pros- 
perity’.” While costs—wages, fringe 
benefits, freight and over-all inflation 

are undoubtedly contributing much 
to this state of affairs, Turman noted 
that the 


tions in: 1. 


distributor may find solu- 
strong leadership by 
providing for management succession 
and by taking an active role in com- 
munity affairs; 2. avoiding bad prac- 
tices (e.g., price cutting, freight ab- 
sorption); 3. ending undisciplined, 
undirected growth by understanding 
much operating capital 


how you 


need; 4. a modern sales program; 


5. greater attention to personnel 


policies; and 6. economic warehous- 


ing, purchasing, paperwork and 
hookkeeping procedures and general 
cost-consciousness. 
Giving introductory messages to 
the general meeting were Miles I. 
Stray, president, National Industrial 
of Charles A. 
Templeton, Inc., Waterbury, Conn., 
and Samuel D. Conant, Jacobs Mfg. 
Co., the 


Supply & Machinery Manufacturers’ 


Distributors’ Assoc.. 


president of American 
Association. 

Continuing the theme of self-help, 
SIDA distributors at their breakfast 
meeting heard Robert M. Fridrich’s 
talk, “Scrabble SOSCA” Mr. 
Fridrich, Chairman of the Joint 
NIDA-SIDA Relative Profitability of 


Committee, 


with 


Lines and __secretary- 
treasurer of the Orr Iron Company, 
Evansville, Ind., described the bene- 
ficial effects his company has experi- 
enced since instituting SOSCA (Sim- 
plified Operating Statement Cost 
Accounting) studies, but warned dis- 
tributors that they could expect to 
stiff 


when and if they adopt the plan. 


encounter internal resistance 
Fridrich will conduct area meetings 
for distributors on the plan in Atlanta 
and Charlotte in February. 

Rufus K. Allison, Industrial & 
Textile Supply Co., Charlotte, SIDA 
first vice president, also spoke at the 
breakfast meeting, giving the report 
of the Executive Committee. 

At the manufacturers’ breakfast 
meeting, W. B. ASMMA 
business manager, gave the keynote 
address on “Morality and the Robin- 


Thomas, 
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SIDA President 
ply, 


Pye, Pye-Barker Sup- 
Atlanta, addresses general meeting. 


son-Patman Act.” Gist of his message 
was that manufacturers should exam- 
ine the ethical basis of their acts 
regardless of the legal implications. 
James H. Moulder, vice president 
of the First National Bank of Miami, 
also speaking to the ASMMA group, 
described the “Business Climate of 
the Caribbean.” He told his audience 
that “the Latin 
fallow” and the rise of the small busi- 


American soil is 
nessman south of the border promises 
better days for trade, despite the 
“dark cloud” of Castroism. 

Conant also addressed the manufac- 
turers breakfast meeting, reporting 
on two major Association projects: 


of the 


membership requirements, and pro- 


re-examination Association’s 
gress of plans for this fall’s “In- 


dustrial Distribution Conference” 
scheduled to be held in Cleveland. 
Those attending the general meet- 


ings also heard: 


SCRABBLES 


Soscta 


Conferring are Ralph Mount, left, Bassick 
Co., ASMMA President Sam D. Conant. 


¢G. Maynard Smith, attorney with 
Smith, Swift, Currie, McGhee & Han- 
cock, Atlanta law firm, who spoke on 
policies 


the personnel 


distributors should effect if they wish 


progressive 


to avoid unionization. 
¢William A. Gayle, 
Willie Gayle, Inc., Chappaqua, N. Y.., 
consulting firm, whose talk, “What Is 
New 
selling techniques. 

*James H. Gray, publisher of the 
Albany Herald, Albany, 


who called for united action in re- 


president of 


in Selling,” was on effective 


Georgia, 


sisting interference by the U.S. Su- 
preme Court and Federal government 
in the internal political affairs of the 
South in his address, “The South’s 
Political Problem.” 

*Tom Nelms, Wessendorf, Nelms & 
Co., Houston, SIDA second vice 
president, announced that the 1962 
mid-year meeting will be at the 
Shamrock Hotel, Houston, Texas. 
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A case for salesmen: 


HOW DO YOU “STRAIGHTEN OUT” 


THE P.A. WITH 
THE ODDBALL 
ORDERS 


Tom Johnson, sales manager for Ace Supply Co., picked 
up the processed orders on his desk and idly began leafing 
Sitting across from him at the desk, 
with a 


through them. 


salesman Frank Courtney fidgeted nervously 
match but finally got his cigarette lit. 

“Frank,” began the sales manager, “I have here copies 
of orders received during the past month from your 


Allied 


your memory, I'll just read off a few of the items listed 


friend Benson over at Industries. To refresh 


on these orders: Stove coal; alarm clocks; wax paper; 


stencils—oh, and here’s a prize—mouse traps, for Pete 
sake!” 

Frank Courtney held up a restraining hand. “O.K.., 
Tom,” he said, “you've made your point. Benson does 
have a tendency to order a lot of stuff from us that we 
don’t carry, and it’s a pain in the neck.” 

Frank, 


it's reached the point where | almost expect him to 
list. 


“Tendency?” his boss exploded. “Listen, 


start sending us his wife’s grocery Service is 


service, but this is ridiculous!” 
“Ridiculous or not, Tom, the fact remains that Allied 


is a darn good customer—don’t forget the $30,000 worth 


of supplies they order from us every year that we do 
carry; lots more than any other house in town gets. 
Sure, I could tell him to stop ordering that other stuff, 
but what would he tell me? I mean, why rock the boat?” 

“Well, for one thing, Frank, people are starting to 
rock my boat,” said the sales manager. “Do you realize 
how these odd-ball orders screw things up in the order 
processing department? And I hear about it.” 

“Well, maybe you're right Tom, but it sure seems like a 
risky way to handle a like Allied 
and my customer at that. Can’t we just make this one 


big customer 


exception?” 

“Sure we can, Frank, but then where would it all 
end? What happens if other customers get wind of 
what we're doing for Allied and start sending in screwball 
orders? You know, it costs us about three dollars to 
process every order for mousetraps Benson sends us. 
The point is, it isn’t our function to perform this service. 
and if we don’t stop it we’re liable to wake up and find 
that we’re a non-profit organization.” 

For a long moment, neither Then, 
thoughtfully, Frank snuffed out his cigarette and said: 

“O.K. Tom, I’m convinced. But tell me, how do you 
suggest I go about convincing Benson? You know, he’s 


man spoke. 


not the easiest guy in the world to get through to.” 

* Ponder over this problem a little while with your 
fellow salesmen. 

* Do you think the sales manager was right in insisting 
on Frank refusing to accept these orders? 

¢ What advice would you give to Frank if you had to 
tell the customer to stop giving you such orders? 

¢What comments on the entire problem would you 
make? 


Write your solution to ID: Case Editor, ID Magazine, 


330 West 42 St., New York 36, N. Y. 


(To find out how the case turned out, see page 196.) 
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Industrial Distribution Presents: 


15th Annual Survey of 
Distributor Operations 


INVENTORY GROSS 
MARGIN 


TURNOVER 


ACCOUNTS 


REC’BLE INVOICES 


NUMBER OF NUMBER OF 
EMPLOYEES SALESMEN 


SALES PER 
SALESMAN 


NUMBER OF SALES PER 
EMPLOYEE 





+2.6% 





+1.8% 








NATIONAL PERCENTAGE CHANGES 1960 





1960 Sales Dip Slight 1.7% 


@ All factors show marginal changes from 1959 @ Accounts 


receivable show largest decrease @ Distributors anticipate 


a good 1961 @ Net profits for year reported down 


Dollar sales of industrial distributors 
for 1960 decreased 1.7% from those 
of 1959, according to returns tabu- 
lated in Industrial Distribution’s 
15th Annual Survey of Distributor 
Operations. Sales eased to a total of 
$4,388 million. Distributors in all 
regions except two—Middle Atlantic 
and South Atlantic—reported sales 
decreases. Pacific region distributors 
showed an average sales decrease of 
nearly 9%. 

Other factors in distributors’ opera- 
tions for 1960 marginal 
changes (see chart above)—the ex- 
ception being a marked drop in ac- 
Inventories in 


showed 
receivable. 


counts 
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most regions showed decreases in 
keeping with the downturn in sales. 
Distributors’ down 
slightly in most regions, but up 
slightly nationally. 

Gross margin was down only 8% 
from the 1959 level, but distributors 
in the southern and western regions 
appeared to have increased it. 

Expressed in terms of days’ sales, 
accounts receivable in 1960 were 35 
days, compared with 39 days in 1959. 
This decrease was general for all 
regions save the Mountain. 

Because of only slight changes in 
their numbers of salesmen and em- 
ployees, distributors showed practi- 


turnover was 


cally no change in sales per employee 
and salesman during 1960 compared 
to 1959. 

Regional results of the Survey are 
in the table and text on the next three 
pages. Distributors’ 1961 outlook is 
discussed on pages 95 and 96. 

The various operating ratios pres- 
ented in this Annual Survey will 
afford distributors valuable guide- 
posts for their own performance. 

For example, a distributor located 
in a particular region can compare 
changes in his 1960 operations with 
the average shown for that region 
and with that shown for the nation 
as a whole. 

The editors of InpustRIAL DistRt- 
BUTION wish to thank the hundreds 
of distributors who provided con- 
fidential figures for making this 
survey possible. Their cooperation 
has enabled ID to again publish a 
reliable statistical picture of the in- 
dustry that serves industry. 
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This map of census regions shows how industrial distributors’ 1960 sales compared to those of 1959. 
Biggest sales decrease was sustained by distributors in Pacific region. Only Middle and South Atlantic 
distributors had increase. From this map, distributor can find census region in which he is located. 


How Distributors Fared Regionally 


Table below shows regional comparison of percentage changes which took place in various factors of 
distributors’ businesses during 1960 compared to 1959. Percentage decreases are printed in red. 
For dollar amounts per invoice and sales per employee and salesman, see box on page 94. 


NEW 
ENGLAND 


EAST WEST EAST WEST 
MIDDLE NORTH NORTH SOUTH SOUTH SOUTH 
ATLANTIC CENTRAL CENTRAL ATLANTIC CENTRAL CENTRAL 





MOUNTAIN PACIFIC 





INVENTORY change from '59 +0,.5% 


3.5% | —2.6%| —4.1% | +2.9%| +3,8%| —9.0% 


+6.4%| +4,0% 








COST OF GOODS SOLD change from 59 | +0.1% 


+2.2% | ~4.4% | -1.4% | +2,0%| —2.9%| -0.9% 


—6.9%| —1.8% 





TURNOVER (times) 43 





45 | 39 | 42 | 46 | 39 | 49 


3.1 3.3 








GROSS MARGIN 24.1% 


21.1% 24.3% | 21.7%| 21.7% 


21.6% | 


21.6% 








change from '59 -0.8% 


“4% +1.4%| +0.5% 


+5,5% 





ACCOUNTS RECEIVABLE (days’ sales) 34 


+0.8% | +1.9% 
31 | 


35 | 31 | 34 | 4 





SALES PER EMPLOYEE change from ’59 /+2.1% 





-0.5% |+19% +1.8%| ~1.4% 





SALES PER SALESMAN change from ’59 6.1% 


~20.3%| 6.1% 


4. 


40.5% |+1.4% 





AMOUNT PER INVOICE change from '59 |+1.1% 


i 


+0.7% | +4.5%| +4.2% | +1.8% 


i 





} 
| 


NUMBER OF SALESMEN change from '59 |+6.4% 


—2.4% Hr11% 


+22.2% | +7.4% 





NUMBER OF EMPLOYEES change from '59 |~2.1% 


+ 


—1.5% |+3.6%| —9.6% | -2.3% 





NUMBER OF INVOICES change from ‘59 1.1% 





—2.6% |+1,0%| —6.6% | -0.9% 
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1951 1952 1953 


1954 1955 1956 1957 


1958 1959 1960 


Dollar sales (red line) decreased 1.7% in 1960, paralleling declining business conditions. Lower line 
shows sales in “constant 1947-49 dollars,” reflecting 2% price rise during year. Thus, distributors’ 
physical volume was somewhat behind physical production which stood at 10%, according to Federal Reserve. 


Fractional Changes in Turnover, 


The decline in distributors’ sales was 
general in all but the Middle Atlantic 
and South Atlantic regions, where 
small gains of 12% and 1% re- 
spectively were reported. The larg- 
est sales losses were reported by dis- 
tributors in East South Central 
(6.9%), Mountain (6.9%), 
Pacific (8.9%) regions. 


and 


@ The largest individual sales gain 
(36%) a Middle 
Atlantic distributor, while the biggest 
sales decrease (20%) 
by a South Atlantic distributor. The 
range of sales gains and losses in 


was shown by 


was shown 


1960 (see table, page 96) was much 
narrower than it was for 1959, with 
losses just about balancing gains. 


®@ Nationally, inventories at January 
1, 1961, were down 2.3% 


same date last year, indicating at- 


from the 


tempts at bringing them into balance 
with three 
regions the largest de- 


sales volume. In _ the 
reporting 
creases, however, inventories showed 
(East 
(Mountain). 


increases ranging from 3.8% 
South Central) to 6.4% 


March 1961 


m The ratio of inventories to cost 


of goods sold (turnover) was, in 
consequence, up nationally by 2.6% 
to 4.3 times. 


referred to above, 


In the three regions 
however, turn- 
15.8%, 
hovering between 3.9 and 3.3 times. 

Distributors in the Middle Atlantic 
region showed an increase of 7.6% 


over was down from 6 to 


in turnover, to 41% times. 

The Survey’s turnover ratios do 
direct ship- 
ments; nevertheless, for distributors 


not reflect accurately 
calculating their own ratios on the 
same basis, they can be a valuable 
guide. 

@ Changes in distributors’ 
margins were small. For the country 
8% to 


gross 


as a whole, the decline was 
24.1%. sales, 
Pacific distributors reported a 5.5% 
gross margin increase, while East 
North Central distributors showed a 
4.4% decrease. Changes in 1960 gross 
margins compared with 1959's for 
distributors 


Despite declining 


in other regions ran 
close to the national average. 


Gross margin ratios ranged from 


Margins 


21.6% (Pacific region) to 28.2% 
East North Central region). 


m There was a marked drop in 


distributors’ accounts _ receivable, 
both in the dollar amount reported 
outstanding and in terms of days’ 
sales. East South Central distributors’ 
receivables in 1960 were 16.7% down 
from 1959, and those of West North 


Central distributors off 15.6%. 


m In terms of day’s sales, Pacific 
distributors’ receivables stood at 30 
days, while West South Central and 
Mountain distributors reported 41 
and 40 days respectively. Nationally, 
receivables averaged 35 days’ sales 
compared with 39 in 1959. Few dis- 
tributors reported collection prob- 
lems or “tight money” worries. 


@ The productivity of employees and 
outside salesmen remained all but 
unchanged in 1960 compared with 
1959. Because the number of em- 
ployees was fractionally fewer 
(1.5%) and the number of salesmen 
only .5% more, sales per employee 
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SALES PER 
SALESMAN 


SALES PER 
EMPLOYEE 


AMOUNT PER 
INVOICE 





NEW ENGLAND $194,533 


$30,021 $41.14 





MIDDLE ATLANTIC 220,019 


41,059 55.68 





EAST NORTH CENTRAL 227,424 


45,953 47.89 





WEST NORTH CENTRAL 175,770 


35,067 65.16 





SOUTH ATLANTIC 271,598 


47,856 56.73 





EAST SOUTH CENTRAL 215,118 


31,551 41.73 





WEST SOUTH CENTRAL 219,839 


44,212 49.85 





MOUNTAIN 237,010 


41,134 40.21 





PACIFIC 212,981 


46,752 39.03 





$221,359 


NATIONAL AVERAGE 


$42,332 $50.28 





Productivity is Unchanged 


were up 1.8%, and those per sales- 
3%. East South Central 
distributors reported both the largest 


man down 


decrease in employees (9.6%) and 
the largest increase in outside salemen 
(22.2%). 

The dollar amount of sales per em- 
ployee averaged to $42,332 nation- 
ally, but Pacific and South Atlantic 
distributors’ employees had __indi- 
vidual sales of $46,752 and $47,856 
respectively. 

The dollar 


salesmen were $221,359 nationally. 


amount of sales per 

Highest sales per salesman were re- 

ported by South Atlantic distributors 
$271,598. 


@ The average amount per invoice 
1.6% to 
$50.28, but the number of invoices 
billed by distributors fell 1.3% in 
keeping with the general sales decline. 


showed an increase of 


The largest decreases in number of 
invoices billed was shown by South 
Atlantic (4.5%) East South 
Central (6.6%) distributors, but 
these along with those in the Pacific 
South Atlantic 
the largest 
amount 


and 


and regions also 
increases in 


West 


show ed 


average per invoice, 


94 


North Central distributors billed the 
highest amount per invoice ($65.16), 
followed by South Atlantic 
tributors ($56.73). 


dis- 


The general improvement in aver- 
age amount per invoice would suggest 
that distributors’ continuing efforts 
to increase their paperwork efficiency 
is showing results. They are accom- 
this 
punch card equipment and improved 


plishing efficiency by using 


office and order forms. 


INCREASE PERCENTAGE 


OR DECREASE FIRMS REPORTING 
IN SALES 1959 1960 


60.1 to 70% 7 
50.1 to 60% 2.9 
40.1 to 50% 
30.1 to 40% 
20.1 to 30% 
10.1 to 20% 


0.1 to 10% 





@ Distributor’s sales started out in 
1960 showing increases tending to 
confirm the high hopes for the “soar- 
ing sixties.” As the year progressed, 
however, the month-to-date percent- 
age increases began sliding off, until 
in the last four months of 1960 they 
slipped from “no change” to —3 
and —2%. Consequently, the year as 
a whole ended with sales, as shown 
in the Survey, off marginally from 
those in 1959. 

The sales performance of distribu- 
tors through the year kept pace pretty 
well with that of industrial produc- 
tion generally. As the First National 
City Bank of New York describes 
the year in his January letter: 

“As a whole 1960 was a good year 

but not good enough One 
that a ago the 
prospects for the Sixties generally 


trouble was year 
and 1960 in particular were painted 
in too glowing colors. Exuberant 
forecasts of sales and profits soon 
proved to have been over-optimistic 
and retrenchment got under way. 
Economic activity stabilized and then 
declined; instead of the expected 
climb, there was a slide.” 
One big factor referred to by 
numerous distributors was steel pro- 
duction. The slow production pace 
of. this major factor in the economy 
was felt throughout the country, and 
by distributors generally. The prob- 
lems affecting such industries as the 
automobile, aircraft, and appliance 
were also felt; the fall-off in capital 
expenditures and construction had 
repercussions on distributors’ sales, 


also. 


@ Despite the impact of these con- 


ditions, distributors are generally 
hopeful of a sales revival at least be 
the middle of this year (see forecast 
outlook 


page). 


and beginning on next 

In summary, the Survey reveals a 
basic soundness in the operations 
of most distributors, and certainly a 
determination to improve particular 
phases such as sales management, 
sales training, profit management, 
paperwork. Also, the emphasis on 
greater sales effort is very evident. 
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HOW DISTRIBUTORS VIEW 1961 


28% expect 
sales to rise 
6 to 15% 


15% expect 
sales to rise 
1 to 5% 


O 


. 


Q 
SS 


10% expect 
a sales dip 
1 to 10% 


QO 


a 


3% expect 
sales to rise 
16 to 25% 


Le 





1961 Distributor Outlook: 


36% expect 
sales to remain 
about the same 


0 


8% just don’t 
know what 
to expect 


Q 


°o 





JZ 


The Profit Squeeze Wiil Still Pinch 


Perhaps the most interesting—and 


significant—aspect of the distributor 
1961 


comparision between it and the sales 


Sales Outlook derives from a 


outlook made by essentially this same 
cross-section of distributors last year. 
1960 in 


glow of the many shimmering ad- 


Thus, viewing the warm 


applied to it (“soaring” 
the 
amazing 73% of respondents spread 


jectives 
seemed to be favorite), an 
their wings and predicted sales in- 
and only 
kind of a 


had the solid affrontery to 


creases of from 6 to 25%, 
one—obviously some 
grouch 
predict a sales decline. 

This year, what might be called a 
sobering influence (the grouch was 
right) has crept into the returns, and 
prognostications for ’6] distinctly re- 
flect this 


considerably less than half of the 


influence. For example, 
°OO percentage—31% to be exact— 
a 6 to 25% 
in “6l, almost 5 
-36%—expect sales to remain 
this 
usually well hedged with the proviso 


see sales 


upswing 
and times as 
many 
the same (and even guess is 
that the last quarter, or half, of ’61 
must really perk up). Furthermore, 


instead of just a single pessimist, we 
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10% 
predicting a sales decline in 1961. 


now have of all respondents 
All of which suggests that perhaps 
distributors aren’t any better at fore- 
casting the capers and gambols of the 
economy than are, say, economists. 
As a matter of fact, this year’s fore- 
cast wouldn’t have been half bad if 
applied to last year’s result, and if 
the reverse is true perhaps things 
aren't quite as bad as they seem. 


@ What factors are responsible for 
this rather conservative, if not down- 
right pessimistic, outlook for °61? 
And how will these factors influence 
distributor thinking—and actions— 
during the forthcoming year? 
Let’s look at the returns. 
the 


single factor was the discomforting 


Probably most influential 
experience of 1960 which, after great 
plans and expectations, turned out to 
be a real cold shower (As one index 
of just how chilly the water was, 
distributor net profits, in almost 60% 
of cases reported, were down from 
10 to 50% in 1960, although sales 
volume, in most of these cases, 
actually increased or was off only a 
few points.) 


Another factor, although perhaps 
not as significant, is the apparent 
uncertainty on the part of many dis- 
tributors as to the precise goals and 
approaches of the new Kennedy ad- 
ministration: “Should the . ad- 
ministration become restrictive to- 
ward the business community 
current economic conditions will con- 
tinue to decline” is a fairly typical 
answer. Other factors mentioned in- 
clude “the increased possibility of 
“the continuing high cost 
for 
and “shrinking margins”. 


strikes” ; 
of  operations—particularly 
labor”: 
Interestingly enough, one of the 
factors not mentioned nearly as much 
as in the past is the possibility of 
increased competition from “new” or 
“outside” sources. On the contrary, 
the profit squeeze being what it ap- 
parently is, quite a few distributors 
expect quite a few other distributors 
to “close their doors” in 1961. 
However, regardless of cause, the 
effect of this essentially cautious, 
conservative outlook is marked, 
particularly when contrasted to those 
of recent years. For example, “price 
cutting” is no longer listed as major 


problem number one; it’s now num- 
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PLANNED FOR 1960 PLANNED FOR 1961 





Install materials handling equipment 


9% 12% 





Market potential studies 


Not Asked 20% 





Adapt budgeting 


15% 28% 





Set up functional accounting 


4% 8% 





Product and profitability studies 


33% 48% 





Tighter control over inventory investment 


44% 36% 





Customer profitability studies 


Not Asked 44% 





Creative Thinking on Costs 


ber two, directly behind “controlling 
costs”. Perhaps the difference is only 
one of viewpoint obviously, the ex- 
istence of price cutting has much to 
do with making cost control such a 
problem—and yet it’s a viewpoint 
the problem as 


which, by seeing 
something which can be controlled 
the for 


some hard, realistic thinking toward 


seems to have cleared way 
solutions. 

this centers 
about the “profit” concept, and con- 
itself (1) 
measuring the 


that contribute to profits and 


Generally, thinking 


cerns with isolating 


and influences 
(2) 
improving or eliminating those in- 
that 


example, in the first category 


fluences don’t contribute. For 
isolat- 
ing and measuring influences on 
profit—the following statements are 
(That 


con- 


typical, and representative. 


they are also mentioned with 


siderably more frequency this year 
than in indicated by 
the 


plans for 


years past is 
(above) on distributor 
1961. 


categories over 1960, and ’60, was up 


panel 
which rose in all 


over °59 in all save one category.) 


@ “Making changes in bookkeeping 
to give a better picture of what 
products and customers are profit- 
able.”’; 


isolate and control costs”: 


“instituting budgeting to 

“product 

specialists have been made respon- 
] 


sible for buying and inventory con- 


trol”; “Tighter inventory control will 


permit inventory decreases without 


increasing back orders”: 


look at 
“making study of credit 
P&L 


statements by territory each month”; 


@ “Taking close market 
potentials” ; 
ratings of customers”; “have 
“Completely reviewing °60 perform- 
ance by product line and account”; 
“Will analyze profits by customer, 


product and size of sales”; 


@ “Will make a study of what mo- 
“Completely _re- 
sales force”; “Will use tests 
in hiring salesmen’”’. 

In the 


ing or 


tivates salesmen”: 


assessing 
sect ynd 


category—improv- 


eliminating unprofitable 


elements—certain broad trends are 
discernable. For example, more than 
70% of respondents anticipate some 
change in inventory mix, with em- 
phasis on taking on profitable lines 
and downgrading the money-losers. 
Also, roughly half of the respondents 
make some mention of improving 
sales training techniques and upgrad- 
ing salesmen. There also seems to be 
a strong trend toward making better, 
and more economical, use of sales- 
mens’ time (In this connection, only 
a few distributors anticipate expand- 
ing existing territories, although 
about half expect to take on at least 
one salesman in 61.) 


Here, then, are some representative 


distributor quotes to illustrate these 
and other profit-improving measures 
anticipated during ’61: 


@ “Will budget salesmen’s time, and 
supervise them closer” ; “Paying more 
attention to selling techniques in 
sales training”; “Cutting down on 
small customer and purchase orders” ; 
“All our people will fly tourist”; 
“Merchandising smaller, off the shelf 
items where profit is greatest”; “Con- 
verting all inventory processing, stock 
coding and invoicing, etc. to EDP”; 
“Holding more sales meetings, us- 
ing tape recorders”; “Sales engineers 
trained to help customers streamline 
paperwork and habits” ; 
“Standard cost system will insure that 


buying 


expense levels vary with work load”; 


“Going through yellow pages to 


locate customers”; “Reducing long 


distance telephone and sales en- 


tertainment costs”; “Placing selling 
emphasis behind lines with controlled 
resale prices”. 

On the subject of measuring and 
this 


year, for the first time, a survey was 


controlling profit influences, 
made on the types of office equipment 
used by distributors for various pur- 
poses. Key findings: more than 70% 
of respondents have bookkeeping. 
photocopy and perpetual inventory 
equipment, 34% have teletype ma- 
chines, 24% have punched card in- 
stallations. Approximately 70% use 
this equipment in accounts receive- 
able and payable operations, and 
50% 


sales analysis and order processing 


about for inventory control. 


invoicing operations. 
@ Perhaps the best way to sum up 


the 1961 outlook — if 
150 separate and distinct outlooks 


distributor 


can be summed up—is to observe 
that 196] is expected to be a lot like 
1960 actually was, with one sizeable 


this 


seem to be somewhat better prepared 


difference: year, distributors 
for the worst, while hoping for the 
best. More than in recent years, they 
seem determined not to allow net prof- 
its to dip further, and are busily 
devi loping yardsticks and controls to 


make this determination a reality. 
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Regional Roundup: 


What Distributors Expect to Happen in 1961 


NEW ENGLAND 


All respondents that 


1961 will be the “same” or better 


anticipate 


than °60, and most base their fore- 
the that a 
spurt in ‘6l 


cast on probability 


second-half 


sufficient to wipe out, and perhaps 


will be 


exceed, first half declines. The tex- 
tile industry, the area’s third largest 
(exceeded only by electrical and non- 
electrical machinery industries), is 
still in the doldrums, but electronics, 
geared primarily to government 
spending, should continue on the up- 
swing in “61, and recent contracts 
have given the aircraft industry a 
shot in the 
wing, as the case may be). 


much-needed arm (or 
Com- 
petition from new and outside sources 
won't be nearly as important a com- 
petitive factor as competition from 
existing sources, say distributors, 
citing price competition as major 


Other 


competition” ; 


include 
“hand-to- 
“retaining 


problem. problems 
“foreign 
mouth buying”; good 
personnel”. Major solutions to prob- 
lems seem to concentrate on im- 
proved, and increased, selling em- 
phasis: “Will concentrate on newer 
and more profitable lines”; “Will 
Plan to 


stress ‘scientific’ selling during sales 


eliminate slow movers”; 
meetings; “Expect to hire additional 


salesmen and take on new lines”. 


MIDDLE ATLANTIC 


Exactly half of all respondents ex- 
pect "61 to be the “same” as ’60 (but 
only one expects a decline), and list 
a second-half uptrend, balancing 
first-half doldrums, as major reason. 
Generally, industry in this area is di- 
versified and varied, with no single 
group “booming” and few—such as 


shipbuilding, primary metals, and 


heavy machinery—in the doldrums. 
Factors which distributors say will 
influence sales, one way or the other, 
in 1961 include “competition from 


newer houses”; “declining economy 
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in Buffalo area”; “foreign competi- 
tion”; “highway, urban redevelop- 
ment and public housing construction 
programs’; “St. 
and 


program”; “Influx of new industry” ; 


Lawrence power 
project seaway development 
missile and space exploration pro- 
grams”; “customers shopping more 
on price”. Major internal problems 
listed by respondents include “con- 
trolling costs”; “inadequate mar- 
gins”; “the crying need for resource- 
ful personnel—-especially salesmen”. 
In the face of these and other head- 
aches, at least half of distributors 
queried plan to undertake both prod- 
uct and customer profitability studies 
in “61, and institute tighter controls 
over inventory investment. Many 
also expect to upgrade sales training 
programs, incorporate budgetary con- 
undertake market and 


trols, and 


customer potentials studies. 


SOUTH ATLANTIC 


Throughout this area, the major 
factor governing sales prospects for 
‘1 seems to be the housing and com- 
mercial construction slump: “Unless 
housing gets a shot in the arm, our 
sales in “61 won’t equal 60” says an 
Alabama distributor, while another 
from Florida says “building here has 
reached a saturation point; if any 
this 
area I’m going to shoot myself”. 


more distributors open up in 
Somewhat offsetting the gloomy pros- 
pects for such construction-related in- 
dustries as aluminum and lumber— 
as well as such unrelated industries as 
textiles, and iron and steel—is the 
somewhat brighter outlook for chem- 
icals, missiles, paper, fertilizer and 
electronics. All of which leads almost 
half of the respondent to forecast that 


‘ 


"61 sales will be about the “same” as 
60, while only a third predict in- 
creases (ranging from 2 to 10%). 
Among the quotes on what distrib- 
utors plan to do to combat major 


problems of price competition and 


spiralling overhead: “Putting selling 
effort behind 
re-sale 


lines with controlled 


price”; “hiring promising 
people and paying them more than 
going rates”; “advertising more”; 
“Tightening inventory control to 
allow inventory decreases without in- 


creases in back orders”. 


EAST SOUTH CENTRAL 


“New 
37%; “manufacturers aren’t running 
full 


hurting” 


home construction is off 


time”; “foreign imports 
the 


offered by respondents for present 


are 
are among reasons 
sluggishness of such industries as 
textiles, aluminum, copper, marble, 
iron, steel and cement. Only one dis- 
tributor in four anticipates a ’61 sales 
upswing (due to “more construction 
and government work”), while half 
to the 
possibility of increasing competition 


anticipate “no change”. As 


from new or outside sources, one 
respondent speaks for most in saying, 
“It’s getting so you have to put 
badges on salesmen to keep them 
from trying to sell each other”. 
Smaller margins, coupled with in- 
creased costs, is a major problem, as 
is the “lack of qualified personnel”. 
Among anticipated plans to face up 
to these problems: “upgrading sales 
training”; “relocating stock for fast, 
efficient handling”; “Will institute 


budgetary controls”. 


EAST NORTH CENTRAL 


Throughout the entire area—and 
particularly in and around Detroit— 
no industry seems to be “booming”, 
although appliances, electronics, spe- 
cial machinery, farm implements, 
plastics, chemicals, canning, auto- 
motive, heavy construction and air- 
craft look promising in various sec- 
out 10 
forecast sales increases in "61. Major 
factors which will influence sales one 


way or another in "61, say distrib- 


tions, and 7 respondees 


utors, include “relocation of indus- 
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“price wars, particularly on 
“end of 


depletion”; “foreign competition in 


cutting tools”; inventory 


& 


fasteners”; “possible strikes” and, 
from one hopeful respondent, “a little 
pump-priming”. Surprisingly, few dis- 
tributors expect increased competi- 
tion from new or outside sources in 
‘61, and three state that “some will go 


broke”. 


past—are price competition and in- 


as in the 


Major problems 


ternal cost controls. Respondents 
don’t seem to have any pat solutions 
for the former, although to reduce 
costs—and hike sales—three out of 
four plan to take on, or change, lines; 
one in three will add salesmen and 
expand territorial coverage, and more 
than half expect to undertake either 
customer or product profitability 
studies, as well as maintain budgetary 
controls, in 1961. Other plans: “Plan 
complete review of ’60 performance 
by product line and account”; “plan 
more sales meetings, using tape re- 


“Will install 


bookkeeping, billing equipment”. 


cordings” ; automatic 


WEST SOUTH CENTRAL 


Only 


decline in ’6] 


one respondent predicts a 
sales with slightly 
more than half predicting increases 
of from 10 to 20% 


expected doldrums in oil (“because 


in spite of 


of imports and the allowable”, ex- 
plains one distributor) and aircraft 


industries. Electronics—from guided 


missiles to computers — petrochem- 


icals and grain industries could 


“boom” in °61, say distributors, in- 
fluenced by such factors as “increased 
defense spending”, a second-half 
economic upswing (“Which may be 
pure wishful thinking”, admits one). 
Respondents expect keener competi- 
tion from existing distributors, less 


‘ 


from new and “outside” sources 


(“freight costs are too high”; “only 
people with more dollars than sense 
would move in now’). Weak margins, 
slim profits, “adequate personnel” 
are major problems. Proposed solu- 
tions include customer and product 
profitability studies (“Some of us 
have decided not to sell unless we can 


make a profit on the sale”); better 


and 
(“We're reassessing and strengthen- 
“We send all 


new employees to school”) and cost- 


personnel _ selection training 


ing out sales force”; 
cutting programs (“All our people 


“We saved $350 on 
paper and printing costs by printing 


fly tourist”; 


two, instead of three, invoices”; “We 
just bought a compact car . if it 
works out, we'll buy more”). 


WEST NORTH CENTRAL 


“Best” markets in 61, say respond- 


ents, include mills and _ elevators, 


paper, electronics, metal working, 
food processing and farm implement 
industries, with automotive, aircraft 
and general contracting consigned, 
temporarily at least, to the doldrums. 
As for the ’6] sales forecast, most dis- 


of 10 


expect sales increases of from 3 to 


tributors are optomistic: 7 
15 per cent, 2 others expect sales 
to remain about the same as an ex- 
pected first half dip cancels out 
anticipated second half gains. To 
make this generally rosy sales picture 
a reality, respondents are “budgeting 


salesmen’s time’; “spending more 


for promotion and_ advertising”; 


“paying more attention to selling 


‘ 


techniques”; “supervising salesmen 
closer”; “using more care in selecting 
accounts” and, in the majority of 
cases, adding to existing sales force. 

Cost-cutting measures include 
“eliminating people doing the same 
job”; “cutting small customer and 
purchase orders”; “undertaking mar- 
ket research program” (by 60%); 
43% ) ; 
(by 


budgetary controls” (by 


“product profitability studies” 
60%): 
(70%). 


MOUNTAIN 


Three out of four distributor re- 


“tighter inventory control” 


spondents anticipate a sales upswing 
in 61, keyed to such factors as “in- 
creased for 


government spending 


missiles and space exploration pro- 
gram”; “greater activity in steel mills 
and building construction trades”; 
“improved conditions for livestock 
. ” “ ° ° 
and agriculture”; and “continuing 
influx of population and industry 


Best for *6l 
respondents include elec- 


to area.” markets 
listed by 
tronics, missiles, utilities and heavy 
Additional 


from 


construction. competi- 


tion is expected new and 
“outside” distributors, and might be 
a strong competitive factor in ‘61. 
Major problems include “keeping 
costs in line with margins”; “re- 
worthwhile 


inventory 


cruiting, and keeping, 


employees”; “keeping 
mix in proper balance”. Plans and 
programs for 61 to meet these prob- 
lems include tighter inventory con- 
trols, product and customer profit- 
the 


modern data processing equipment 


ability studies, installation of 


and market potential studies. 


PACIFIC 


In Washington, electronics, paper, 
construction, metalworking and food 
processing are best—if not booming 

"61 markets, while lead, zinc, alu- 
minum, ship repair, canning and 
especially lumbering industries are 
“down”. In California, electronics, 
missiles and plastics are “best” for 
61, while shipbuilding, aircraft, com- 
mercial and heavy construction mar- 
kets are sluggish. Aside from these 
market differences, respondents in 
both states are in surprising agree- 
ment: both groups, generally, expect 
sales to either remain the same or 
rise slightly in “61; neither group 
anticipates much competition from 
“outsiders” (“certainly nothing bone 
crushing”, says both 
groups list rising costs—particularly 


one); and 


in relation to “a sagging growth rate” 
—as the major problem (here, Wash- 
ington distributors all mention “labor 
costs” as a key factor). Other key 
problems: “keeping inventory cur- 
rent”; “better use of salesmen’s time”. 
Some proposed solutions: “Will make 
salesmen responsible for profitability 
of accounts”; “Standard cost system 
will tie expenses to workload”; “our 
sales engineers will help streamline 
paperwork and buying 
habits”; “Will only solicit business 
from accounts with strong credit”; 
“Will analyze profits by product, 


customer, size of sale”. 


customer 
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National’s your better buy 
for uniform high quality of product 


Painstaking attention to quality is one 
reason why the National line grows in 
popularity and builds constantly increas- 
ing repeat business. In the manufacturing 
control of all kinds of fasteners, our goal 
is the kind of trouble-free quality that 
your customers can depend upon. 


Backing up this basic value, National 
Screw also provides you with: 


The most complete line of quality fas- 
teners on the market today. 


One-source buying to reduce your han- 
dling and ordering costs. 


Outstanding packaging that fits the qual- 
ity of the product inside and lets the 
customer know: “You can depend on 
these fasteners.” 


These are some of the very good reasons 
why so many of our customers standardize 
on the National fastener line, and why they 
all agree: “National’s Your Better Buy.” 


THE NATIONAL SCREW & MFG. COMPANY «+ CLEVELAND 4, OHIO 


CALIFORNIA DIVISION, THE NATIONAL SCREW & MFG. CO. 
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© 3423 SOUTH GARFIELD AVE, LOS ANGELES 22, CAL. 
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HOISTS 








HODELL 
CHAINS 





COLUMBIAN VISES 


MALLEABLE IRON MACHINISTS’ 


Long back jaw body. Large polished 
anvil. Malleable iron casting 
guaranteed unbreakable. 


Replaceable, heat- 
treated tool steel 
jaw faces. 


Graphite bronze thrust bearing. 
Reduces friction. 
Prevents wear. 


Heavy internal ribs add strength to 
malleable iron front jaw casting. 
Guaranteed unbreakable. 


Nut base and back jaw keyway precision 
machined. Positive alignment. Precision 
replacement. Malleable iron base guaranteed unbreakable. 


360° swivel. Slip-proof, tapered-gear lock bolt. 











Swivel Base Stationary Base 


for best advice about VISES | . see your distributor » 


THE COLUMBIAN VISE & MFG. CO. Cleveland 4, pote 


Made in America by American craftsmen eum 


INDUSTRIAL DISTRIBUTION 





A product Ideal gives you a full line with a product to sell 


on every call. And every Ideal product has the 
advantage of the extra-sales potential Ideal offers 


you. Remember. . . every plant you call on has 
a need for some Ideal product. 


ideal pre-sells for you with heavy advertising, direct 
mail and technical literature. Your job is made 
easier because Ideal has already given your 
customer the Ideal product story. And colorful 
catalogs like these, show him exactly which Ideal 
product will serve him best. You pick up the order! 


~ 
_ 
me 


sitar 
f 


ea | 
77: 


IDEAL INDUSTRIES, Inc. 


1000-C PARK AVENUE., SYCAMORE, ILLINOIS 


SOLD THROUGH AMERICA’S LEADING DISTRIBUTORS IN CANADA; IRVING SMITH LTD. CANADA 
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Yale Spur Gear Chain Yale Load King Wire Rope Yale Pul-Lift. Can handle Yale Tractor Trolleys range 

Hoists. Ranging from ‘4 to Electric Hoist. Capacities: capacity loads (% to 15 in capacity up to 5 tons 

40 tons capacity \% to 1 ton. Two brake tons) link or roller chain Save time and money in 
safety. Standard models models. Self-actuating load moving materials. Easy roll 
weather resistant. Also brake. Ratchet handle ac ing action hand models 
available with link chain tion. Fracture resistant available in capacity up to 
Capacities 4 to 2 tons safety hooks 40 tons 


nas the right hoist for 


Yale Midget King Electric Hoist. Versatile new link chain hoist lets operator Yale Load King Hand Hoist. Capacities: 12 to 12 tons. Provides portability, 
pick up material not directly under it. Operates for less than two cents a low headroom, faster hoisting, and greater ease of use. Revolutionary 
day. Hook or trolley models in capacities of %, %, Y%, 1, and 2 tons Synchro-matic Load Brake. Up to 95% efficiency. Friction minimized by ball 
Hoist-and-load protecting upper and lower safety limit stops plus two brakes bearings on all rotating shafts. 

provide positive safety. Roller chain models available. 
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m You can recommend the right Yale hoist for every type and size of industrial and 
commercial hoisting application. Never have to pass up a sale because of lack of the right 
model. What’s more, Yale parts depots and repair centers 

enable you to provide speedy, first-class service. 


Yale also backs up your selling efforts with Yale field sales ® 
engineers to assist you on hoisting applications. In addition, Y A | 2 
Yale supports you with information-packed literature and broad 

advertising programs telling your customers of the advantages HAND, AIR, AND ELECTRIC 
of specifying Yale hoisting equipment. HOISTS + TROLLEYS 


Yale Materials Handling Division, Dept. X-101, Phila. 15, Pa., 
a Division of The Yale & Towne Manufacturing Company 


YALE & TOWNE 


your customers’ every need! 


Yale Air Hoist. Capacities of 4, %, and 1 ton. Lightweight and com- Yale Cable King Electric Hoists are the ideal heavy-duty hoists for any 
pact. Explosion-proof motor. Infinite speed control assures smooth lift. load. Capacities: 4% to 15 tons. All types of suspension. Two brake 
Choice of roller or link chain, pendant or pull-cable control. ideal for safety. Can be supplied for all types of operating conditions. Positive 
overhead handling in hazardous atmosphere. load brake lubrication plus air cooling assures long life. 
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Big Bolt Plant 

* A bolt is a Sheffield bolt ONLY if it is a precision product—made 

uality to finest tolerance, quality-controlled from design to furnace to 

finish. Only big-plant resources make this possible. ® And only big-plant resources can assure the quick 
shipment you need today. The variety of Sheffield fasteners available to your quick order is almost as 
countless as the stars in the sky. Cap screws, bolts, rivets — you name it. New cold-forming machinery 
puts Hi-Strength bolts into big-plant production. More finely finished, ideal for products where bolts 
show and appearance counts. ® Metal working companies with unique problems are invited. Talk to our 
designers and engineers about your bolt needs. Ask your Sheffield bolt man to arrange it. Sheffield 


Division, Armco Steel Corporation — Houston, Kansas City, Tulsa. 


€ y = 
ARMCO ‘Sheffield Division 
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LOOK TO POWELL VALVES 


For the largest selection of valves, look to Powell. This 
includes gate, globe, angle and check designs in bronze, 
iron and steel, as well as industry's widest selection of 
special alloys. And, Powell valves are specifically designed 
for water, oil, gas, steam, air and corrosive fluid applications 
. ». Whatever you need ! 

You can count on each Powell valve to be the result of the 
most complete engineering know-how and thorough testing 


procedures. These combine to produce valves of the 
highest reliability, and at the lowest cost... you save 
through Powell performance on your job. 

In addition, you will find Powell maintains stock across the 
nation, near your need. So, your order is filled and delivered 
more quickly, at less trouble to you. For further information, 
contact your nearby Powell valve distributor or write The 
Wm. Powell Co., Cincinnati 22, Ohio. 


nanufacturing industrial valves for the free world 


POWELL SI[[l VALVES 


THE WM. POWELL COMPANY CINCINNATI 22, OHIO 





Wood’s specialization provides 
the right drive to solve your 
belted transmission problems... 


particularly if your problems involve horsepower, high, low or variable speeds, drive efficiency, 
space, economy or availability 

his is because Wood’s people are specialists in the production, selection and application of 
all basic types of belted drives. 

We are able to provide the right drive for a specific application because we manufacture all of 
the basic types. So, drive problems can be solved by Wood’s fast and economically. 

To the breadth of Wood’s belted power transmission line, add depth of engineering and manu- 
facturing experience (104 years, to be specific). This depth of experience is another element of 
specialization that enables Wood’s to offer not only unique product advantages, but consistently 
high performance as well. 

This is Wood’s stock in trade . . . supplying the right answers to belted power transmission 
problems from a broad line of Ultra-V Drives Variable Speed Drives (Motion and Stationary 
Control) . . . Timing Belt Drives . . . Flat Belt Drives 

These are the benefits of specialization, benefits which you can count among many as a Wood’s 
distributor. Other important facets of Wood’s efforts to assist you are . . . fast-acting, expanded, 
regional sales-engineering-management teams . . . new, liberal, written sales policy . . . stepped 
up advertising and sales promotional efforts . . . 


MORE OF EVERYTHING TO HELP YOU SELL MORE EASILY AND MORE PROFITABLY. 


T. B. WOOD’S SONS COMPANY 


1 
Lge CHAMBERSBURG, PENNSYLVANIA 
ATLANTA + CAMBRIDGE + CHICAGO + CLEVELAND «+ DALLAS 
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Why let long-established habit dictate 
your selection of grinding wheels? 


Sure, the grinding wheels you’ve always 
carried may be doing an adequate selling job, 
BUT .. . is that enough in today’s rapidly 
changing industrial market? Let Simonds help 
you bring your “supply”’ function in line with 
today’s grinding demands. Complete line in- 


cludes wheels of all abrasives and bonds, all 
sizes and shapes . . . backed by Simonds 60 
year reputation as a top-rank manufacturer 
of grinding wheels and abrasive grain . . . plus 
advertising constantly carrying this reminder 
to your customers: 





your “buy-words”’ for better grinding 
CALL YOUR SIMONDS DISTRIBUTOR 
helping YOUR business is HIS business 


SIMONDS 


ABRASIVE CO. 


— ae 


WEST COAST PLANT: EL MONTE, CALIF. — BRANCHES: CHICAGO © DETROIT © LOS ANGELES © PHILADELPHIA « PORTLAND, ORE. © SAN FRANCISCO 
SHREVEPORT — IN CANADA: GRINDING WHEELS DIVISION, SIMONDS CANADA SAW CO., LTD., BROCKVILLE, ONTARIO « ABRASIVE PLANT, ARVIDA, QUEBEC 
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sell the profit line of Roebling Wire Rope 


INDUSTRIAL DISTRIBUTION 





Roebling will be very interested to discuss with you the many 
advantages of selling the “profit line” of Roebling Wire Rope. 
Write Roebling’s Wire Rope Division, Trenton 2, New Jersey. 
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Roebling Royal Blue 


gives your customers extra service. National 
advertising carries this message — and 
response has been the liveliest in Roebling 
history. Roebling Herringbone® is another 
favorite, especially in the construction in- 
dustry. Carry these profit lines! 


Roebling Slings 


come in a comprehensive range for every job 
imaginable. Customers get a big lift from 
them — so will your sales. (Roebling sling 
constructions are so varied, we supply a 52- 
page book about them.) 


Roebling Advertising 


is designed to help you — ads tell prospects 
you're the man to see. Roebling also sparks 
wire rope sales with distributor aids, direct 
mail, sales promotion and literature 


Roebling Customer 
Acceptance is the “core” of 


your profit line. It comes from unmatched 
on-the-job performance, plus the fact that 
Roebling has been making quality wire rope 
for 120 years. 


Roebling Tests 


every product so it will do what you sell it to 
do—and more. Roebling wire ropes are 
wholly Roebling-made, from open hearth 
to packaging. Roebling controls every inch 
of them — for your peace of mind. 


Roebling Engineering 
SUPPOTE sus amncive 


friendly aid in technical wire rope prob- 
lems, through your nearby Roebling district 
office, backed up by the engineering staff 
at Trenton. 


Roebling Research 


is a vital and active force that results in new 
products (Royal Blue and Herringbone 
Wire Ropes, for instance). You sell more 
because Roebling is alive to the changing 
needs of your customers — and new ways of 
meeting them. 


ROE BLING 


Branch Offices in Principal Cities 
John A. Roebling’s Sons Division 
The Colorado Fuel and tron Corporation 





Save time, increase production, reduce costs... 


THOR ELECTRIC 
ASSEMBLY TOOLS 


Mechanize your assembly lines 
by switching from slow hand 
operations to quick, easy Thor 
methods. Thor’s Uni-Torque nut- 
setter, on the job here, provides 
the ultimate in automatic torque 
control for electric tools. 








Hand assembly methods slow production and squeeze profits. 
Thor, inventor of electric screwdriving, has a complete range 
of assembly tools for threaded fasteners (over 75 models of 
screwdrivers and nutsetters alone) to speed production, 


multiply profit. Screwdrivers, nutsetters, impact wrenches in 


a variety of handle and front end styles. Sold only through 


industrial distributors and serviced by a nationwide network 
of factory experts. See the Yellow Pages or write Thor Power 


Tool Company, Aurora, L[llinois. 





Thor Screwdriver-Nutsetter 
Clutch Attachments 


THOR UNI-TORK CLUTCH The ulti- 
mate in electric tool torque con- 
trol. Tools with Uni-Tork require 
no operator judgment. Snaps in- 
to engagement when applied to 
work, out when exact torque has 
been reached. 


er 
- 


THOR POSITIVE CLUTCH Two — ra 
clutch jaws are manually en- : 
gaged by operator pressure 
When pressure is released, the 
clutch disengages, stopping the 
rotary motion of the bit. Degree 
of tightness depends on operator 
judgment. 


EASY DOES IT with a lever activated Thor nut- 
setter. Tool is sure and fast, mighty easy on 
the lady too. Thor balancer above poises tool 
exactly where she wants it. 


—_—_—_—_»> 
BIG ASSEMBLIES need big power, and Thor impact 
wrenches deliver. These are heavy duty tools 
to %” capacities. Reversible. Available with 
a wide range of accessories. 

THOR DOUBLE SLIP CLUTCH Clutch 

can be pre-set to drive any size 

screw to uniform tightness, auto- 

matically slipping when desired 

torque has been reached. Clutch tlge ARNE rea 

cushions impact to tool and op- a?) TIGHT CORNERS are no 

erator, reducing spoilage and roblem for Thor right 

stripping of threads. P . 8 

angle tools. Imagine doing 
this by hand! America’s 
leading furniture makers 
increase their production 
with Thor assembly tools. 


THOR POWER 


TOOL COMPANY 


THOR KICK-OUT CLUTCH Similar 
in action to the double slip 
clutch, except it does not sli 
when pre-set tension is sopbed. 
Clutch automatically kicks out 
when fastener seats and bit 
makes one full revolution in dis- 
engagement. 


AURORA, ILLINOIS 


ATLANTA « BIRMINGHAM « BOSTON «+ BUFFALO « CHICAGO 
CINCINNATI « CLEVELAND « DENVER + DETROIT * HOUSTON 
INDIANAPOUS « KANSAS CITY, MO. « LOS ANGELES « MILWAUKEE 
NEWARK «© NEW YORK CITY © PHILADELPHIA «+ PITTSBURGH 
RICHMOND « ST.LOUIS « SAN FRANCISCO « SEATTLE 
TORONTO, ONT., CAN. © EXPORT DIVISION, NEW YORK CITY 





FINISHED WORK requires a screw- 
driver which is always under con- 
trol. Thor’s clutch attachments dis- 
engage bit after fastener is seated. 
Thor screwdrivers and nutsetters 
handle up to No. 24 (4) capacity 
threaded fasteners. 




















ACCO 


for Better 
Values 


Accoloy 125 Chain 





New Shaped Masier Link 








Clean to Handle-—Easy to Inspect... 


ACCO RegistereY’ SLING CHAINS 


Today, more than ever before, your cus- 
tomers want material handling equipment 
that gives them top value for their money. 
And with acco Registered Sling Chains 
they get it—premium quality features at 


Your customers now can handle and inspect 
acco Registered Sling Chains with clean 
hands, thanks to the new bright finish and 
lacquer-type coating! 

And along with this new acco finishing 
process, material handling equipment cus- 
tomers will still receive the same four exclu- 
sive sling features that have won the 
acclaim of material handling men every- 
where—four features which make ACCO 
Registered the best buy in sling chains 
regardless of size and cost. 

1. Accoloy #125 for extra strength. This chain 
is made from the highest quality Alloy steel 


welded under scientific control and heat 
treated to optimum strength levels. 


2. New Shaped Master Link, uniquely shaped 
to withstand deformation under loads up to 
18% greater than a round-section 
link can do. 

3. ACCO Registration Ring, serially 
numbered as evidence that the as- 
sembled sling has been factory proof- 
tested to twice its working load limit. 
4, Registration Certificate, signed by 
American Chain, attesting to the field- 
tested design of the complete sling. 
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regular prices. So sell for extra profit the 
line of sling chains that more and more 
users are buying for extra value . . . ACCO 
Registered Sling Chains. 

_ * * 
As another service to you and your cus- 
tomers, ACCO now maintains repair installa- 
tions at York, Pa., Pittsburgh, Pa., and 
San Francisco, Calif., for repairing and 
reconditioning acco Registered Sling Chains 
under the supervision of factory-trained 
inspectors. 
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WHAT 
“ACCO REGISTERED” 
MEANS 


The best material 


Unit safety factor (on bodies, 
rings, links, hooks) 


Proof test of complete sling 
to twice the working 
load limit 


Actual field service test 
of each design 

Metal identification ring 
on each sling 


Signed Registry Certificate 
with each sling 





AMERICAN CHAIN *~° 


American Chain Division * American Chain & Cable Company, Inc. 
Bridgeport, Conn. + Factories: *York and *Braddock, Pa., *San Francisco, Calif. 
Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, *Houston 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portland, Ore.*San Francisco grax 
*indicates Warehouse Stocks 


TRADE 











Bristol gives you 
more 
door-openers 


.and we, at Bristol, know that it’s not 
enough just to get one foot in the door 
you’ve got to get both feet in and have 
something to say after you’re there. 

That’s why Bristol doesn’t rest on its 
laurels as manufacturer of the most ex- 
tensive line of precision socket cap and 
set screws on the market, in both stand- 
ard hex and Bristol-originated multiple- 
spline sockets—even though they embody 
the skill and craftsmanship developed 
in 47 years of socket screw experience, 
and more than 70 years as a precision 
instrument builder. Instead we are con- 
tinually on the alert to give you: 

* More Door- Openers. Bristol is con- 
tinually on the alert to find more door- 
openers for socket screw distributors 

to give you something new to say, both 
to prospects and steady customers. Re- 
cent examples: the new WRENCHKING 
wrench, the new Series ’60 cap screws, 
miniature button- and flat-head screws 
for the electronic and other precision 


to 


distributor profit 


industries, and the Bristol automatic 
feeder-driver. 


* More first-rate talking points. Take 
Bristol’s 17-step quality control, for ex- 
ample, that assures your customers of 
a product that is uniformly best, day in 
and day out. 


* More home-office backing. To name 
a few ways, there are fast deliveries, 
national ads to pre-sell your customers, 
a continuous stream of publicity in trade 
papers, industrial magazines, and con- 
stant participation in trade shows, 
displays. 

These are just a few things you get, 
as a Bristol distributor, in addition to 
a top quality product line. For more, see 
column at right —all designed to give 


you more sales, more profits, ACCO 


easier and faster... because 


Bristol knows that it pays to 
give the distributor more 
than an even break. A.0.6 








Multiple- 
Hex Spline 
socket socket 


MORE BRISTOL DISTRIBUTOR AIDS 


Fast Distributor Service 

¢ One day shipment on urgent orders. 

¢ Telephone, telegraph, teletype to an- 
swer inquiries fast. 

e E-Z order form has net prices; photo- 
copied to end error. 

e Speedy order filling, pricing, stock con- 
trol methods. 

¢ Functional bulk-order packaging. 


Promotion Kit Advertising 

e Easy-to-read catalogs, brochures. 

e Concise technical and product data. 

e Smart self-mailers, envelope stuffers 
e Planned program for mailings. 

e Heavy schedule of national ads. 

e Publicity, displays, trade shows. 

e All inquiries referred to you. 


Distributor opportunities are still open in a few localities. Inquiries welcomed. 
The Bristol Company, Socket Screw Division, Bristol Road, Waterbury 20, Connecticut. 


Precision socket screws since 1913...by the makers of famous Bristol Precision Instruments. 


* 
i Bristol's Hex Socket Screws 


! 

! 

# eo 
: is | 


Bristol's Multepie- 
* ab y 


Made in sizes as staal as No. 0 in : Noy Steel and Stainless Steel. Cap screws up to uv 
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it pays to be 
a Disston distributor 


Disston broadens your base of sales by providing a broad 

line. So broad, in fact, that regardless of what variety of industrial 

buyers are on your customer list, they can all use one or more of 

Disston’s products. As a Disston distributor, your market is everywhere. 
Disston wood and metal cutting tools find wide acceptance in whatever industries 
you serve .. . wherever you’re located. And easy-to-sell, recognized Disston 
Quality helps protect your net profit. Write: Disston Division, 

H. K. Porter Company, Inc., Philadelphia 35, Pa. 

Disston wood and metal cutting tools: circular saws, hand saws, wide and 
narrow band saws, cutterheads, machine knives, power and hand hacksaws, 
files, rasps, and professional power tools. 


DISSTON DIVISION PORTER H. K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, 
electrical wire and cable, wiring systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and 
pipe fittings, roll formings and stampings, wire rope and strand. 
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NEW and REVOLUTIONARY... 


SLING 


agtiee 
a 
* 


The WARNING RING} on Campbell 
SENTRY SLINGS fells you immedi- 
ately when the sling has been over- 
loaded...it elongates visibly...and 


1 
\ before the chain itself is damaged. 


Your eye can see the difference! : 


cue 


\ Ring remains round Ring distorted 
\ . Sling used properly Sling overloaded 


New, revolutionary . . . Campbell SENTRY Ps 
SLINGS—fully tested for over a year by 
foundries, steel fabricators and heavy equip- 
{ s \ ment manufacturers, offer many important , 
Fi advantages. The WARNING RING is stronger if 
than the chain itself. Yet it changes shape s 
as the sling is overloaded .. . before perma- \ 
* nent damage occurs. Repair is quick and easy, 
with a new WARNING RING replaced at the : 
factory. Re-tested and re-certified Sentry 
if ge Slings are again ready for regular service. 
( 
} x 


} Here’s How You Benefit From 
New SENTRY SLINGS: 


Safety programs are easier to maintain— 
with the WARNING RING'S built-in safety that 
protects men and material! 


tf , Lower repair costs give larger savings than { 
' ever—normally only the WARNING RING will ’ 
need repair! 


“ Immediate visual evidence of overload means / 
’ easier inspection—even while sling is in use! j 


4 SENTRY SLINGS, available in all types, are 
/ j made from Cam-Alloy steel chain only and { 
are available at no extra cost! All slings carry ‘ 
the Campbell Guarantee and Certificate 
of Test. 


p 
f with the 


WARNING 
RING ¢ 


- 


we 


CAMPBELL CHAIN (Company 


FACTORIES: York, Pa.; West Burlington, lowa; Union 

City, Calif. WAREHOUSES: East Cambridge, Mass.; 

Atlanta, Ga.; Dallas, Texas; Chicago, Ill.; Portland, Ore.; ¢ 
. Seattle, Wash.; Los Angeles, Calif. :, | 
{Pat, No, 2966875 
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I NEEDLE VALVE MAY BE @ 
COMBINED WITH ANY ! 
OTHER CAPITOL ITEMS § 


g FOR FREIGHT ALLOWANCE : 


Rivas sntahebesenenaiall 

















Pipe threads—leak p i 
threads ac bs / : oe } globe pattern- 
: , sc] angle pattern 
also available 





This new needle valve was made to 


educe maintenance 


Long, trouble-free life has been engineered into this 
Capito. forged steel needle valve. 
Intensive study of forged steel needle valves in service 
showed the vulnerable points. CaprroL combined proven 
design, quality materials and careful workmanship to pro- 
duce a superior needle valve. 
Packing problems are eliminated with miracle Teflon, rec- 
ommended for temperatures to 450° F. Tight connections 
are assured by more pipe threads, double checked by Army- 
Navy gaging practices. All 12 major features, listed at the 
left, combine to insure worry-free service. 
Service: Engineered for service in chemi- 
cal, petrochemical and allied process in- 
dustries. Pressure Rating: 5000 psi at 
70°F. Testing: Each valve leak-tested at 
100 psi; custom-testing to 10,000 psi upon 
request. Sizes: 4%” thru ”. 


CAPITOL MANUFACTURING CO. 
Division of Harsco Corporation, 
Columbus, Ohio 


SOLD ONLY THROUGH 
RECOGNIZED DISTRIBUTORS 
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A leading distributor tells us: 


“The proper application of a product often takes 


specialized sales and engineering assistance. For this, we must 


depend on help from our suppliers.” 


FIELD 
SALES 


Robert J. Eubanks, Morrison Supply, Walla Walla, Washington, writes: 


‘‘We can always count on our 
Gates Field Engineer for 
practical, on-the-spot help!’’ 


“The caliber of the support we get from Gates Field Engineers 
is outstanding. The Gates planned selling system 
has been instrumental in getting maximum V-belt and hose 


volume from all our regular customers.” 


World's largest maker of V-Belts 


The Gates Rubber Company 


Denver, Colorado 
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One more reason why 


Skil Roto-Hammers will be the... 





Largest selling hammers by 


Now another new Skil innovation! 


This time it’s Skil Core Bits . . . new hollow-core, 


percussion carbide bits that increase the range of the 


YJ 


Model 726 Roto-Hammer from 144%” up to 1144” and 
the Model 736 from 2” up to a full 314”. 

What’s more they drill right through tough steel 
reinforcing rods—an impossibility with conventional 
solid carbide bits or star drills! 

This means that the hammer that already drills 


masonry holes at the lowest cost per hole, and with 
lowest hammer maintenance, has tremendous added 
versatility. 

No single power tool we can think of has so outstand- 
ing a competitive advantage—no wonder it has become 
the world’s best selling hammer in 12 short months! 

New Core Bits are one more reason why Skil Roto- 
Hammers and genuine Skil Hammer Accessories will 
help multiply profits for Skil distributors again in 1961. 
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even bigger margin in 1961! 


For more information about the complete line of 
Skil tools for metal and woodworking, call your local 
Skil representative. Or write: Skil Corporation, 5033 
Elston Avenue, Dept. 115C, Chicago 30, Illinois. 


wo. Stlling Vind Oday with Cadeuky 
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tOtal retaining ring ideas 


to help you cut costs—improve product design and performance 


the newly designed, precision die-formed retaining 
ring—available in a variety of materials and finishes— 
from .040” and up in popular shaft increments. ~~" 


A 





( ( ) _— “¢ 4 4] Y 7 ” 
{Ss Ne =) 


INTERNAL TYPE EXTERNAL TYPE 
—for axial installation —for radial installation 
Sr f Provides unusually large shoulder 
for small shafts—termed the CE 
series, stocked in all popular sizes. 


EXTERNAL TYPE 


—for axial installation 


} gr 


EXTERNAL TYPE—‘for radial 
installations involving high thrust 
Provides double the thrust capac- 
ity of standard “’E’’ rings (CE) with 
comparable large shoulder 





SPECIAL RING SHAPES STACKED RINGS SPECIAL THICKNESSES 
—engineered to your requirements —for rapid assembly —heavier or lighter than standard 
Ramsey engineers will be glad t All CE Series rings from 4%" to %" Rings heavier or lighter than stand- 
tr the desigr t can De pplied stacked on hard ard thicknesses can generally be 
neet r sned rod r per spplied on special order. 


i 


y 








A BROADER LINE FOR DISTRIBUTORS 


When customers talk retaining rings, Ramsey Distributors 

have the distinct advantage of being able to offer BoTH modern 

types—Spirolox and Circolox. A Ramsey Franchise may be 
open in your area—write for details now! 


or— you may find the answer in 


the unique 360° spiral-wound retaining ring 


This exclusive full-round retaining ring is mass produce 
high speed rollers in a practically unlimited range of 
Prototypes can be made without need for. tooling. Si 
from .375” up to 48” and in miany varieties. such as 
multi-turn, self-locking, resilient take-up, et 


turn 
Check these outstanding features 


Copyright 1961 Ramsey Corporation 99 
the complete tOtal 2 story! 
Contains full descriptions of Circolox and Spirolox 
Rings with nplete design intormation 


manufactured by ;. Write TODAY 


RAMSEY CORPORATION 





SPECIAL MATERIALS AND 
FINISHES 

Awide variety of special materials, 
finishes and platings are available 
to meet practically any require- 
ment. Ramsey engineers will help 
you select the type best suited to 
your needs 


FINISH 


Cadmium Plate 


MATERIAL 


Spring Steel, 
Stainless Steel Parkerized 
Blued Steel 
Black Oxide 


Lubrite Finish 


Phosphor Bronze 
Beryllium Copper 


this FREE engineering manual brings you 


a subsidiary of Thompson Ramo Wooldridge Inc. 


Box 513, Dept. v, St. Lovis 66, Mo. 
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Little Diamond 
DIAMALLOY 


Electronic Pliers 
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GER WHEEL LIFE 
«KOOLIE HAT” 


Now there are fwo ‘“‘Koolie Hat”’ wheel formulations tiveness on high-speed, air -driven or electric port- 


... the tremendously successful R-grade for standard able grinders that operate at 5200 r. p.m. or more, 


grinders and standard grinding jobs .-- and the Bay State’s U-grade ‘‘Koolie Hat”’ wheel gives you 


brand new U-grade for up 29% longer life on the same speed, ease of operation and safety as 


all materials. Designed specially for maximum effec- R-grade..- plus longer life on all materials. 





Easier Operation Koolie Hat wheel is held at 
4° to 5° angle ins f to 30°, requires 
less pressure, vir imi jitter anc 


bounce. Operator's pos h more 
relaxed. 


Extra Safety Koolie Hat shape wears evenly 
over all three abrasive layers instead of one 
at a time. Less danger of shattering due to 
heat cracks or thinning of wheel. 


More uniform speed Narrow radial contact 
surface between wheel and work keeps spee 
high for fast, efficient metal removal with- 
out heat build-up. 


Get full details on the new U-grade “ Koolie 
Hat’’ wheel from your Bay State distributor 
or factory representative now. Better grind- 


ing at lower cost... that 18 their business. 





elo felt) 
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ADVANTAGES? 


BAY STATE 
ABRASIVES 
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Le 
Bay State Abrasive Products Co., Westboro, Massachusetts. 
In Canada: Bay State Abrasive Products Co., (Canada) Ltd., 
Brantford, Ontario. 
Branch Offices: Chicago, Cleveland, Detroit, Los Angeles, Pittsburgh. 
Distributors: All principal cities. 


Real New Product Activity Bay 
@ State’s top-flight Research and Development 
engineering staffs are constantly coming up with 
new products like the new U-grade Koolie Hat 
wheel . . . products designed to fill real needs, to 
give you something important to talk about and 
sell. It’s this kind of new product development 
effort that keeps Bay State distributors a jump 
ahead of competition. 


Powertul Promotional Support 

@ Dramatic advertisements in top, national, 
metalworking and welding publications. ..informa- 
tive product ads like the one on the opposite page 
... case histories featuring Bay State distributors 
(and that means important local publicity for you). 


These are but two of the many advantages of being 
a distributor of Bay State products. If you’re inter- 
ested in building both your sales and your prestige 

. get further details by using the coupon below. 


Bay State Abrasive Products Co. 

Westboro, Mass. 

C) Send me full details on Bay State’s ‘‘Koolie 
Hat’’ weld-blending and cutting wheels. 


(1 Send me full details on the advantages of 
being a Bay State distributor. 


Name 





Company 





Street 











low ARMSTRONG Swivel Pad 
art come off 


Now ARMSTRONG deep throat “‘C” Clamps have 
the new (Pat. apd. for) ARMSTRONG Ball-joint 
Swivel Pad. This “‘C’” Clamp pad, developed by 
ARMSTRONG Engineers, is tougher than any on the 
market. Rigorous testing in our own plant first 
proved this fact, and field tests in factories through- 
out the country have confirmed our own test results. 





The lip of the opening in the ARMSTRONG Ball- 
joint Swivel Pad is undercut so that when the ball 
4 of the screw is inserted, and the lip is permanently 
forced down, a solid steel wall is formed, inside 
the pad cavity, completely encircling the ball. 


This wall of steel makes it impossible for the pad 

~ to come off the screw during normal use. In fact, 

Ps our tests have proved that it is virtually impossible 

< & 7? to intentionally knock the pad off with a hammer 

A y —yet the pad is free to swivel through an arc of 
y approximately 40°. 


Attention: ARMSTRONG Distributors 


This new ball-joint “C’ Clamp Swivel Pad 
is now being advertised in leading trade 
magazines. Prints are available for use as 
hand-outs by Distributor salesmen. (Im- 
printed for you, of course) 


Take advantage of this new feature by 
placing major emphasis on Armstrong “C’”’ 
Clamps. Ask your Armstrong salesman for 


Heavy Duty Medium Spatter Resistant Extra Deep Toot Makers Machinist's Pratl these details or write direct. 
“C” Clamps Service Welders Throat “C” Clamps Clamos 
"C” Clamps “C” Clamp “C” Clamos 


ARMSTRONG BROS TOOL C0 5205 W. ARMSTRONG AVE. 
. ay CHICAGO 46, ILLINOIS 
124 
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SINCE 1892 OVER 
RERS HAVE 
CHOSEN -HY ARINGS AS ORIGINAL EQUIPMENT! 


THAT'S WHY YOU'RE WISE CARRYING THE NEW DEPARTURE AND 
HYATT BEARINGS LINES. YOU HAVE MORE TO SELL...MORE PART 
NUMBERS ARE AVAILABLE...AND CUSTOMER PREFERENCE GIVES YOU 
AN IMPORTANT SELLING EDGE IN THE BEARINGS REPLACEMENT MARKET. 


You, as an Authorized New Departure and Hyatt Industrial Bearings Distributor, 
have the best proposition in the business and can service your customers with 
exactly the bearings they require for any bearing application. Here are a few of the 
outstanding products you have to seit: 


Hvar roller bearings come in a wide variety of types and sizes from %” OD to 14” OD. 
They handle radial loads of up to 103,000 pounds, speeds as high as 50,000 RPM. 
Standard bearings operate efficiently from below zero temperatures to 450 

—| degrees F. Special steels, if desired, push the temperature range higher. 


—_ -—™, 
. 


A 


— METRIC SERIES ... Precision roller bearings with built-in extra 
capacity. Will handle heavy radial loads, light or intermittent thrust loads. 


WOUND ROLLER | — 
..» Made to inch dimensions, operates with inner race or 
directly on shafting. Resists extreme shock, abrasion and fatigue. — 


=earrTure ball bearings have a wide range of seals, more than 25, to retain bearing lubricants 
and keep out contaminating matter. Each seal is designed as an integral part 
of a bearing. The result is greater bearing efficiency, less downtime, longer 
life... and more sales appeal. 


LAND-RIDING SEAL AND TRASH SHIELD... Excellent for 
severe contaminant conditions, moist or dry. Rubber is bonded to 4 
steel insert, crimped into outer ring. 


LAND-RIDING SEAL, PRESSED... 
For severe conditions. Rubber is bonded to rigid steel “L"” frame 
and pressed into outer ring ID for positive seal. 


SENTRI-SEAL...Most popular seal in use today. For every contaminant condition. Metal 
insert, molded in rubber seal which has positive contact with ground inner ring groove. 


New Departure and Hyatt bearings are supplied through 
4 N a U-M-S Authorized Industrial Bearings Distributors 
WATT ne Le eacrune 
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Everyone you do 
business with is a prospect 
for Permacel tape! 


Sold only 
through wholesalers! 


Backed by extensive 
national warehousing and 
Sales organization! TAPES FOR 
EVERY PURPOSE 


PERMACEL 


NEW BRUNSWICK, NEW JERSEY + TAPES + ELECTRICAL INSULATING MATERIALS +« ADHESIVES 


Higher profit, 
more turnover than most 
other key lines! 


Pre-sold by heavy 
national advertising! 








EATON-RELIANCE 


FASTENERS 


unseen muscles 
in assembled products 


Because the initial cost of a fastener represents 
only a minor part of the total cost of “‘using”’ it in 
an assembly, the bulk of your fastener savings 
will come from these features: engineering assistance 
to insure use of proper fastener, ease of handling 
on the assembly line, stock availability and service. 
Metal quality, strength, vibration resistance, 
durability and manufacturer’s reputation are also 
important parts of your “fastener package.” 


You can get all of these things by specifying 
Eaton-Reliance fasteners. They’ve been 
used by manufacturers of assembled 
products for almost half a century. 


Write for our new 16 page 
full line catalog containing 
complete information. 





———— RELIANCE DIVISION 
MANUFACTURING COMPANY 
550 CHARLES AVENUE . MASSILLON, OHIO 


SALES OFFICES: New York ¢* Cleveland * Detroit * Chicago * St. Lovis * San Francisco * los Angeles 
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COUNT YOUR PROFIT OPPORTUNITIES 
WITH THE FULL Fort WorTH LINE 


Summarized below is the broad, balanced Fort Worth Line. With it Fort Worth Distributors get: As- 
sured Product Quality, Strategic Warehouse Stocks, Service, Manufacturer Support, Competitive Prices, 
Convenience of Obtaining Many Needs from a Single Reliable Source, Solid Profit Opportunities 


AY fo =) 1 Oe) ad 


V-Sheaves, large range of stock sizes of 
preferred “QD” design. Adjustable diameter 
sheaves. LD sheaves with interchange bushing 
or integral hub, for single and multiple belts. 
Quick service on made-to-order. 

V-Belts, large stocks of Standard, Steel Cable, 
Super, LD, and Wedge (358) belts. Matched 
sets. V-Belts for special applications. 


SCREW CONVEYORS 


All standard sizes of helicoid and buttweld, 
plus steel trough and all accessories carried in 
stock. Limited stock of galvanized conveyors, 
troughs and accessories. Conveyors of stainless 
steel and aluminum made on order. Excellent 
engineering service. 


BUCKET ELEVATORS 


Made in many sizes and types for practically 
every industry requirement. Popular sizes of 
grain elevators carried in stock. Line of com- 
ponents in stock permits quick shipment. 
Accessories include buckets, turnheads, lad- 
ders, work platforms etc. Engineering service 
to assist you. 


OTHER B-M-H EQUIPMENT 


In addition to the bulk-material-handling 
equipment listed above, line includes Auto- 
matic Power Shovels, Speed Loaders, Drag 
Chain Conveyors, Spouts, Feeders, and many 
other products. 


ROLLER-CHAIN DRIVES 


Stock Sprockets, more than a thousand stock 
sizes. “QD” sprockets with interchangeable 
bushings. Types A, B and C sprockets for 
single and multiple strand chains. Quick ship- 
ment on non-stock sizes and sprockets of special 
construction. 

Roller Chains, large stocks in single and mul- 
tiple strands. All popular sizes. 


SCREW ELEVATORS 


Standard and SuperScrew Elevators to meet 
almost every industry requirement. Component 
parts carried in stock to permit fast delivery 
for every suitable application. SuperScrew has 
proved special advantages for use where special 
sanitation is vital. 


PNEUMATIC SYSTEMS 


Industrial Fans designed for use with pneu- 
matic conveying systems handling many kinds 
of bulk materials. Popular sizes of fans stocked. 
Cyclone Separators (centrifugal and high- 
speed types), blast gates, and other blow pipe 
system components can be shipped promptly 
to meet your requirements. 


ENGINEERING SERVICE 


Fort Worth engineers are available to assist 
you and your customer with product applica- 
tion. Specialists available for such industries as 
oil milling, grain storage, cement, poultry pro- 
cessing, and many others. 


,------------ FORT WORTH ------------., 


1 FORT WORTH STEEL AND MACHINERY COMPANY, Fort Worth 1, Texas | 


[-] Send me more information on the Fort Worth Line and Available Franchises. 
Send me checked bulletins 
LD V-Belt Drive Catalog 40-B 
} Multi V-Belt Drive Catalog 50-C 
() Wedge Belt Drive Catalog 125 
] Roller-Chain Drive Catalog 320 


] Screw Conveyor Catalog 200-C 
[) Screw Elevator Catalog 260 
C) Bucket Elevator Catalog 400-B 
[) Pneumatic Systems Catalog 500-C 


Name: 





Company: 





Address: 





Also, I'd like 





City: 














1 State: 
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Every Month More and More Buyers 
Tell Distributors 


| =z 


Sad. 
Man wants 


SUPREME 
VERSAMATIC 
Reversible speed reducer 
for portable drills. A great 
seller... it doubles value 

of any portable drill. 


' 


SUPREME 
VERSATAPPER 
New! Phenomenal seller! 
Capacity 0 to Y%". Taps 
Yz"-13 holes in steel. Big 

quality —low price. 
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PUSH-PULL 
TAPPER 
Like Versamatic, but for the 
single purpose of tapping 
with portable drills. Instant- 
reversigg. Capacity to “6”. 


SUPREME 
VERSAMATE 
Economy version of Versa- 
matic. Does not reverse. 
Drives screws large or small. 

Reduces speed 7 to }. 


-— 


LTT 
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SUPREME 
CENTURY CHUCKS 
The basic Supreme Chuck. 
Hardened inside and out. 
All sizes both threaded 

and taper back. 


SUPREME 
HERCULES CHUCKS 


Ball bearing. Grips far 


tighter than ordinary chucks 
yet are easier to tighten 


ond release. Heavy duty 


. 


SUPREME 
PRECISIONIST CHUCKS 
The kind of tool you take 
pride in selling. Most pre- 
cise chuck made anywhere 


Keyless. Ten models 


SUPREME 
IM-PAK CHUCKS 
OFT Mela telliole-Melgla-Blilelolal 
Tete) Rugged. Keyle 
Much in demand whereve 


impact t yt ure used 


Re Rear ae ee 
te 


Gaby Year itn Produces More 
Distributor Profits as 


 Erctng hel products 
Join the 


SUPREME 
LINE! 


‘ 


SUPREME PRODUCTS CORPORATION + 2222 S. CALUMET AVENUE 


precision |ASR propucts 


CHICAGO 16, ILLINOIS 





we 


How do you like 
your fasteners 
coated? 


. 
TELEALALLELALLLLLA. 


Here are the quick facts 
about our most popular 
coatings for fasteners... 


BRIGHT ZINC 
Electroplating process. Shiny, rich- 
looking finish. Can be produced with 
standard classes of thread fit in all 
sizes to 30 in. long, with coating thick- 
nesses from .00015 in. to .0010 in. 


CADMIUM 
Electroplating process. Smooth, bright 
finish. Standard thread fits. Available 
in a variety of coating thicknesses. 


IRIDITE AND CRONAK 
Supplemental chemical conversion 
coatings used with electroplating for 
increased corrosion-resistance. 


BETHALUME 
Hot-dip aluminum. Long lasting cor- 
rosion-resistance—the best available 
for severe industrial and chemically 
polluted atmospheres. Excellent resist- 
ance to high-temperature corrosion. 


HOT-DIP GALVANIZED 
Heavy zinc coating. Best available 
low-cost protection against corrosion. 


OTHERS 
Asphaltum, and other chemical dips. 
Various paint finishes also available. 


For more information on our wide variety 
of fasteners and fastener coatings get in 
touch with the nearest Bethlehem sales 
office. Or write to us in Bethlehem, Pa. 


BETHLEHEM STEEL COMPANY 


BETHLEHEM, PA 
For Strength Export Sales: Bethlehem Steel Export Corporation 


Economy ae 
vei BETHLEHEM STEEL goa 
ee Bet 
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one chuck 


: with 
—) two or three jaws 





SKINNER DUAL PURPOSE 
2H POWER CHUCK 





One Dual Purpose Power Chuck saves 
the cost of an additional chuck 


Skinner dual purpose standard power chuck is designed with 
four master jaws so that it may be used as a two or three jaw 
chuck. It is no longer necessary to pay for one chuck to machine 
round work, and an additional chuck to machine odd shapes 
and castings. Not only do you save the cost of an additional 
chuck but you get all of the advantages of Skinner power chuck 
design listed below. Skinner dual purpose power chucks are 
available with adjustable, non-adjustable, or serrated jaws, in 


sizes 8” to 36”. 


A—tTransparent view of dual purpose power chuck B—-Master Ja 


C—Wedge D—Drawbar Stud and Wedge plug 


Skinner wedge-type chuck offers these advantages 


Allows automation of long production runs. 

Reduces operator fatigue—air performs the muscle 
work. 

Adjustable gripping pressure—air pressure can be 
adjusted for light or heavy chucking—is not left to 
the judgment of the machine operator. 

Work can be gripped internally or externally. 
Assured continued high accuracy because of wedge 
design (see illustration). 

Reduced wear because of hardened parts—models 
available with flame hardened center hole and jaw locks. 
Complete line—heavy and light duty models in sizes 
from 4” through 36”. 








Wedge at top of stroke— 
jaws fully open 
(External gripping) 


Wedge at bottom of stroke— 
jaws fully closed 
(External gripping) 


The wedge and three jaws—only four moving parts— 
operate as a collet pl with accuracy maintained over 
the whole range. The wedge angle is 14° which was 
found to be the most efficient angle for maximum power 
and jaw travel. With this wedge construction, the grip 
of a Skinner power chuck holds as set—even if the air 
line is broken—until opening power is applied in the 
opposite direction. 


INA 
% 
8) 
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THE CREST OF QUAL 


Skinner Power Chuck Accessories 


Double-Acting Rotating Air Cylinders 
for use with power chucks and fix- 
tures provide maximum pressure 
with a minimum amount of air. 
Cylinder walls are burnished to pro- 
vide maximum sealing life. Cylinders 
in sizes 6 to 18 with semi-steel bodies 
are designed for low speed operation. 
Aluminum body cylinders in sizes 4 to 20 are designed for 
high speed operation. 


& 


Packaged Power Chucking Assemblies are available for Atlas, 

Cintilathe, Hardinge, Logan, Regal, Sheldon, South Bend, 

and many similar lathes. Assemblies are also available for 

Brown & Sharpe and similar automatic and hand screw 
machines to permit chucking of cold 
drawn parts, small or odd shapes and 
castings. Packaged assemblies con- 
sist of chuck with two or three jaws, 
threaded drawbar or drawtube, ro- 
tating air cylinder, cylinder adapter 
and necessary mounting for the in- 
dividual machine. 


Power Chuck Fixture, air or hydrau- 
lically operated, holds work for 
drilling and milling machines and for other bench and machine 
installations. Available in many jaw types in sizes 5” to 36”. 


A Complete Line of power chucking accessories includes hand, 
foot, and solenoid valves, drawbars, air units, and soft 
blank top jaws. 


* * * * 


For complete information about the Dual Purpose and other 
power chucks and power chuck equipment, contact your 
Skinner Representative, Distributor, or write us at the 
address below. 


SKINNER-HORTON CHUCK DIVISION 


SKINNER PRECISION INDUSTRIES, INC. ¢ NEW BRITAIN, CONNECTICUT, U.S.A. 


PRINTED IN U.S.A. 
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NEWS 


Products 134 


Markets 170 


People 180 





BEARING CO. HOLDS CUSTOMER SEMINARS 170 


Fafnir Bearing Co., is staging a series of maintenance seminars for customers 
of its distributors. An outgrowth of the company’s distributor training program, 
the seminars dwell on customers’ bearing maintenance problems in general. 


A CONTEST FOR DISTRIBUTORS’ COUNTERMEN 172 


Rawlplug is currently running a contest for its distributors’ countermen. The 
firm is furnishing demonstrating equipment and display and promotional mate- 
rials. Rawlplug Co. feels counterman is a pivotal point-of-purchase influence. 


NIDA VICE PRESIDENT ADDRESSES P.A.’S 180 


John D. Williams, NIDA vice president, and president of Mau-Sherwood, 
spoke to Cleveland P.A. meeting on “getting to know the industrial distributor”. 


STANSCREW REALIGNS EXECUTIVE POSITIONS 184 


Executive responsibilities in the overall operation of Standard Screw Co., have 
been realigned. Webster D. Corlett, chairman and James A. Taylor, president of 
the Chicago firm delegated authority for operation of three divisions to division 
general managers, Paul A. Mongerson, Michael J. Perrin, Theodore R. Pleines. 
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NEW PRODUCTS ON THE MARKET ........ 





CASTERS HAVE THREAD GUARD 


Standard casters, swivel or rigid, are 
available for textile mill applications 
with load ratings from 100 to 3000 
lbs. per caster. Thread guard provides 
maximum protection against thread 
binding. Casters interchange with 
other caster brands built to standard 
textile industry specifications. Rapids- 
Standard Co., 342 Rapidstan Build- 
Vich. 


ing, Grand Rapids 2, 





Quick cleaning sanitary sifter 
meets rigid sanitary specifications 


Pedestal type sifter for the food and 
processing industries has a_ spilt, 
special spun stainless steel circular 
sifting bowl, 18-in diam., which can 
be quickly taken apart by release of 
special clamping device. This exposes 
the circular screen frame, that can be 
lifted out. Screen cloth is attached to 


134 


a stainless steel screen frame with 


food quality solder. There are no 
ledges, cracks or crevices to cause 
contamination. Screen area is 1.4 
sq. ft. It is activated by a 4% HP 
that 


motion. Unit can be furnished with 


motor imparts a _ gyratory 
base for stationary installation, with 
casters for portability or for ceiling 
suspension. Sprout, Waldron & Co., 
Inc., 130 Logan St., Muncy, Pa. 


Recipro saws cut anything 
from wood to hardest metals 


Model 701 Recipro saw (shown) has 
two speeds, 1000 and 1400 strokes- 
different 


metal. 


per-minute, for cutting 


gages and densities of Low 


ee =) 
speed is for stainless steel, other hard 
mild 


Also 


version of com- 


alloys; high speed for cutting 


steel and non-ferrous metals. 


announced: new 
pany’s two-speed, all purpose Model 
700, improved to include following 
features: two speeds are 3500 spm 
for cutting wood, composition and 
plastic and 2600 spm for many metal 
cutting jobs; length of blade stroke 


has increased more than 4-in to 
ti-in, for better chip clearance in 
thick material. Both saws have a foot 
which adjusts in and out more than 
one inch, making it possible to in- 
crease blade life. This foot has 12 
depth of cut Blades 
mount off center on both saws for 
cutting close to walls, corners. Skil 
Corp., 5033 Elston Ave., Chicago 30, 


lil. 


adjustments. 


Nuts offer dependability of lock nuts 
with easy application of common nut 


“Whiz-Lock” locking screws and nuts 
have bearing faces with a series of 
spiral serrations on a convex base 
which takes a firm grip when nut is 
tightened. For oversized holes where 
bearing surface is limited, “Whiz- 
Lock” flange nuts or flange screws 
can be specified. MacLean-Fogg Lock 
Vut Co., 5535 N. Wolcott Ave.. Chi- 
cago 40, Ill. 


CLAMP HAS MANY APPLICATIONS 


Auto clamp is available in various 
band shapes and sizes for connecting 
duct, securing insulation and other 
industrial, automotive, farm construc- 
tion equipment, machine tool, ap- 
pliance and original equipment ap- 
plications. Clamps are of cold-rolled 
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This Month’s New and Improved Products with Sales Possibilities for Industrial Distributors 





plated for corrosion 
Standard 


furnished with a plated fillister head 


strip steel, 


resistance. clamps are 


screw and nut for easy tightening 


Also 


band 


with a screwdriver. available 


with stainless steel and other 


screw head styles and materials. 
Wittek Mfg. Co., 4053 W. 24th Place, 


Chicago 23, Ill. 


Oil monitor prevents air compressor 
damage from insufficient lubrication 


Oil monitor has been refined to in- 
switch with a 


change in 


clude a new micro 


molded plastic cover, 
terminal connections and an integral 
reset button. Monitor is operated by 
a positive acting centrifugal unloader 
and does not rely on oil pressure or 
a mechanical pressure linkage system 
for operation. When oil level drops 
below normal operating level, micro 
switch and 


is tripped compressor 


Mach. 


stops. 


Co., Princeton, Ill. 


Champion Pneumatic 
i 


CUTTING TOOLS INTRODUCED 


Three complete lines of cutting tools 
introduced by company include high 
speed reamers, high speed end mills 
and high speed milling cutters. 
Threadwell Tap & Die Co., Green- 
field, Mass. 
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VARIABLE SPEED BELTS 


Line of variable speed belts feature 
special design and construction to 
squeezing 


withstand the intense 


action of pulley sheave walls and 
provide smooth transmission at full 
power capacity. Top widths of stand- 
ard sizes range from *x to 3-in, and 
nominal overall lengths from 26.4 to 
| 70-in. 


synthetic rubber which is impervious 


Belts are of fiber-reinforced 


to oil and heat and remains “live” 


under static conditions. Uniform 
notching on the underside provides 
ample flexibility without excessive 
strain or distortion on small pulley 
applications. Lovejoy Flexible Cou- 
pling Co., 4961 West Lake St., Chi- 


cago 4A, Ill. 


Takeup frames accommodate 
any type of bearing 


Multi-Bearing takeup frames, avail- 
able in 11 sizes, accommodate bab- 
bitted, bronze, ball or roller bearings 
in any two-bolt pillow block with 
mounting holes up to 8-in. Frames al- 
low horizontal bearing adjustments 


143 


different bearing shaft sizes from 2 to 


from 6 to 24-in, and will mount 


2,,-in diam. Mounting pads are easily 
adjusted to the mounting holes in the 
block. All-steel have 


strong channels that form a rugged 


pillow frames 
box frame with high rigidity. Chan- 
nels also protect the adjusting screw 
and provide easy access for lubrica- 
tion and cleaning. Link-Belt Co., Pru- 


dential Plaza, Chicago 1, Ill. 


RADIANT GAS HEATER 


Portable radiant gas heater for in- 
dustrial and commercial use is de- 
signed to produce large amounts of 
unheated 


indoor work areas or as supplemental 


useable radiant heat for 
heat for “hard-to-heat” areas in large 
buildings. Called the “Space Ray”, 
unit has a cylindrical heat exchanger 
that beams radiant energy off red hot 
surface of the heat exchanger. out- 
wardly until it strikes a solid object. 
Features heavy cast iron burner, wire 
safety guard, safety shut-off valve 
which automatically cuts off gas at 
burner if pilot goes out. Available in 
50,000 and 100,000 B.T.U. sizes. The 
100,000 B.T.U. unit weighs 50 Ibs. 
Space Ray Corp., P. O. Box 3485, 
Charlotte, N.C. 





How big a slice 
of hose and belting profits 


are you getting? 





TAKE a good look and you may find that the slice of profit-pie you're 


cutting is shrinking because of hidden profit-stealing costs. 


How many times must you telephone to get delivery on rubber hose 
and belting? How fast can your supplier turn around? How much is 
faulty order filling, or sloppy quality controls, costing you? Is direct 


factory competition eating away at your profits? 


You can start a new, positive trend toward hose and belting profits 
by exchanging problems for profits with a positive, full-line Mercer 


Rubber distributor franchise. 


You deal with a factory big enough to deliver, but small enough to 
jump. You can talk with the owners at Mercer Rubber, a company 
owned and operated by the same family since 1866. You have a plant 
behind you that has a long no-strike record, which means every man 


likes his job and does it well. 


When you get a promise from Mercer Rubber you can count on it. 
You get factory support in the field, engineering know-how when you 
need it. And Mercer Rubber is as competitive as you can get without 


chucking quality. 


Frankly, if you’re a sales-minded distributor who appreciates a full- 
line, sales-minded manufacturer, we can make wonderful profits 
together. Why not write now? It might be the best move you make 


in 1961. 


MERCER RUBBER CO. 


HAMILTON SQUARE, N.J. 





New Products continued 


Basket strainers protect pumps, 
valves and regulators 


Four basket strainers, widely used in 
steam, air, oil, gas and chemical 
lines for catching dirt, foreign matter 
and pipe cuttings, are recommended 
for high or low pressure installations. 
Units feature effective hair and lint 
catchers, clamped or bolted covers 
( bolted 
subjected to pressures to 000 psi at 
800-deg. F 
16-in, with 
300 Ibs. 


Conneaut. 


covers are for applications 
.) Sizes range from 2 to 
flanging 125 to 
909 Sandusky St., 


from 
Strong, 
Ohio. 


Conveyor offers substantially 

lower per-foot cost of operation 
“V.Matic”’ 
cent-shaped steel tubing that supports 
rich ee 


and through steel rack by fractional 


conveyor consists of cres- 
type belt. Belt is pulled over 


HP motors. Since there is no metal-to- 
metal contact, noise is minimized. No 
oiling or greasing is required to main- 
tain conveyor. Ridged belt conveys 
materials up inclines of 90-degs. Re- 
public Steel Corp., 224 E. 131st St., 
Cleveland, Ohio 


PAPER HAS STRENGTH, TEXTURE 


Asphalt saturated base paper, added 
line of 
products, is available in sheet, roll or 
tape form to 40-in in width. Highly 
purified, paper strength 
with fine texture. Style No. 7505 is 
a combination of glass cloth and a 


to companys Novabestos 


combines 


long-fibered asbestos paper and is 
.008, .010, .015 and 
.020-in gages. Weight of paper is 


available in 


22 pounds per 100 sq. yds. in .008-in 
gage. Since paper has ability to re- 
the 


selected resins or treating compounds 


ceive  saturants, addition of 
can impart unique properties to the 
end product. Asbestos Textile Div., 
Raybestos-Manhattan, Inc., Manheim, 


Pa. 


Convenient power source for office, 
lighting, communications machinery 


*“800-CI” cast iron floor box, for ap- 
plications where positive waterproof 
installation is required, accommo- 
dates wide range of receptacles, in- 
cluding 2-wire and 3-wire, NEMA 
grounded, T-slot and twist-lock types 
through 20 amp. capacity. Box also 
has large hand-hole for easy fishing 
of conductors and a mounting ring 
that facilitates fast field installation 
of intercommunication, microphone 
Floor 
plates accept 14, 34 and 1-in. conduit. 
Unit also has bell nozzles that accept 
a full line of attachment plugs up to 
1%-in. in diam. and a wide range 
of adjustment for leveling. National 
Electric Div., H. K. Porter Co., Inc., 
Porter Bldg., Pittsburgh, Pa. 


and telephone receptacles. 


Portable fire extinguishers have 
increased fire killing effectiveness 


Factory 


hand-type 


Ten Underwriters’ and 
Mutual CO2 


“Deluxe” and “Standard” model port- 


approved 


able fire extinguishers are available in 
214, 5, 10, 15 and 20-Ib. 


capacities. Extinguishers feature sim- 


five sizes: 


plification and streamlining of release 
valve design, and use of precision 
calibrated high-capacity discharge 
horns. UL ratings of units are up to 
50% higher than the classifications of 
previous models. All models include 
safety valve, recoil preventor and 
locking pin for full protection of the 
operator. Fyr-Fyter Co., 221 Crane 


St., Dayton, Ohio 


Made from high grade alloy steel, 
heat treated for added strength 


Two key kits of company’s Hex Keys 


includes 7/64 and 9/64-in. in sizes 
for No. 6 and No. 8 ’60 Series Cap 
Screws. No. 664 Junior Key Kit has 
9 plated hex keys from 5/64-in. 
through 1,-in. that fit set screws from 
No. 8 thru 1% and 60 Series Cap 
Screws from No. 2 through 5, 16-in. 
No. 666 “Handy-Pac” kit has 15 
plated keys from .028 thru 

Allen Mfg. Co., Hartford, Conn. 


2 
“g-1n. 
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Filter uses cloth felt to 
recover industrial process dust 


Reverse-air jet dust filter, Model K 
Aeroturn, uses special compositions 
of wool, Dacron and Orlon felt, de- 
upon the application, as 
filtering media. Model is greatly 
simplified from a mechanical stand- 
point, and has a newly-designed blow 


pending 


ring assembly which features “low- 
rate” adjusting springs providing 
maximum filter tube cleaning with 
minimum wear. Through automatic 
pressure control, high velocity air-jet 
cleans excessive dust from felt when 
necessary, shut- 
down or by-passing. Filter operates 
only when cleaning of tubes is needed. 


Koppers Co., Inc., Metal Products 
Div., 200 Scott St., Baltimore, Md. 


without requiring 





Drill press offers greater 
accuracy, capacity, efficiency 


Heavy-duty 15-inch bench and floor 
drill 


choice of 


presses are available with a 


positive power variable 
speed drive that makes instantly avail- 
able any speed from 500 to 4500 RPM 
while drill is running, or 5-speed 
drive with spindle speeds from 410 to 
5380 RPM. Other features: 10x14-in 
precision ground tilting table; mas- 
sive base with 10 x 13-in ground 
working surface; positive depth stop; 
splined drive spindle supported by 
two lubricated-for-life ball bearings; 
precision-ground spindle floated free 
from quill. Clausing Division Atlas 
Co., 2328 N. Pitcher St., 


Kalamazoo, Michigan 


Press 
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CHUCK HAS MORE GRIPPING POWER 


Added safety and greater gripping 
power for heavier, cost-cutting feeds 
are features of 18-in self-centering 
power chuck. Body of chuck is avail- 
able either as a one-piece steel casting 
or a special aluminum alloy forging, 
finish and 


balanced for high speed production. 


ground to a mirror 
Special cam and lever design pro- 


duces greater gripping power, 


especially at high spindle speeds. 
Greater leverage holds work more 
rigidly while machining with heavy 
feeds, and provides added safety by 
resisting jaw opening due to centrifu- 
gal force at high speeds or fluctua- 
tions in air pressure. Available with 
two or three jaws. S-P Mfg. Corp., 
30201 Aurora Rd., Cleveland 39 


Vises feature rust and corrosion 
resistant tubular steel handles 


Sixteeen models for company’s wood- 


workers’ vises are available with 
chrome-coated tubular steel as well 


as hardwood handles. 


plies to both rapid acting continuous 


Change ap- 


screw and solid nut continuous screw 
7 and 10-in jaw sizes. Rubber bumper 
washers are used to cushion shock. 
Columbian Vise & Mfg. Co., Cleve- 
land 4, Ohio 











“10in!” 


The Most Compact 
Decimal Package 
for Lock Washers 


The new Decimal Packaging System initiated 
by Positive lets you buy, stock or sell lock 
washers in the 9 most popular sizes . . . all 
packaged and counted. Each outer telescope 
carton contains 10 inner cartons, eaca of 
which contains 50 or 100 Lock Washers, de- 
| Pending upon size. 


@ in sizes \,” through 4”, each outer carton 
holds 1000 (medium section) Lock Washers 
in 10 inner cartons . . .100 in each. 


@ in sizes \,” through %%”, each outer carton 
contains 500 (medium section) Leck Washers 
in 10 inner cartons . . . 50 in each. 


Each outer carton is a Standard Telescope 
Shelf-Carton with 2-Way End Labels. Can be 
stacked in the upside-down manner which pre- 
vents spilling or in the conventional manner — 
with upright end label either way. 


Hurry! 





SEND FOR 
HANDY HOME 
ASSORTMENT... 
IT DEMONSTRATES 
the ‘'10-in-1” idea! 


The Handy Home Assortment of Non-Link Posi- 
tive Lock Washers will come to you in the 
new ‘10-in-1" Decimal Package. Instead of 
ONE SIZE it contains ALL 9 POPULAR SIZES 
of Non-Link Positive Lock Washers. The outer 
carton contains 10 small inner cartons each 
containing ONE of the Popular Sizes. it demon- 
strates the ‘'10-in-1" package perfectly. Send 
for it today and see for yourself! You'll find 
many uses for the lock washers it contains . . . 
at home, or in your shop. 


POSITIVE 


LOCK WASHER CO. 


181 Vanderpool St., NEWARK 5, N. J. 
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10 POSTINGS 
PER MINUTE 


One Clerk...10,000 Items 
Her Speed?... 


Vb (fodiige fotr minude / 


ViSirecord’s split-second record location makes it the world's 
fastest record-keeping system. The speed and convenience 
of ViSlrecord means savings up and down the line — less 
manpower needed, less space required, less operator fa- 
tigue, greater accuracy. 


ViSIrecord speed in machine posted or automated systems 
actually kills idle machine time. And, VI/SIrecord works 
equally well in accounts receivable, purchase order follow- 
up, maintenance control and any of a hundred other ap- 
plications in large or small organizations, where records 
must be kept and used quickly and accurately. 


Your ViSIrecord man will be happy to show you how you 
can apply speed to your record-keeping the V/Sirecord way. 
Meanwhile, write for case histories and other data. 

See ViSirecord at the Business Equipment Ex- 


position—New York Coliseum, April 17-21. 
Write us for tickets! 


ViSlrecord, inc. 


375 PARK AVENUE, NEW YORK 22, N. Y. 


slreca, 


Systems Specialists in Principal Cities 





Potentiometer adapts strain 
gage as rebalancing element 


Industrial process potentiometer, 
called the ElectroniK 17. incorporates 
an extremely accurate, trouble-free 
electro-mechanical strain gage as the 
rebalancing element. By eliminating 
the conventional slidewire, infinite 
resolution is achieved for the first 
time in a _ potentiometer, maker 
claims. Potentiometer can be mounted 
in a standard 19-in relay rack, on a 
panel or bench, or made portable, and 
will consist of a single pen strip and 
circular chart recorders and a circular 
scale indicator, each with or without 
control. Other features of unit in- 
clude: isolation of all critical com- 
ponents within an electrical shield; 
one true reference junction compensa- 
tion for all types of thermocouple 
actuation; transistorized plug-in con- 
trol units to a maximum of eight set 
points for auxiliary or zone control. 
Minneapolis - Honeywell Regulator 
Co., Wayne and Windrim Aves., 


Philadelphia 44, Pa. 


EXPLOSION-PROOF VALVES 


Explosion-proof solenoid valves pro- 
vide efficient operation of pneumatic 
and hydraulic fluid control systems 
under hazardous environmental con- 
ditions. Valves, completely enclosed 
in a forged bronze body. are available 
in explosion-proof, dust-proof, water- 
proof and fungus-proof constructions. 
Maximum flow-passage in slim-design 
sizes from 1-in NPT thru 14-in NPT 
in 2, 3, 4 and 5-way types allow close- 
quarter installations. Operate on pres- 
sures from partial vacuum to 500 
PSIG. UL approved, 110V 60C coils 
are standard. Versa Products Co., 
Inc., 150 Coolidge Ave., Englewood, 
N. J. 
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Line of industrial wheels 
is expanded and improved 


Line of “Durothane” industrial 
“Durothane D” 


wheels for lift trucks, pallet trucks and 


wheels includes 
casters, as well as a low profile wheel. 
The low profile non-smuging tire for 
towline systems and manually op- 
erated trucks meets specifications of 
Towline Truck Committee of the 
Caster and Floor Truck Mfrs. Assn. 
Improved Polyurethane elastomer in 
Durothane compound gives wheels 
greater bonding strength, higher load 
capacity, greater resistance to cutting, 
chunking. Wheels are said to last 5 
times as long as rubber, reduce power 
consumption to 35%. Devine Bros. 
Co., 200 Seward Ave., Utica, N. Y. 


Has replaceable 
Steel gib plat 


Maker claims 414-in. milling machine 
vice costs 4% less than comparable 
vices. Features include a generously 
proportioned coolant trough; a re- 
placeable steel gib plate; reversible 
steel jaw faces (one side is smoothly 
ground surface and the other has ver- 
tical and horizontal “V” slots). In 
stationary flanged base model ( weigh- 
ing 50 lbs.) or with a graduated 
swivel base (weighing 61 lbs.). Wil- 
ton Tool Mfg. Co., Inc., 9525 Irving 
Park Rd., Schiller Park, Lil. 


VALVE IS SELF-CONTAINED 


*2-in-1” quick exhaust double check 
valve operates on pressure differential 
to provide rapid, full-flow connection 
of air from either one of two sources 
to a common outlet, but not between 
the two sources. Valve can thus 
function as a qiuck exhaust valve 
or as a double check valve. Modernair 
Corp., 400 Preda St., San Leandro, 
Calif. 
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Meet emergencies 
immediately... 


ASSEMBLE 


TM ALLOY SLINGS 
with TM Hammerlok Links! 


A minimum inventory of TM Alloy Chain, Hammerlok 
Links, safe, sure-grip Tayco Hooks and master links 
puts you in a position to gain a greater share of the 
alloy sling business in your area. Fast, easy assembly 
permits you to give same-day service—gain extra new 
business at a handsome profit. No skilled labor—no 
special tools—no peening necessary. TM Hammerlok 
Links are stronger than the chain or attachments. Check 
with Taylor on a Hammerlok Link program for your area. 
Write today for price lists, catalog sheets and sales helps. 


Everything Swings on TM Slings 


aylor 
ade 


SINCE 
1873 


CHAI 


Assemble with a ham- 
mer. May be reused. 


S.G. TAYLOR CHAIN CO.., Inc. 
Plants: Hammond, Indiana 
3505 Smaliman St., Pittsburgh, Pa. 





Representatives in Principal Cities in the United States and Canada 
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LOCK WASHER COMPA 


NEWARK > NEW JERSEY e MILWAUKEE <7 Wisc 


NATIONAL 


KAN] TINK 


SPRING WASHERS 


Customer - preferred 
for Performance 


Distributor - preterred for Profits 


High-efficiency National Kantlink Spring Lock 
Nashers are known industry-wide for their ‘“‘live 
action’, longer lasting dependability. National 
features an expanding, powerful helical spring 
action that assures permanently-tight bolted as- 
semblies. Distributors nationwide like National's 
mutual-interest sales policy that affords maxi- 
mum distribution sales and profits from the 
customer-preferred spring washer line! 


National Display Packaging 
is Clearly Labeled, Easier to 
Store 


Convenient to display National 
packages are supplied for all 
standard sizes. These especially 
re-inforced boxes are extra-strong 
to prevent damage and keep 
shelves neat and attractive. 


Stock and Sell National — 
Your “Double Action’’ Profit 
Maker 


Nationa! Catalogs are available. 
Call or write, today, for full par- 
ticulars on the National line. 


The NATIONAL 


i 





LABORATORY FURNITURE 


Line of heavy duty, quality steel labo- 
ratory furniture was designed to meet 
requirements in research departments 
of industrial, educational and institu- 
tional organizations. Borroughs M/g. 
Co., Subsidiary, American Metal 
Products Co. of Detroit, 3002 N. Bur- 
dick, Kalamazoo, Mich. 


Disconnects are readily adaptable to 
instrumentation and small air lines 


Miniature quick disconnect with auto- 
matic locking and designed for in- 
strumentation is available in three 
different styles of end connections. 
Disconnects for thin wall plastic tub- 
ing ( 4-in and 1.70 I.D.) have a tube 
support for securing tubing. Plastic 
sleeve and brass locking nut forms a 
compression type fitting that only 
needs to be finger tightened to form a 
positive leak-proof connection. Brass, 
aluminum or copper tubing (:*%-in 
and !4-in O.D.) can be attached to 
the socket or plug with a compression 
type fitting that doesn’t need flaring 
of tube. A third type is for pipe lines 
and rubber hose with 4% NPT male, 
female and 1%-in hose stem con- 
nections. Perfecting Service Co., 332 
Atando Ave., Charlotte 6, N. C. 


INDUSTRIAL DISTRIBUTION 











files on your mind? 


Here's a happy man who's thinking about the profits not the problems of selling files. Of course he’s a 
Grobet distributor, and he’s got a full line that almost sells itself . . . a line with exclusive design features 


that build sales and repeat business . . . prestige and profits. Grobet’s line gives him prompt deliveries, 
attractive new packaging, extensive selling assistance and advertising support . . . everything he needs to capitalize 
on the growing importance of the file market such as for tungsten carbide and high speed steel rotary files. 


Why not find out more about the advantages Grobet File Company of America may offer you? Write today! 


She 
GROBET FILE COMPANY OF AMERICA, INC. 


ae 
Los Angeles: 3314 Fruitland Avenue—LUdliow 8-1778 
New York: 129 Lafayette St.—WOrth 6-0030 


CARLSTADT, NEW JERSEY 
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Chicago: 311 North Desplaines St.—CEntral 6-1489 


Offices and Warehouses: 
Atlanta: 1475 Spring St., N.W.—TRinity 6-1064 
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SOURCE FOR TWIST 
DRILLS TAPS & TOOLS 


Because of the extensiveness of the Pre- 
cision Line and the exceptional quality 
that goes into each tool, there is the cor- 
rect type for every application. 

These tools are speeding production and 
cutting costs in plants in all territories. 
They readily prove their worth and make 
money for you. 

Precision specializes in Straight Shank 
Twist Drills and Drill Blanks as small as 
.006 Diameter. Also Taps, Carbides and 
Tools. 


Pree CATALOG— 


It will pay you to keep the Pre- 
cision Catalog handy for quick 
\ reference. Send for your copy. 


—— 


> PRECISION TWIST DRILL 


AND MACHINE CO. 


PHONE 2040; TWX CRYSTAL LAKE, 3127 


10 WOODSTOCK ST., CRYSTAL LAKE, 


ILL. 





Saw cuts flush up or down, left or 
right, without added attachments 


Heavy duty, two-speed “All Purpose” 
saw, with flush cutting and multi-di- 
rectional cutting features, has applica- 
tion in building, plumbing. heating 
and air conditioning trades. as well 
as auto repairmen, tree surgeons. 
Saw, No. 363, mounts blades in any 
of 6 different positions to operate in 
any cutting position. Blade clamp pre- 
vents blade from pulling out while 
cutting. High speed—3000 SPM—is 
for fast-cutting wood (both cross-cut 
and ripping), plaster board, com- 
position material. Low speed (2200 
SPM) is for cutting a wide range of 
metals, plastic pipe, transite and 
similar materials. Saw is 14!4-in 
long, will fit between joists or studs on 
16-in centers. Stanley Electric Tools, 
195 Lake St., New Britain, Cann. 


—$$ 


Redesigned spargers are highly 
resistant to fatigue, thermal shock 


Fluoroflex-TS (Teflon) spargers for 
injecting steam and other vapors 
below the liquid level provide corro- 
sion proof, non-contaminating con- 
struction to 500-deg. F. Spargers are 
internally reinforced with steel to 
withstand high mechanical loads im- 
posed by severe agitation or viscous 
materials in reactors and _ other 
process \ essels. Teflon line r and 
jacket prevents build-up of corrosion 
deposits. Standard packing glands 
provide gas-tight seals to 50 psi. 
Available in pipe sizes from | to 3-in 
and any length to 10 ft. Resistoflex, 
Roseland, N. J. 


INDUSTRIAL DISTRIBUTION 





“More Sales per Day”. . . 
—offer your customers ALLFLEX HOSE 





Stock Allfiex Hose, and you will have an exclusive all-purpose con- 
struction to meet almost every customer’s requirements! Point “MORE USE PER DOLLAR” 
out these “More Use per Dollar” features: FOR CUSTOMERS ... 
“MORE SALES PER DAY” 
ALL-PURPOSE—designed for use with air, water, oil and gases— FOR DISTRIBUTORS 
even mild chemicals! 
Each of these basic R/M prod- 
uct lines include constructions 


to meet every customer re- 
PRECISION BUILT— inseparable tube-to-cover bond assures long serv- quirement ... each has ex- 


ice life under toughest conditions! clusive service advantages to 
build distributor sales: 


FLEXIBLE AS A ROPE—yet strong, light and kinkless—coils and un- 


coils freely in any direction! 


‘SAFER, EASIER COUPLING—uniform inside and outside diameters, 
permit unrestricted flow! 
¢ R/M Conveyor Belts 
MANDREL-MADE—the first horizontally braided, mandrel-made all- 
* R/M Rubber Hose 


purpose hose at a popular price! 
R) : 
¢ R/M Poly-V‘"’ Drives 
Increase your hose sales—make more profit per sale. Stock a single all- and V-Belts 


purpose construction to cover most customer needs with a longer- * R/M Flat Transmission 
lasting hose. Call your R/M representative if a customer has a prob- Belts 





lem requiring special hose, flexible rubber pipe or expansion joints. 








RAYBESTOS-MANHATTAN, INC. 
MANHATTAN RUBBER DIVISION + PASSAIC, N. J. 
ENGINEERED RUBBER PRODUCTS 
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SCREW JACK MODELS 
TO CHOOSE FROM 


THE WORLD'S MOST COMPLETE LINE! 


f JACKS 
SCREW JACKS 
4-WAY HEAD—19 MODELS 
10 to 24 tons capacity. 


Ball bearing, Malleable Housing, 
Safety peep hole. 


RATCHET HEAD— 
10 MODELS 


20 to 24 tons capacity 
for close-quarter operation. 


PLANER JACKS JOURNAL JACKS 
—5 MODELS TT 8 Models, three 

2 to 8 tons =. with aluminum 
capacity. 2%” to v= alloy housings. 

7” high. 1” to / = (8. 15 to 50 tons 

4Y," Lift. Swivel |. = Mes’ capacity. 
head & lock screw. © 


TRAVERSING BASES and REEL JACKS— 
TRAVERSING BASE 3 MODELS 
SCREW JACKS 5 and 15 ton 


7 Models—10 to 50 tons cap. capacity. 
Vertical & Horizontal travel. 





TRENCH & 

TIMBER BRACES 

22 Models, Drop-forged steel 
—1%)”" & 2” dia. screws. 


Adapt to any width of trench. SHORING JACKS 


8 Models, Forged Steel. 
Machine cut screws. 
25 & 35 ton cap. 


PUSH & PULL JACKS 
12 Models 
Util-A-Tool—the tool of 

a thousand uses. 


Look for further 
information on Hydraulic 
and Lever Jacks in 

other advertisements. 


Other screw types: Steamboat Ratchets & 
Load Binders, MINE ROOF AND TIMBER 
JACKS, Rail Puller & Expander, and Gear 
& Wheel Pullers, Bumper Jacks, 


WRITE FOR CATALOG: MECHANICAL 60 


TEMPLETON, KENLY & CO. 2523 GARDNER ROAD ¢ BROADVIEW, ILL. 
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Caster features improved 
type of swivel lock mechanism 


Improved swivel lock mechanism, 
available on most of company’s 
swivel caster models, utilizes the 
spring-loaded pin stop principle, and 
in addition includes a_ specially 
formed structural Nylon cap over 
which the mechanism’s control lever 
operates with positive positioning 
security. Swivel lock equipped 
casters are produced as one, two, three 
and four position lock models. Albion 


Industries, Inc., Albion, Mich. 


NEED NO NUTS, BOLTS, SCREWS 


““Add-A-Drawer” units. used to con- 


vert open storage space at the bottom 
of two models of company’s mobile 
tool cabinets to enclosed additional 
drawer space, install merely by slid- 
ing into place, where they become 
firmly seated between overside full- 
length corner posts. Units operate on 
movable slides to permit full pull- 
out with firm support and positive 
retention. Huot Mfg. Co., 500 N. 
Wheeler Ave., St. Paul 4, Minn. 


INDUSTRIAL DISTRIBUTION 
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MARKET PLACE in the WESTERN HEMISPHERE 
5™ ANNUAL 


5. WORLD TRADE FAIR 


MAY 3-13 
NEW YORK COLISEUM 


First in coverage, concentration and convenience, the U. S. World Trade Fair is today’s 
single-source answer to the buying of high-profit imported products. Here is the most 
complete range of goods and services from over 3,000 leading foreign manufac- 
turers, suppliers and exporters, presented compellingly—under one roof, at one time. 


Among this year’s exclusive high-profit lines and world premiere showings from more 

than 60 countries are MACHINERY * MACHINE TOOLS, HARDWARE & TOOLS » 
ELECTRONICS « ELECTRICAL EQUIPMENT, FIXTURES & APPLIANCES « OFFICE 
MACHINES & EQUIPMENT + BUILDING & PLUMBING EQUIPMENT « PRINTING 
MACHINERY « BASIC MATERIALS. 


The most experienced, most extensive trade center of the Americas, the U. S. 
World Trade Fair also offers significant benefits to businessmen interested 
in * non-competitive distribution rights * exclusive franchises * unusual 

investment opportunities. 


Over 169,000 profit-minded, sales-conscious buyers hailed the 
1960 Fair as the merchandising event of the year. You can 
cut valuable days from your buying trips this year with one 
visit to the #1 Market Place in the Western Hemisphere. 


SEND TODAY FOR FREE — A: ADMISSION CREDENTIALS. 








. Please check below the clas- 
sification of your business. 
REGISTRATION COUPON PLEASE PRINT 

(C Wholesaler 


FOR THE TRADE ONLY NAME Fi uagester 
SAVE TIME! REGISTER NOW! FIRM C Retailer 

Fill in, mail the registration STREET oO ay 

coupon for your FREE ad- erry Oo ~~ rs. oo 
mission credentials. There is a oO ser acturer 

no registration fee. Please TYPE OF BUSINESS rt ee Buyer 
check below if you want us PRODUCTS MFG'D. OR SOLD (C0 Other 


to make hotel reservations = swwiten STATES WORLD TRADE FAIR, 331 Madison Ave., New York 17, N.Y. [Please send us your hotel 


for you. 
1.D. Minors under 18 years will not be admitted during trade sessions. reservation blank. 


- 
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When You Buy 


HACK SAWS 


partan.. sii salen 


Here Ils What You Have 


We make a full line of Hack Saws and Band Saws for 
every type of metal cutting. Accepted by industry for 
41 years which proves their quality. 


Our SPARTANIZED methods produce an unusual 
quality that has brought more users to SPARTANS. 


We sell only through Distributors, give full protection 
and DON’T OVERLOAD TERRITORIES. Our men are 
working with and for you at all times. 

Advertising is constantly before your trade, bringing 
out our SPARTANIZED advantages, and, that you can 
furnish from your stock. 


Catalogues and sales literature furnished bearing your 
imprint in large type. 


Here's Your Opportunity 


We have a few open territories on exclusive 
basis. If any Distributor wants to tie up future 
profits with a proven metal cutting line, write 
us today. 


and dont forget 


SPARTAN Distributors don’t find another SPARTAN 


Distributor just around the corner. 


SPARTAN SAW WORKS, INC. SPRINGFIELD, MASS. 
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PLASTIC 
FULLER & SOLDER 


agic 
BOND 


(BLACK 
REPAIRS DENTS & HOLE 
QUICK & EASY 


SETS IN MINUTE FL 


Ry ey 


Adheres firmly to metal, wood 
plastic and other materials 


Polyester resin plastic filler and 








cream hardener, called Magic Bond, 
is flexible enough to withstand heavy 
vibration without loosening or crack- 
ing. resists rusting, corrosion, shrink- 
age, flaking, chipping and peeling. 
Bond hardens in 5 to 7 minutes at 
room temperature, can be sanded and 
painted in 15 to 20 minutes. Non- 
toxic, contains no fiberglass. Magic 
Iron Cement Co., Inc., Cleveland 28, 
Ohio 


Beveler smooths pipe ends for welds, 
provides a factory-finish bevel 


“Speedy Pipe” beveler, model 610, 
bevels both small and large pipe sizes, 
from 11% to 24-in in diam, including 
high alloy steel, stainless steel, and 
aluminum pipe. Beveler attachments 
are designed to fit on straight shank 
grinders, either air or electric, with 
an extra attachment available for 
peanut grinders. Beveler attachments 
are said to provide weld prep for 
better welds; help maintain proper 
alignment prior to welding; hold 
grinder so it works off cutting edge 
of wheel, not the side, to speed bevel- 
ing time. Bevels out-of-round pipe 
and, with mandrels, bevels T’s and L’s 
in sizes 1%, 2, 214, 3 and 4-in. 
Speedy Pipe Beveler, 235 South Oak, 
Blackfoot, Idaho 
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HERE’S A FAST-MOVING, TOP-PROFIT LINE 
OF PRECISION POWER TRANSMISSION PRODUCTS 


For selected distributors, the Formsprag line offers great 
opportunities for increased sales, more profits, and assur- 
ance of customer satisfaction. Because their proved per- 
formance record of superiority assures unusually high 
acceptance, every industry is a potential customer for 
these precision power transmission products. 


FORMSPRAG 


CLUTCHES 


Provide Greatest Torque Capacity, 
Highest Precision, Longer Life 


The Formsprag clutch consists of a full complement of shaped 
sprags located between two concentric races. Full torque is 
transmitted from one race to the other by the wedging action 
of these precision sprags—there is no lost motion or slipping. 
Also, the sprags engage at constantly changing contact points 

clutch life is lengthened and backlash eliminated. With 
greater contact in a given annular space, Formsprag clutches 
transmit more torque in relation to size and weight. Clutch- 
couplings utilizing Formsprag ball bearing clutches are also 
available. 


Small, Light-Duty, Sleeve-Bearing Clutches 


Models FS-02 and FS-04 are ideal for 
business machines, instruments and 
small industrial machines. Provisions 
are made for mounting components on 
the hub. Bore diameters: 4%’, %” and 
¥2”. Torque capacities: 4.5 Ibs. ft. and 
17 Ibs. ft. Eight models (FS-3 through 
FS-16) are for general industrial appli- 
cations not requiring bali bearings. 
Bore diameters from .375” to 2”. 
Torque capacities: from 10 Ibs. ft. to 
1310 Ibs. ft. 


General Purpose Ball Bearing Clutches 


For over-running, indexing and back- 
stopping applications, this series of 
general purpose ball bearing clutches 
assures dependable operation and long 
service life. Mounting provisions and 
a full complement of load-carrying 
sprags are incorporated in all models. 
Bore diameters range from .500” to 
12.000’ and torque capacities from 
95 Ibs. ft. to 136,500 Ibs. ft. 





High-Performance Ball Bearing Clutches 


These clutches provide unusually high 
performance when used on over- 
running, indexing or backstopping ap- 
plications. Their design incorporates 
customized combinations of sprags, 
retainers and seals to provide optimum 
performance when long-life or high 
speed operation are prime requisites. 
Bore diameters: from .500” to 6.000’. 
Torque capacities: from 140 Ibs. ft. to 
13,500 Ibs. ft. 


OVER-RUNNING free Wheeling 
INDEXING Polcheting 
BACKSTOPPING Ho/dback 


Products, Promotion, Policy, Profits 


The products shown and described on this and 
the following page indicate the high quality that 
is characteristic of the complete Formsprag line. 
A national advertising and sales promotion pro- 
gram of proved-effectiveness is constantly pre- 
selling your customers and making personal sales 
efforts more productive. In addition, Formsprag 
has developed a sales policy that is designed to 
establish and maintain mutually profitable dis- 
tributor-manufacturer relations. There are many 
more significant benefits for selected distributors 
handling the Formsprag line—we invite you to 
write for more complete information on products 
and policy. 


ADDITIONAL FORMSPRAG PRECISION 
POWER TRANSMISSION PRODUCTS 


23597 Hoover Road, Dept. 113-A 
Warren (Detroit), Michigan 


Precision Power Transmission Products 





REV {| LOK 


DEVICES STOP FEEDBACK TORQUE; PROVIDE TWO- 
DIRECTIONAL DRIVE, POSITIONING, OVER-RUNNING, 
BACKSTOPPING AND LOAD-RELEASING 


These multi-purpose devices have an exceptionally wide 
range of application and may be adapted for single revolution 
and torque limiting functions. They offer greater torque 
capacity for their size and weight and permit higher over- 
running speeds than any similar device. 

Standard models having bores or shaft sizes from 4 " to 
2%" in diameter provide torque capacities ranging from 40 
lbs. in. to 30,000 Ibs. in. Smallest Rev-Lok sizes have mount- 
ing flange on outer race, are permanently lubricated and can 
be used for end-to-end or coaxial drive. 

The unusual features, design characteristics, operating 


Tava ke) @nolty-\mm ie) le)t| ms kele 4) ic) functions and a number of typical applications are discussed 
in detail in Rev-Lok technical Bulletin—write for your copy. 
AND POSITIONING DEVICES ' : 


MOTOR - es . 
SOLENOID ACTUATED ¢ REVERSIBLE morTor 


TYPICAL 


oe REV LOK if : . smsnoe Device LNG; ae ; 
APPLICATIONS | wa EN 


ROTATING POSITIVE POSITIONER TORQUE RELEASING CLUTCH (SINGLE REVOLUTION CLUTCH) POSITION DEVICE 


{ 


- 


~ 
NEW Ry, RAWSON 


CENTRIFUGAL CLUTCHES & CLUTCH-COUPLINGS 


Improve Motor Performance— 
Permit Using Smaller Motors— Provide 


Automatic Overload Protection— ADDITIONAL FEATURES 


Allow Across-the-Line Starting All metal shoes never need 
adjusting, permit higher oper- 

The ‘‘A”’ series of Rawson clutches and ating temperatures, assure 

clutch-couplings are designed for direct longer service. 


drive. shaft-to-shaft installation. The Fluid-smooth starting without 


Rawson “B”’ series of clutches is used power loss of fluid types at full 
for indirect drive application. ‘“B’’ type load R.P.M. 


: thes transmit powe driven equip- . . 
clutches transmit power to driven equity Protects delicate equipment — 


ment through sheaves, sprockets or no starting shock. 


gears mounted on the hub. “an i , 

No-Load”’ starting reduces 
motor acceleration time to a 
fraction of a second. 


The series ‘"B’’ Rawson clutches also 
have a new seal that prolongs bearing 
life and blocks entry of external con- 
Full power at normal operating 
R.P.M.—No Slip, No Power 
Loss, No Heat. 


tamination. Both series ““A”’ and “‘B” 
are also available with a delayed engage- 
ment feature for load-free idling, stand- 
by or dual drive type installations. 
Standard models have bore diameters 
from .500” to 8.375” and capacities from 
fractional H.P. to 825 H.P. Write for 


Rawson Catalog FORMSPRAG COMPANY 
=< 23597 Hoover Road, Dept. 113-A * Warren (Detroit), Michigan 


Precision Power Transmission Products 


Selected distributors of Formsprag products have unusual sales opportunities—for more complete information, please write. 





Customers don’t settle for 
“any old” wire rope... 


Not when you sell the right combination of wearing qualities 
in the right Macwhyte! 
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WHICH COMBINATION OF THESE WEARING 


RESISTS CORROSION 


RESISTS ABRASION 





RESISTS BENDING FATIGUE 





QUALITIES DO YOUR CUSTOMERS NEED? 


NON-ROTATING 














RESISTS CRUSHING 





ASK ABOUT MACWHYTE’S 


NEW 7-FLEX® 


MACW HYTEwire ROPE COMPANY 


Wire Rope Manufacturing Specialists since 1896 
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WIRE ROPE 
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You’ve got what it takes to make sales and win 


satisfied customers... 


The right wire rope with the right 
combination of wearing qualities is 
built into Monarch Whyte Strand 
and PREmium Whyte Strand Wire 
Rope. Here’s quality you can stand 
behind. Macwhyte has a complete line 
of wire rope for you, including Stain- 
less Steel, Monel Metal, and Plastic 
Coated Ropes, plus Slings of both 
standard and braided types. 


Macwhyte supports you with national 
advertising, catalogs and circulars, 
prompt deliveries, and personal help 
from district representatives. Mac- 
whyte is nationally promoted and 
nationally accepted by industry 
everywhere. Join the growing family 
of successful distributors selling 
Macwhyte Wire Rope products. Ask 
to have our district manager call. 


2900 FOURTEENTH AVE 
KENOSHA, WISCON 
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RANGE OF SIZES AND THREADS 
Here you see the smallest and 
largest hex sizes produced by 
Fischer with the finest and 
coarsest standard threads. The 
miniature is %” x %4”" with 
0-80 threads . . . jumbo is 1%.” 
x 3%," with 54-11 threads. 





RANGE OF THREAD DIAMETERS 


Turned from 1%," hex stock, 
these nuts illustrate variation in 
LD. obtainable in same blank 
size (depending on thread spe- 
cified). One is A,” LD., the 
other only %4”. 





RANGE OF LENGTHS 

Both these nuts are 5%” O.D. 
with %,™” thread diameter. The 
husky one is 4%” long, the other 
%4o”. In specific nut sizes, max- 
imum length is determined by 
thread pitch and thread I.D. 
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RANGE OF STANDARD TYPES 


In addition to hexagon nuts, 
Fischer also supplies cap (acorn), 
open-end cap, knurled thumb, 
battery and fixture nuts in a 
range of sizes with standard/ 
special threads. 





ODD SIZES, SHAPES & THREADS 

- are another specialty with 
Fischer. In fact, we have pro- 
duced more than 3400 different 
types of non-standard brass and 
aluminum nuts. What do you 





there’s no premium for precision at 


oo 


FISCHER SPECIAL MFG. CO. 


FISCHER IS THE LEADING PRODUC- 
ERS OF PRECISION TURNED BRASS 
AND ALUMINUM NUTS .. . TO 
YOUR SPECIFICATIONS! 

Whatever your requirement, Fischer 
can assure you of premium quolity 
and prompt “on schedule" deliver- 
ies at competitive prices. WRITE 
FOR CATALOG FS-1000. 


BEVEL GEAR OPERATOR 


Bevel gear operator, called the “Con- 
verto-Gear Operator”, is designed to 
provide power-assist in opening and 
closing iron and steel O.S.&Y. and 
non-rising stem gate valves having 
stem diams. of 214-in or less. “Con- 
verto-Gear Operator” can be supplied 
with new valves, or ordered sepa- 
rately and installed in the field on 
company’s present valves. Operator 
uses a bevel gear with a 4.11 to 1 
ratio, and unit adapts for either pneu- 
matic or electric power wrench op- 
eration. Features include quick, easy 
installation with hand tools; spiral cut 
bevel gears for long wear life; oiltight 
gasketed joints and oil seals; adapt- 
able for either vertical or horizontal 
valve installations. Crane Co., 155 N. 
Wacker Drive, Chicago 6, Ill. 
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Particularly suitable for 
use in portable machines 


Series of short length power drills, 
in fractional and wire gage sizes, are 
of same specifications as screw 
machine drills except for specially de- 
signed, heavier webs. Drills will with- 
stand considerable strain and will 
drill successfully where full length 
drills may fail, maker claims. Recom- 
mended for drilling sheet metal, stain- 
less steels, auto bodies etc. Whitman 


& Barnes, 40600 Plymouth Rd., Ply- 


mouth, Mich. 
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WOULD YOU RATHER HAVE... 


this kind of pre-selling 
to your prospects... 


Black & Decker’s aggressive 
promotion is another yardstick you can 


use to measure the superior selling power of 
B&D’s Key Line. It’s a key point that can help 
set the tone of your salesmen’s pitch, raise the 
level of your net profits. National advertising, 
direct mail, literature, sales aids—-a complete, 
integrated B&D promotional program that 


Black s Decker- 


key line to profit growth 
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Black & Decker 


POWER Teets 


J WEAMY DUTY SAWS 


nearness 


or this overall 
promotional activity? 


influences hundreds of thousands of prospects 
every month—that’s what you have working 
for you. It all makes Black & Decker the best 
known name in its field, Black & Decker tools 
easier to sell in your territory. 


Aggressive promotion is just one of Black & 
Decker’s keys to successful Key Line selling... 
and better business for both of us. 


The Seven Keys to More Profit 


1. Broad Markets 2. Complete Line 
i © Aggressive Promotion)4. Quality Products 
5. Expert Field Assistance 6. Good Profit Margins 
7. Product Service 
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Where portability is needed... 


PEERLESS PACKET ALUMINUM HOISTS 


Portability is a major requirement in many hoist applications. Peer- 
less Packet Aluminum Hoists more than meet this demand. Typical 
of the reactions of steamfitters, boilermakers, ironworkers and main- 
tenance men is this comment: “We like these hoists because their 
light weight permits us to carry them from job to job more easily. 
And they take a terrific beating, need little maintenance.” 
Harrington offers a complete line of hoisting equipment. To- 
gether with its reputation for quality, this explains why distributors 
do a good business with the Harrington line—customers are well 


supplied, well satisfied, keep coming back. Write for particulars. 


THE HARRINGTON COMPANY 


Plymouth Meeting 11, Pa. 


Hand Chain Hoists (‘4 to 60 tons) « Electric Hoists (170 to 4000 Ib.) 
Trolley Hoists (4 to 12 tons) « I-Beam Trolleys (‘4 to 20 tons) 
Lever Pullers (4 to 14% tons) « Safety Latches (13 sizes plus specials) 
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FAST TRACTION FOR CARS 
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Can be shipped without 
further packaging 


100-lb. moisture-proof fiber drums 


se 


for “Ice Rem Super”, company’s ice 
melting chemical, are fitted with plas- 
tic liners and metal seal tops to 
facilitate storage of material for extra 
long periods without deterioration. 
Lithographed in three colors. Speco 
Inc., 7308 Associate Ave., Cleveland 
9, Ohio 


Doesn't load up or need dressing: 
long belt dissipates grinding heat 


Plane blade grinding attachment for 
company’s Belt and Disc Finishing 
Machine permits precision sharpen- 
ing of plane blades, wood chisels, 
cold chisels, screw drivers, knives and 
other cutting tools on the belt of this 
machine. A two-in. wide aluminum 
oxide belt, used instead of the stand- 
four-in. belts for sanding and grind- 
ing. is supplied with the attachment. 
Delta Power Tool Div., Rockwell Mfg. 
Co., 482 N. Lexington Ave., Pitts- 
burgh 8, Pa. 
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Add profitable volume to your operations with these 


famous Pittsburgh brushing tools. They’ve been de- 
signed for long wear . . . with long profits for you men 
who handle them. 


@ It’s a most complete line, comprising both power driven 
and hand operated brushes for any job in any industry. 


e Write for full details. Pittsburgh Plate Glass Company, 
Brush Division, 3221 Frederick Ave., Baltimore 29, Md. 


PITTSBURGH 
BRUSHES 





* CHEMICALS + PLASTICS + FIBER GLASS 


came, OR aice ria T E GLASS COMPA N Y 


(IN CANADA: CANADIAN INDUSTRIES LIMITED 
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CURTISS-WRIGHT 


| me A - * 
ANNUUN' 


A NEW LINE OF 

HIGH QUALITY 
“PNEUMATICALLY OPERATED 
HAND TOOLS 


PNEUMATIC DRILLS — Sizes from %” 
to 14%4”. Weight, 4% to % as much as com- 
parable electric drills. Easily controlled speed, 
for slow starts without pre-centering. 


Precision designed, pneumatically operated hand tools manufactured 
by the internationally known Grasso Works of Hertogenbosch, Holland, 
are now sold and serviced through the Marquette Division, Curtiss-Wright 
Corporation. Here is the complete selection of economical hand tools that 
combine light weight and rugged construction with high speed and excellent 
balance for fast, comfortable, safe operation and long maintenance-free 
service. For production, maintenance, and general utility work the complete 
line of hammers, drills, sprayers, riveters, rammers, and the all-purpose 
6-in-1 COMBINAIR kit meet every industrial requirement. 


GRINDERS — Small, compact, and power- 
ful with diameters from %” to 9”. 


HEAVY DUTY HAMMERS — Available with 
round and hex shanks and a wide range of 
fittings for cutting, scaling, chipping, caulk- 
ing, etc. 


COMBINAIR — 6-in-1 all-purpose tool. The 
basic unit, with attachments, can be used 
for drilling, cutting, sanding, buffing, cor- 
ner drilling, and polishing. 


FOR INFORMATION WRITE THE MARQUETTE DIVISION, 
CURTISS-WRIGHT CORPORATION. 


CURTISS ( WRIGHT 


MARQUETTE DIVISION 


1145 Galewood Drive, Cleveland 10, Ohio 


AD #0. 32-6 
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Dispenser feeds pre-cut 

wires one-at-a-time 

Wire dispenser consists of 10 high- 
impact plastic tubes held in a rack. 
Wires of any desired length can be 
cliped in the tube for one-at-a-time 
withdrawal. Racks of tubes can be 
mounted one upon the other with the 
dispenser ends of the tubes always 
clear. Racks can be placed on bench 
top with an easel stand or hung where 
desired. Products For Industry, Inc., 
1704 Summer St., Stamford, Conn. 


Band saw can be used as upright 
band or horizontal cut-off saw 


Compact metal cutting band saw, 


Model 300, is a dual purpose machine 
that can be used as a horizontal cut- 
off saw or as an upright band saw 
for cutting angles, slots, notches and 
bevels. Max. horizontal cutting ca- 
pacity is 34 x 6-in for rectangular 
shapes, 314-in diam (3-in pipe) for 
rounds. Powered by a 14 Hp, 115 
volt motor with a “V” drive, saw 
offers selective blade speeds of 54, 
100 and 190 FPM. To convert to a 
vertical saw head is swung into a 
vertical position. Saw takes 1644 x 
3814-in floor space; entire unit 
weighs 110 lbs. Wells Mfg. Corp. 
606 Adams St., Three Rivers, Mich. 
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VIBRATORY FEEDER 


Model FH-33 vibratory feeder has a 
maximum capacity of 75 tons per 
hour, for applications between com- 
panys Model F-33 (50 tons per 
hour) and Model F-44 (100 tons per 
hour). Capacity is based on handling 
damp sand or coarse materials 
weighing 100 lbs. per cubic foot, in a 
standard 24 x 42-in flat pan trough 
sloped 6-deg. downgrade. Stepless 
control of feed rate can be adjusted 
from maximum capacity down to 
10% of maximum. Model is fur- 
nished, complete with separate con- 
troller. for 115, 230 or 460 volt, 60 
cycle, single phase, a-c operation. 
Syntron Co., 900 Lexington Ave., 
Homer City, Pa. 
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Reversing transmission offers 
fast positioning, sequencing 


Five-horsepower transmission, called 
Electromission, provides high-speed 
positioning, reversing and sequencing 
of loads for industrial servo systems 
and automated systems using card or 
tape control. Unit consists of an input 
and an output shaft, connected 
through either a gear drive or a chain 
drive, depending on the status of two 
opposing electromagnetic clutches. 
Engaging one clutch provides chain 
drive, for same-direction rotation of 
the output shaft compared to input 
shaft. Engaging other clutch produces 
gear drive, for opposite-direction 
rotation of output shaft. Airborne 
Accessories Corp., Hillside, N. J. 
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Now tanta BIG jobs 
or SMALL... 
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SWENCH 


Manual Impact Wrenches 
NOW AVAILABLE IN NEW 
Ye &% UTILITY SIZES 


Small in size, the all new 4%” and %” SWENCH manual impact 
wrenches are big in power when it comes to loosening tough,small 
sized “frozen” nuts and bolts. 

Like the heavy duty SWENCH wrenches for industrial use, the 
new 42” and %” sizes apply a tremendous wallop of torsional 
impact in automotive, light industrial, commercial, and utility use. 
Now a completely portable SWENCH can be taken to any job — 
big or small — for high speed, safe and easy removal of “frozen” 
nuts and bolts that previously had to be burned off or drilled out. 
SWENCH wrenches are economical too — they cost far less than 
other types of impact wrenches and save valuable man hours. 

In addition to the new 42” and %” sizes, SWENCH wrenches are 
available with %4”, 1”, 1%” and 1%” drives. Call your local 
industrial distributor today for a demonstration or write to: 


Don’t wrench it-SWENCH /T!/ 


CURTISS &} WRIGHT 


MARQUETTE DIVISION 


1145 Galewood Drive, Cleveland 10, Ohio 
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SIMPLIFY INVENTORY 


with the all-purpose gasket material 


You keep customer good will when 
you sell DURABLA gaskets. He buys 
gaskets of a single material that can 
be used with proved safety for over 
120 chemicals, and their thousands 
of variations. 

You serve him quickly . . . exactly. 
That kind of customer service brings 
him back for more. In addition, there 
is less chance of making mistakes in 
filling orders, and at inventory time. 

Built-up of a thoroughly digested 
mixture of carded asbestos fibre with 
a small amount of special compound, 


DURABLA Homogeneous Sheet 
Packing is used for sealing of practi- 
cally all oils, gases, alkalies, acids and 
hydrocarbons. It is suitable for a wide 
range of temperature-pressure 
combinations. 

DURABLA Sheet Packing comes 
in eight gauges. Gaskets are supplied 
in all sizes and shapes, accurately 
machine cut. 

Send for price list, samples and 
descriptive bulletin [D31. 


DURABLA MANUFACTURING COMPANY 


114 Liberty Street, New York 6, N. Y. 


— DURABLA 


Manutacturers of DURABLA Pump Valves and Check Valves 





Sealing compound is waterproof, 
permanently flexible 


Sealing compound, called “Tub and 
Tile Sealer”, has applications in 
plumbing and general industry for 
caulking and sealing around tanks, 
windows, air ducts, water lines, elec- 
trical boxes, etc. Compound is quick 
setting, while, non-yellowing and has 
strong adhesion qualities—a pull of 
1500 lbs. is needed to separate two 
wooden blocks, one inch square. Has 
good weathering resistance, is non- 
tacky, and is available in 
plastic tubes with applicator nozzle. 


SIX-OZ. 


Devcon Corp., Danvers, Mass. 
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Outlet reel operates several 
tools and appliances at one time 
Model 600-PO. 


outlets 


Portable outlet reel. 


prov ides 3-way whereever 


needed in plant, shop, warehouse or 
office. Cord plugs in outlet, pulls out 
to any desired length to 15 feet, locks 
and automatically retracts into hous- 
Automatically 


retracting reel promotes safety and 


ing when not in use. 
protects wiring. Heavy duty spring 
motor is dust proof, lifetime lubri- 
cated. Cordomatic, 17th Indiana 


Ave., Philadelphia 32, Pa. 


OPERATES IN CLOSE QUARTERS 


Screw-type swaging tool, for use on 
larger aluminum, brass and copper 
tubing where “sweat-type” fittings are 
needed, swages all four of the larger 
plumbing sizes—5g, 34, 7% and 11%- 
in. O.D. Tool will enlarge inside 
diam. of one piece of tubing to permit 
entrance of another piece which can 
then be soldered in place. Yoke, of 
rugged forged steel, has latest slip-on 
feature. Tool’s light weight helps pre- 
vent arm fatigue. /mperial-Eastman 
6300 W. Howard St., 


Corp., Chicago 


18, Til. 
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Variable speed pulley eliminates 
vibration, noise, excessive wear 


Variable speed pulley for the heat- 
ing and air conditioning industry 
may be precisely adjusted in small 
increments. Maximum variation of 
speed is 30° in five turns. Design 
eliminates parallel and angular mis- 
alignment. Concentricity of groove 
and bore eliminate thumping and 
overstressing on belt and _ pulley. 
Static and dynamic balance of pulleys 
is held to .125 inch ounces. Pulley 
handles 3L, 4L and 5L belts. Avail- 
able in 14, 54 and 34-in bores. Recom- 
mended applications where speed of 
driven unit must be changed only 
seasonally, or where optimum operat- 
ing speeds can’t be mathmatically de- 
termined. Congress Drives Div.., 
Tann Corp., 3750 E. Outer Drive, 
Detroit 34, Mich. 


Dock-board facilitates 
loading, unloading of trucks 


Dock-board is available in 7 different 
sizes with axle load capacities of from 
2500 to 5000 Ibs. Of aluminum, unit 
weighs only 14 as much as steel for 
easier handling. Surface has non-slip 
tread, beveled edges and an engi- 
neered bend to keep edges of plate 
constantly flush during loading. Jarke 
Vig. Co., 6333 Howard St., Chicago 
48, lil. 
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idie machines cost money. 
Rely on Jewel Brand 
abrasive belts 

to keep yours running 


Courtesy of The Hill-Acme Company, Cleveland, Ohio 


This Hill-Acme Sheet Polishing 
Machine is designed for fast 
polishing action at an economical 
cost. It is typical of today’s 
modern machine tools. 


Machine tools effectively cut costs, increase efficiency 
and speed of production lines. But, the wrong abrasive 
belt can cause shutdowns and delays. Belt breakage, 
marred finishes and similar mishaps create costly 
production bottlenecks. 


That’s why experienced operators have come to rely on 
Jewel Brand abrasive belts. Jewel Brand belts are made 
in a variety of grains, bonds and backings to meet 

virtually every requirement. Jewel Brand’s “Velvet Joints” 
permit an even flow of cutting surface, eliminating 
chattering and jumping. 

Why don’t you rely on Jewel Brand? Call your industrial 
distributor or write: Abrasive Products, Inc., South 
Braintree 85, Massachusetts. 


COATED ABRASIVES 


belts * rolls * sheets * discs * specialties 








THINK 
AND YOU’LL 


HANDLE 


LINK ... 


\\ | = i ACCURATELY GRADED 
= ; and CLEARLY LABELED, 
REDDY - FITEYES | handles individually 
identified as to name, 
pattern number and 
tion of the time weight tool they fit. It's 
to fit the tool as | easy to order the han- 
compared to the | die you want and get 
what you order. 


take only a frac- 


old style, over- 
sized eye—a big 
SCIENTIFIC DESIGN 
takes up shock in the 
. handle — not in the 
customers ‘ hand. Made from finest 

"ee second growth hickory. 


Yell -tMmmelehZeliliclel-) 


to you and your 
y y 


WALL CHARTS make it 
easy on you and your 
customer to order your 
needs. Full size repro- 
duction of eye end of 
handles so tool can 
be compared for per- 
fect fit. 


ae 


PROVEN DISTRIBUTOR 
SALES and Merchandis- 
ing Program will show 
you and your salesmen 
that here's a line you 
can sell. 
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See we jececee-- 
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Write today for your free copy 
of *‘A Handle Program For 

the Industrial Distributor," 
sample handle, Catalog A 
and Wall Chart. 


OPLINK 


The Handle That 3 = HANDLE COMPANY 


Stays Put on Brel. g Manufacturers of 
the Tool, but Not ! America's Finest Handles 


on the Shelf! SALEM, INDIANA 


t 
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CYLINDRICAL STANDARDS SETS 


Cylindrical standards sets, class “X” 
tolerance, in 62 fractional sizes from 
3/64-in thru l-in in 1/64-in incre- 
ments, are used in place or gage 
blocks for compartor setting when 
cylinders are to be measured. Stand- 
ards eliminate errors caused by anvil 
wear. worn blocks, incorrect selec- 
tion and ringing. Each gage is 
double ended, both ends concentric, 
plus .00004 minus .00000-in, size 
etched on the end. Deltronic Corp., 
929 Baker St., Costa Mesa, Calif. 


Eyeshield offers better, 
broader field of vision 


Eyeshield for chipping and welding— 
called “Chiporweld” eyeshield, has a 
roomy, one-piece, pliable, molded 
plastic frame which rests low on the 
face to provide a better, broader field 
of vision. Edges have comfortable 
flange-cushions, and nose cradle is 
cupped for broad bearing. Adjustable 
elastic headband can be quickly re- 
placed. May be used with or without 
prescription glasses. Dockson Corp., 


3839 Wabash, Detroit 8, Mich. 
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Service case carries tools for 
radio, electronic, TV repairs 
Service case for electronic engineers 
and radio-TV servicemen carries up 
to 40 tools held in place by leather 
thongs which permit quick, easy re- 


moval. Black or brown models. Xce- 


lite Inc., Orchard Park, N. Y. 


Capable of precise control 
of any liquid or gas 


Industrial limit 
adaptable in applications where a 


leakage gage is 
pre-set flow is desired from 0 to a 
pre-determined maximum flow range 
of approximately 500 cubic centi- 


meters per minute, accomplished 


within 1% accuracy standard. An- 
other version, the Variable Flow Con- 
trol, can be furnished in following 
ranges: 0 to 250 ce at 1% accuracy; 
250 to 500 cc at 2% accuracy; and 
500 to 3000 ce at 3% accuracy. Unit 
can be assembled, cleaned and re- 
assembled without any change of 
pre-set characteristics. Leakage limit 
gage mounts easily into both mani- 
fold or inline 
Industrial Co., 200 N. 
Chicago 7, Ill. 


connections. Acme 
Laflin St., 


Drills designed for hard-to-reach 
locations, extremely deep holes 


Line of high speed steel extra length 
drills provide excellent service on 
either straight or taper shank styles 
and in wire gage or fractional sizes. 
Diams. range from No. 52 wire gage 
to 114-in. Overall lengths to 2314-in. 
Larger diams. and longer lengths also 
available. Whitman & Barnes, 40600 
Plymouth Rd., Plymouth, Mich. 
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-~BEEBE 


iS 
EXTRA 
SAFETY 


Beebe Bros.... 
A Full Line... 
For Full Profit! 


VY, -TON 
1-TON 





This is the main gear from a Beebe Bros. 
hand winch—taken right off the produc- 
tion line and photographed as is. Looking 
at this gear, you can almost see the su- 
perior quality of Beebe winches. - Beebe 
Bros. uses special casting techniques that 
enable them to cast steel gears to the close 
tolerances usually found only in machined 
parts. Strength is combined with precision. 

This is one of the secrets of Beebe 
quality — and one of the reasons that 
Beebe hand winches have been the first 
choice of safety-minded users for almost 
40 years. 


RATCHET- HOISTS 
750 LBS - 
4000 LBS. 


15-TON 
HAND 
WINCHES 


SHUR-WORM 
SAFETY 
WINCHES 
500 LBS. - 
1850 LBS. 





| 
ELECTRIC “<> 
HOISTS ™ 
150 LBS‘ 10,000 LBS. 


BEEBE BROS. 


MANUFACTURING COMPANY 
2720 Sixth Avenue South + Seattle 4, Washington 
Copr. B.B. 


2-TON 
HAND WINCHES 


“Strongest geared power for its weight in the world” 





to increase repeat profits on every call...remember... 


they 
always 
need 
more 


OSBOR® 





maintenance 


brushes 


Extra income for the asking . .. because 
Osborn helps you make it 3 ways easier 
to build a steady volume of repeat orders 
that guarantee you steady repeat profits. 


Buyers know the Osborn brand .. . its 
acceptance helps you sell faster, more 
effectively. And Osborn advertising pene- 
tration paves the way for every call you 
make. 

Buyers respect genuine value... because 
quality is still the best buy in the long 
run. Buyers and users both rate Osborn 
brushes as superior buys. 


You assure repeat orders . . . with 
Osborn’s line of quality brushing tools 
because satisfied buyers always come 
back for more. 

Add it up—extra profit is yours for 
the asking because Osborn Brushes are 
in steady demand everywhere. Get your 
share of this high-profit Osborn business. 
The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Ohio. 


Osboru Brus 


METAL FINISHING MACHINES...AND METHODS 
INDUSTRIAL BRUSHES + FOUNDRY PRODUCTION MACHINERY 
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Hangers fit standard and 
non-standard rotating components 


Precision hangers are available in 
two heights and a wide range of bore 
sizes to fit standard rotating com- 
ponents. Also available in blank state 
for use with non-standard size com- 
ponents. Of aluminum alloy castings, 
hangers have mounting centers spaced 
for use with most bread board plates. 
Sterling Precision Corp., 5 Sintsink 
Drive, Port Washington, L. 1., N. Y. 


Gas and electric multi-stage utility 
pumps are ideal for farm and factory 


Improved version of company’s multi- 
stage utility pump is available in 
both electric and gasoline-powered 
models, both incorporating “Sabre- 
Jet” design and construction. Pumps 
deliver up to 3200 gph and have ex- 
tra pressure to 60 psi. Features in- 
clude quad volute for quick self- 
priming; compact, heavy-duty close 
coupled capacitor motor or engine, 
the former electric, the latter gasoline 
driven; bronze impellers and check 
valves to resist corrosion. Applica- 
tions include small farm irrigation, 
equipment washing, standby fire 
protection, park and camp mainte- 
nance. Barnes Mfg. Co., Mansfield, 
Ohio 
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Blended for liquefied petroleum 
gas and natural gas engines 


Lubricating oil, available in weights 
from SAE 10 to SAE 50, has follow- 
ing features: high heat resistance to 
prevent excessive oxidation; lower 
sulphur content to prevent excess 
acid; greater lubricity to prevent 
excessive wear of moving parts; 
more constant viscosity to prevent 
early thickening of oil and less carbon 
build-up to insure overall better 
engine performance. Lubrication En- 


gineers, Inc., Fort Worth, Texas 


Useful accessories for 
pneumatically operated tools 


Line of pneumatic tool balancers and 
air hose couplers includes a balancer 
which eliminates accidental tool 
droppage by keeping tools out of way 
but within easy reach, and air hose 
couplers designed for positive, heavy- 
duty, low-maintenance service. and 
help produce maximum air flow with 
minimum pressure drop under the 
most exacting conditions. Balancers 
feature heavy duty construction. fast 
reel return, easy tension adjustment, 
safety declutching, straight _ line 
action, adjustable cable stops, easy 
{ able replacement. Couplers boost 
percentage of usable air and reduce 
cost of air production, are available 
for hose sizes of 4, + and ,-in. 


Airetool Mfg. Co., Springfield, Ohio 
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Catalogs 
Spur Better Sales 


Knowing how to get new business and keep it, year after year, put these 


six firms on top ... and keeps them there. 

Crisp, easy-to-buy-from Donnelley Built Catalogs are part of the “know- 
ing how” that sparks these progressively better sales. 

All of these sales-slanted catalogs are built around the Donnelley Unit 
System which insures accurate, up-to-date listings (a Donnelley Responsi- 
bility). The Unit System also saved these distributors hundreds of hours of 
work—important hours that can be turned to profit. 

Let a Donnelley representative show you how it’s done, with no obligation 


to you, of course. Please write or call today. 


CATALOG COMPILING DEPARTMENT 


R.R. Donnelley & Sons Company 


THE LAKESIOE PRESS 
350 East Twenty-second Street - Chicago 16 - CAlumet 5-2121 
Sales offices also at 


220 East Forty-second St., New York 17, YUkon 6-1144 
3460 Wilshire Boulevard, Los Angeles 5, DUnkirk 5-2946 





Stock the fast selling , V Sr 
2 >) POWER TOOL 


LINE 


Drill permits a wide variety of 
operations with one power unit 


Heavy-duty 114-in ball bearing drill 
is equipped with synchro-mesh trans- 
mission which instantly changes the 
ideal for... . spindle speed of unit. even while tool 
> is operating, from 500 to 250 RPM 
pm a a : no load speed. Useful in drilling holes 


routing 








Miniature flexible shaft machine (above); 1/10 H.P. universal from 4% to 114-in; higher speed used 

motor; carbon-pile, continuously variable foot rheostat; speeds with smaller drill bit provides correct 
— up to 14,000 RPM; UL approved; wide selection of interchange- ed for pil hole af hich 
polishing able handpieces; prices start at $67.75. speed for pilot holes, alter which a 


ten larger bit is inserted and used at 


burnishing lower speed. Drill also has revers- 


drifting ing switch and full power in eithet 


— 


sawing 


forward or reverse operation. Tool 


can be used to operate speed reducers. 
Miniature power screwdriver 
deburring and nut runner (top right); ? 
1/10 H.P. universal motor; ex- : power operations. Black & Decker, 
clusive pickup/finder; drives all Towson 4, Maryland 
screws from =0 to *4; runs nuts é 
up to *4; prices start at 
$109.15. 


hoists, elevators and similar basic 


Miniature bench grinding and 
buffing motor (center right); 
1/15 H.P. universal motor; 
14,000 RPM; hand or foot rheo- 
Stat; prices start at $23.50 


Distributor kit complete with 
machine, handpieces, attach- 
sanding ments, etc. (bottom right); Ideal 
for on-the-spot demonstrations 


able you to do repeat business with every Foredom 
user. Foredom backs you all the way with extensive 


advertising, brochures, flyers, plus top quality refer- 
rals and inquiries in your area. For immediate infor- 
mation, fill out and mail the coupon today. 


} 
ra 
engraving 
Foredom’s line of miniature power tools is unique in 
the industry and covers a wide range of types and 
models. Equally important is the Foredom line of 
handpieces, attachments, accessories, etc., which en- 
4 } 


Lever-wrench plier has 
oy FOREDOM ELECTRIC COMPANY, INC. e Bethel, Connecticut = since\/1922 ae quick-release feature 


MANUFACTURERS OF MINIATURE POWER TOOLS 
Lever-wrench piler, No. 291R, has 


locked jaws which can be instantly re- 


Piease send me Foredom’s miniature power tool catalog, 
plus discount schedules and other pertinent information 


Name Position leased under maximum pressure, are 


capable of one-hand pressure up to 
Company ‘ 
a ton. Plier can be used as a hand- 


masrese vise, a clamp, a pipe wrench and a 
City ' State plier. Proto Tool Co., 2209 Santa Fe 


Ave., Los Angeles 54, Calif. 
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NEW! Announcing a full line of 


(ax  PERMATEX 
X=) COATING COMPOUNDS 


(stronger than concrete) 
Pneumatic nibblers permit cutting of 
any shape, pattern, including centers 


“Desoutter” compact pneumatic nib- 


Easily applied — trowel, brush or spray 
Four special products to meet every need 


blers have a cap. of .064-in in steel, Four attractive colors 


weigh only 3 lbs. and cut at the rate Covers metal, wood; concrete 

of 6 ft. per minute. | Turning radius Economical — one single coat protects 
is l-in. Designed for intricate contour 
cutting where size and shape of work Resists chemicals, solvents, water, wear 


prohibits use of stationary cutting 


ane Sntuens oy Ste cane PRODUCED BY THE WORLD’S LEADER IN 


and nibblers will cut to within %<-in | FOVSAUIEYS RSM DOTS ae 


of a template. Newage Industries, 


Inc.. 222 York Rd., Jenkintown, Pa. 


* Concrete cracking or crumbling?... recent 
Permatex application at major eastern hotel 
solved problem. Permatex applied with simplest 
tools. Case History available — check coupon. 
Stair treads causing hazards? ... Permatex 
application at large chemical plant... applied 
easily...in a few hours — solved problem. 

In more and more applications, Permatex Coating 
Compounds are proving that surfacing problems 
can be easily solved . . . economically. 


FREE LITERATURE AND TECHNICAL ASSISTANCE ... WRITE NOW! 











NOTICE TO 
INDUSTRIAL 
DISTRIBUTORS 


Your customers are reading thi i 
| is a 

now. Add your com month . .. you can profit ay pullin oor 
pany to the efonmall sales efforts behind Permatex Coating 


Cylinders have increased cycle life, list of satisfied users Compounds . . . and the Permatex Main: 


tena j ; , 
ot Permates Gal nce Chemicals line. For more infor- 


higher efficiency, less maintenance Renae mation on the Permatex Industrial Dis- 


tributor Sales Program drop us a note. 
Series “B” interchangeable cylinder, 





demonstrated in 


I 
I 
If you want proof— | 
| 
| 


your plant—fill out 


the coupon—mail it 








for 250 psi air, and up to 2500 psi oil 


service, features low friction ny lon This line of Permatex Coating Compounds, 
piston bearings, case-hardened piston as all Permatex Products . . . sealants, adhesives, 
ail a on. lubricants, degreasers, solvents . . . are 
rods, chrome-plated barrels, and available from quality Industrial Distributors. 


piloted, quick-change rod packing 


PERMATEX 
cartridges. In standard bore diams. PHR, nN fi os f I "EE; < 
114-in thru 6-in, in a wide 


from 

COMPANY, ING. 
a ID-1R, 300 BROADWAY + HUNTINGTON STATION, L. I.,N. Y. 
stroke length. Alkon Products Corp., FACTORIES: BROOKLYN 35, N. Y. » KANSAS CITY 15, KANSAS 
200 Central Ave., Hawthorne, N. J. SEALANTS + ADHESIVES + LUBRICANTS 


variety of popular mountings and 
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this sales builder 
OPENS NEW DOORS FOR YOU 








g 


ae nae ale 


s 
3 SX 5 


FASTENERS ARE ZINC PLATED 


Line of 


ers, including 


vom Ga mig 
ip in 








“Stanscrew” plated fasten- 


hex cap screws, hex 
bolts, lag 


and hex nuts broadens com- 


and hex screws, carriage 


screws 


STOCKING DISPLAY 
takes only 3 sq. ft. of 
floor space, includes 
product display of 


pneumatic actuator, 
air control unit, collet 
closers, clamp-type 
cylinders. Literature 
supplied on radial saw 





power machine control, 


pany's line to include more than 250 


types and sizes. Fasteners are par- 


ticularly useful for applications re- 


quiring extra corrosion resistance. 


since commercial zinc plating is used 


for coating. Standard Screw Co., 


power feed attach- my 
ments, portable air 2701 
compressors, hydraulic 

pumping units Til. 


Blvd.. Bellwood. 


Washington 








INDUSTRIAL 
PRODUCTION 
DEVICES 


. now an off-the-shelf line 


Here's an opportunity to increase your share of the growing market 
for fluid power components and equipment. The air-powered prod- 
ucts in this well-established line have been carefully selected for 
distribution through industrial supply houses and mill supply job- 
bers. They’re easy to stock, sell, install, use and service. 

They’re backed by a leader in the fluid power field, by effective 
national advertising and practical sales help. 


They have almost universal application in the industrial field. They 
complement rather than compete with your present mechanical and 
electrical power transmission equipment lines. 


why not get the facts now? 


A note on your letterhead will bring 
complete details, including your copy of 
our new 12-page Industrial Production 
Devices catalog. 


CORPORATION 


v 
INDUSTRIAL PRODUCTS DIVISION 
139 PREDA STREET * SAN LEANDRO, CALIF. 





Benches offer portable work 
surface and storage space 


Series of 


28-in deep, are available with drawers 


benches. 30-in wide and 
(shown) or with door cabinets, with 


or without wheels. Drawers are 
mounted on nylon rollers with latches 
and padlock attachments as standard 
equipment. Tops are 12 gage steel. 
with tempered masonite surface op- 


tional. Equipto, Aurora, Ill. 
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PRECISION MEASURING TOOLS 


PRECISION GROUND DIE AND FLAT STOCK 
HACKSAWS, HOLE SAWS, BAND SAWS, BAND KNIVES 





DIAL INDICATORS AND GAGES — No. 675 Heavy Duty Dial Test Indicator 
No. 657C Magnetic Base Indicator Holder with No. 196B Indicator illustrated above 


la 
A 


precision to suit every preference 


Starrett ingenuity gives skilled craftsmen every 
incentive to do the job right with the right tools 
for the job. In dial indicators and gages, there is a 
wide choice of types . . . each with unique features, 
all with the same high standard of accuracy. 

Selling comes easier when you stock and sell the 
best-known, most-wanted line. To milion 


skilled craftsmen and industrial buyers,’ the 
name that stands out for quality and reliability is 
Starrett. Ask your Starrett salesman or write for 
complete information. The L. S. Starrett Com- 
pany, Athol, Massachusetts, U.S. A.... 


World’s Greatest Toolmakers 











LUBRIPLATE LUBRICANTS 
SAVE MONEY 
FOR YOUR CUSTOMERS 


LUBRIPLATE outlasts ordinary lubricants and im- 
mediately creates savings for the user. Further, the 
use of LUBRIPLATE reduces friction and wear and 
makes machinery last longer, insuring continued 
savings for your customer. No wonder original 
equipment engineers specify LUBRIPLATE for con- 
tinued re-lubrication of the machines they build, for 
lasting satisfaction. 


Machine operators, too, are equally enthusiastic. 
After a shop buys one machine for which a LUBRI- 
PLATE Product is recommended by the machine 
manufacturer, in no time at all, the use of LUBRI- 
PLATE Lubricants has spread throughout the shop. 
Users see how these lubricants reduce down-time 
and wear on parts and bearings. That is “saving 
money” so of course they will buy LUBRIPLATE 
Lubricants again and again. 


The LUBRIPLATE Line is complete . . . a LUBRI- 
PLATE Product for every industrial application. 
National advertising makes the line known. The 
LUBRIPLATE Tag Plan produces extensive in- 
quiries for the Distributor. The LUBRIPLATE 
Sales Policy protects the salesman by protecting the 
Distributor. As an ideal Distributor line LUBRI- 
PLATE has everything. 


It will pay the Industrial Distributor Salesman to 
ask for an order of LUBRIPLATE Lubricants on 
every call he makes. LUBRIPLATE almost sells 
itself and once sold, is constantly re-ordered and con- 
tinues to create good will for the Distributor Repre- 
sentative. 


LUBRIPLATE 


THE MODERN LUBRICANT 





"THIS LUBRICANT 
CUT OUR 
LUBRICATION 
COCTC IN HALF’ 











soys-PHILADELPHIA QUILTING wei 





‘Trouble from conventional 

greases floating off hot shafts of 
our quilting machines caused us to try 
a LUBRIPLATE Lubricant. It proved so 
satisfactory that we are now using it as 
an ‘all-purpose’ grease throughout our 
plant. We feel that LUBRIPLATE is sav- 
ing us 50% in lubrication costs.” 


W. Szezepanski, 
Chief Maintenance Engineer 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE GREASE AND 
FLUID TYPE LUBRICANTS WILL 


IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 


LUBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose... 
LUBRIPLATE H.D.S. 
Moror OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines. 




















For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ‘““LUBRIPLATE DATA BOOK”... a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 


anes 


a S 
MISKE BROTHERS REFINING,© 
ween 5 TOLEDe <i 
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YOUR CUSTOMERS 


DESERVE THe BEST 


the slotted angle with... 


greater structural strength 
superior gaivanized finish 
more design flexibility 


CHECK THE FACTS: 





IMPORTANT BUYING BRAND B 
REASONS 





Tensile strength 62,000 psi 48,000 psi 


67,000 psi 





Finish Galvanized 


Gaiveskbed 
Standard bolt size id $Purig 




















2.0—2.17 





TI-CO Galv. 
Hot Dipped 





* 
Me 














MORE PROFITABLE FOR YOU TO 


Rapistan offers you a full program of sales aids and 
sales promotion geared to the needs of industrial 
distributors, to help you sell Rapisteel—profitably. 


SELLING ASSISTANCE 

Rapistan factory specialists are available to work with your 
salesmen, introduce Rapisteel to new users, help develop 
applications with your present customers. Local engineering 
facilities are available in many areas to assist you with 
special applications. 


SALES TRAINING 

Practical sales training is available for your sales force, 
through training schools conducted at the Rapistan factory, 
at regional locations, or in your own establishment. 


RAPID DELIVERIES 
No need to inventory large stocks of Rapisteel. Delivery is 
normally fast— “‘Rapid-stock”’ (24 to 48 hour) service avail- 


For detailed information about a profitable Rapisteel 
sales franchise write to The RAPIDS-STANDARD 
CO., Inc., Dealer Products, 652 Rapistan Bldg., 
Grand Rapids 2, Michigan. 
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SELL 


able on emergency orders from large factory stocks and 
regional warehouses. 


DISTRIBUTOR-APPROVED 

SALES POLICIES 

Rapistan’s distributor sales policies are designed for your 
profit and protection. Your sales territory is protected— 
Rapistan will not sell directly to your customers or appoint 
directly competitive distributors. Price structure provides 
high gross margins, yet lets you sell competitively. 


AGGRESSIVE SALES PROMOTION 

You get a full program of sales and advertising support. 
Product samples are furnished. Complete literature is avail- 
able, including application idea bulletins issued frequently. 
Rapisteel is nationally advertised by direct mail, in leading na- 
tional business and industrial publications, at important trade 
shows. You get effective local tie-in advertising materials. 


® 


SLOTTED ANGLE 





NEW IDEAS IN 


Vv ARK ETI NG..... What Manufacturers 





J 


Fafnir’s Thomas Eaton conducts maintenance seminar for plant personnel of a dis- 
tributor’s customer in a local hotel. Now in their second year, the seminars have been 
attended by over 1,000 customers’ people in the U. S., deal with customers’ problems. 


Fatnir Conducts Seminars 
For Distributors’ Customers 


Co., New Britain, 


Conn., is entering the second year of 


Fafnir Bearing 
holding “maintenance seminars” for 
distributors. 
First tried experimentally in 1959, 


the customers of its 


the seminars are intended to instruct 
plant personnel in the various aspects 
of ball bearing maintenance—basic 
design, internal construction, nomen- 
clature, bearing failures and their 
prevention, eic. 

To date, over 1,000 have attended 
some 75 sessions held in all parts of 
the country. 

Conducted at either a local hotel 
or the customer’s plant with the coop- 
eration of the Fafnir distributor, the 
seminar can run a full day or half a 
day, depending on the time a dis- 
tributor’s customers have available. 

As an idea, the maintenance sem- 
inars are an outgrowth of the com- 
pany’s distributor training program. 
According to Fafnir, “because of the 
turnover distributors’ 


small among 


personnel, we began to see the bottom 


of the barrel with the training pro- 
gram. It was then that we hit on the 
idea of extending the program to 
distributors’ customers, in the form 
of the (Actually, the 
training classes are still going on 
with a schedule extending well into 
this year.) 

Like Fafnir’s training school, the 
maintenance seminar travels through- 
out the U.S. Thomas Eaton, the in- 
structor in charge, notifies each dis- 
tributor well in advance of arrival so 


seminars.” 


that suitable arrangements can be 
made locally. The distributor sets up 
accommodations and issues invita- 
tions to the customer or customers. 
An introduction and preview of the 
subjects to be covered begin a ses- 
sion. Each person is supplied with a 
notebook and paper, and, as each 
subject is covered, descriptive mate- 
rial is handed out. The extensive use 
of problem-solving techniques, flan- 
nel boards, motion pictures, and 
other visual aids has been found to be 


beneficial in relaying information to 
the class. Generally, a session will 
deal with problems of design, manu- 
facture, operation, application, and 
maintenance of ball bearings—par- 
ticularly as they relate to a cus- 
tomer’s own operations. 

The says are 
geared to a “service concept,” and 
kept free of selling techniques. “They 
are designed,” asserts Eaton, “to deal 
with all kinds of ball bearing prob- 
lems, regardless of brand or origin.” 

This concept has been credited by 
Fafnir with the 
natural skepticism of many distrib- 


seminars, Fafnir, 


breaking down 
utors that a seminar would tend to 
“push” one brand of bearing above 
all others. 

The program has paid off in posi- 
tive distributor attitudes and coop- 
says the company. ‘The 
distributor appreciates that Fafnir is 
willing to back him up by extending 
its interest beyond the order-taking 
stage to the continued life-efficiency 
of the bearings he sells. 


eration, 


By-Product of Seminars 


A by-product of the seminars has 
been the discovery of difficulties by 
distributors’ customers which can be 
corrected. 

In addition to the seminars, Faf- 
nir’s local or factory representatives 
have for some time conducted con- 
tinuing educational programs, for 
which the company provides kits of 
visual aids and program outlines. 

A new brochure titled “How to 
Prevent Bearing Failures: A Guide to 
Their Identification, Cause, and Pre- 
vention,” joins a number of others 
used in the course of the seminars. 

Seminar participants receive, also, 
as souvenirs a stainless steel ruler, a 
plastic block containing a small bear- 
ing for use as a key chain, and a tie 
chain with a ball bearing motif. 
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Are Doing to Help Distributors Build Profitable Sales Volume 





Rapids-Standard Products 
Being Sold by Distributors 


A “vote of confidence” in industrial 
distributors has been cast by Rapids- 
Standard Co., Grand Rapids, with the 
announcement of the availability to 
distributors of the firm’s line of 
“Rapistan” casters and “Rapisteel” 
slotted angle construction material. 

These products were formerly sold 
through the company’s own sales 
outlets, local sales subsidiaries, and 
materials handling equipment spe- 
cialists. 

Kenneth P. Denisty, Rapids-Stand- 
ard’s sales manager for dealer prod- 
ucts, heads the marketing organiza- 
that handle the 


distributor program. 


tion will new 

“The caster line is centered around 
five standard series of casters which 
will meet up to ninety-five per cent 


of the 


quirements, 


industrial distributor’s re- 


while simplifying his 
inventory, sales, and stocking prob- 
lems,” says Denisty. “For special 
requirements, Rapistan offers a full 
line of hot forged and other special 
from 


casters available 


stocks 


construction 


large factory and regional 
warehouses.” 

Rapisteel, an exclusive Rapistan 
slotted angle design for construction 
of racks, storage bins, dollies, work 
tables, etc., is also available to dis- 
tributors from factory stocks and 
regional warehouses. 

Support of distributor sales activi- 
ties is offered in the form of national 
advertising and promotion, exhibits 
at trade shows, direct mail, local 
tie-in materials for local promotions, 
sales literature, salesmen’s kits, local 
and regional sales training as well as 
training sessions at Grand Rapids. 

“We are convinced that customer 
needs for these items are best satis- 


fied by the industrial distributor,” 
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“The alert distrib- 
cus- 


asserts Denisty. 
utor has a sensitivity to his 
tomer’s overall needs, enabling him 
to serve in a way which can’t be 
duplicated by other selling forces.” 


Raybestos-Manhattan Sells 
Drives Through Distributors 
Raybestos-Manhattan, Inc., Passaic, 
N. J., is now selling its “Poly-V a 
through distrib- 
utors. A new product, the drive was 


drives industrial 
sold only through equipment manu- 
facturers while it was being intro- 
Both belts and sheaves will 
be carried in stock by distributors. 


duced. 


New Grinding Wheel 
Standards Are Published 


Grinding Wheel Institute announces 
approval by American Standards 
Association of new specifications for 
shapes and sizes of grinding wheels. 
These appear in publication B74.2- 
1960, which supersedes R45-57. 

“Adherence to the new standards,” 
says the Institute, the 
mutual advantage of all parties— 
manufacturer, distributor, user.” 

An American Standard is meant to 
be a guide, an indicates if a par- 
ticular size and shape of wheel is 
designed, dimensionally, to perform 
the job for which it was intended. 


“reacts to 


BAY STATE USES NEW CLEAR PLASTIC TUBE PACKAGING 


Bay State Abrasive Products Co., Westboro, Mass., is using a new clear plastic tube 


for its internal and other small grinding wheels. Part of an overall new packaging 


system being adopted by the firm, the new package is said to simplify inventory 


control and provide better protection from dirt and breakage in transit than previous 
methods of packing the wheels in sawdust. Also, says the firm, the wheels are packaged 
in quantities which make logical units of supply for different grinding operations. 
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MARKETING continued 


Rawiplug Aims Contest 
At Distributor Counterman 


New Rochelle, N. Y., 


is conducting a contest among its 


Rawlplug Co., 


distributors’ countermen. Planned 
around prize contests plus sales and 
technical training to help countermen 
to win, the contest runs from three 
weeks to a month with each dis- 
tributor. 


Before the the Rawl 


branch manager trains each counter- 


contest, 


man in selling masonry anchors and 
demonstrating their holding power. 
Also, Rawl provides mailing pieces 
the 


name, with which customers are in- 


imprinted with distributor’s 


vited for a counter demonstration. 


To get customers interested once 





SP. PSS. 999 S00 _e> 





Sales Aides 





Chains 
LaGrange & Garrison, Inc., 30 East 
Ind.— 


stock roller chain, 


Georgia St., Indianapolis, 


Catalog on new 
sprocket and coupling with new As- 
sociation of Roller and Silent Chain 


Manufacturers horsepower ratings. 
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they're at the counter, countermen 
wear white safety helmets. While the 
helmets are “officially” on loan from 
Rawlplug, at least one distributor 
was enthusiastic enough to keep all 
but one of the 10 hard hats. 

Rawlplug provides prizes for the 
winning countermen, and lends the 
distributor a portable dynamometer 
and concrete block for the demon- 
strations. 


“The 


sales manager, Norman MacDonald, 


contest,” says Rawlplug’s 
“will give distributors a better under- 
standing of our product, and also 
establish them with their customers 


as authorities on anchoring.” 


Compounds 

Sun Chemical Corp., 750 Third Ave- 
nue, New York, N. Y.—Catalog on 
concrete floor liquid sealers. 


Conveyors 

Hewitt-Robins Inc., 666 Glenbrook 
Road, Stamford, Conn.—Booklet on 
industrial bucket elevators for the 
handling of bulk materials. 


continued on page 174 


Worthington Offers 
Pocket-Sized Selector 


Worthington Corp.’s standard pump 
div. has produced a “selector” for its 
Econobloc and Econoped pumps. The 
pocket-sized device includes a fric- 
the 


side, a factor important in determin- 


tion-loss estimator on reverse 


ing total required head. 


Permacel Directory Aids 
Distributor Salesmen 


Permacel Div., Johnson & Johnson, 
New Brunswick, N. J., has published 
a classified directory showing the 


industry-by-industry uses of pres- 

sure-sensitive tapes and adhesives. 
Based, for the most part, on in- 

the 


the 


dustry classifications used in 


classified telephone directory, 
booklet is intended to help distrib- 
utor salesmen spot sales possibilities 
in various kinds of plants he visits. 
For example, under “food market 
equipment,” Permacel lists these ap- 
plications for its products: refrigera- 
tion equipment sealant, sealing pack- 
ages, bonding insulation, bonding 
rubber gaskets, 
ing, decorative laminates, pipe and 
cable low-temperature splicing tapes. 
Each application is keyed by num- 


wood-to-wood bond- 


ber to the recommended product. The 
directory is extensively cross-indexed 
throughout for easy use by the dis- 


tributor readers. 
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If you have customers who think that fasteners (bulk or 

packaged) are “chicken feed", tell them they have 

another think coming. Quality-made and quality- 

packaged Southern Screws aren’t ‘‘chicken feed’’ in , 

today’s market. They're fast-moving profit producers, 

backed by hard-hitting, year ‘round advertising in na- 

tional trade papers and magazines. SCREW COMPANY 
Write for Southern’s Stock List of Bulk Inventory and/or Package Stock 
Guide. Address: Southern Screw Company, P. O. Box 1360, Statesville, 
North Carolina. 
Manufacturing and Main Stock in Statesville, North Carolina. Ware- 
houses: New York + Chicago + Dallas + Los Angeles 


STATESVILLE 2 HORTH CAROLINA 





Machine Screws & Nuts « Tapping Screws « Wood Screws ¢ Stove Bolts * Drive Screws * Cerriage Bolts * Hanger Bolts * Dowel Screws * Continuous Threaded Studs 
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Power Transmission 

Formsprag Company, 23601 Hoover 
Road, Warren, Mich.—Catalog on 
“Rev-Lok” dual torque locking and 


positioning device. 


Power Tools 

The Foote-Burt Company, Cleveland, 
Ohio—Folder on “Sipp-Hammond” 
line of drilling machines and surface 
grinders. 


Indexing Tables 


AA Gage Co., 350 Fair St., Detroit, 
Mich.—Catalog on technical speci- 
fications and applications of “Ultra- 
dex” indexing tables. 


Hinger Fastener 

Flexible Steel Lancing Co., 4607 
Lexington St., Chicago, Ill.—Bulletin 
on compression type fasteners for 
joining thick and thin belts with a 
common hinge pin. 


Fasteners 

Republic Steel Corporation, Cleve- 
land, Ohio—Folder on “Midland 
Weld” nut. 


Hand Tools 

Stanley Works, 195 Lake Street, New 
Britain, Conn.—New “Uni-Rack” dis- 
play system for hand tool product 
line. 


Valves 

OPW-Jordan Corp., 6013 Wiehe 
Road, Cincinnati, Ohio—Catalog on 
sliding gate and plate control valves. 


Steel 

Wall Colmonoy Corp., 19345 John R. 
Street, Detroit, Mich.—Data Sheet on 
the use of manganese steel in in- 
dustry. 


Pumps 
The Deming Co., Salem, Ohio— 
Bulletin on submersible turbine 
pumps. 


Bushings 

The Markey Bronze Bushing Co., 
Delta, Ohio—Folder on bronze bush- 
ings. 


continued on page 176 


174 





BY CRANE 
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RANE BALL VALVES 


designed with the exclusive features ball valve users want 
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There’s a beautiful simplicity in these new- 
est ball valves — Crane-designed to give 
sure, safe, versatile service to your cus- 
tomers. Ball valve sales are skyrocketing, 
and Crane’s Ball Valve is engineered to 
win resounding acceptance in the widest 
range of flow control applications. Featur- 
ing an exclusive drop-down, tapered car- 
tridge design and fewer parts, they assure 
industrial users of long life and fast, easy, 
“on line” cleaning and servicing with mini- 
mum downtime. 


Crane Ball Valves meet the specifications 
of every industry. They close bottle-tight, 
from — 40 to 400 F; from vacuum to 800 
psi. For chemical plants, there’s the added 
benefit of corrosion-resistant plating on 
all steel parts. For the pulp and paper 
industries, there’s a big advantage in the 
self-cleaning seats, and refineries will wel- 
come the-news that these Ball Valves are 
designed to handle hydrocarbons and aro- 
matics to the maximum rated temperature 
of 400 F. 


Every ball valve user will appreciate 
Crane’s competitive prices, prompt de- 
liveries and range of sizes and materials — 
%” to 2”, screwed ends, in bronze, steel 
and Type 316 stainless. An illustrated 
folder detailing all the fast-selling fea- 
tures of the outstanding, new Crane Ball 
Valve is available now. 


as eo 
@ CRANED 
i eel 


CRANE CO. Industrial Products Group 
4100 South Kedzie Ave., Chicago 32, Ill. 
In Canada, Crane Ltd., 1170 Beaver Hall 
Square, Montreal 


Valves/Electronic Controls/Piping/Plumbing/ 
Heating/Air Conditioning 





.ee-with ALLPAX packings 


ANAL 


Almost every company is your potential customer if you carry 
this nationally advertised line of mechanical packings, and Allpax 
products make new friends wherever they are used. Proven su- 
perior through years of dependable service, Allpax packings meet 
the most exacting requirements of industry and are in constant 
demand. Distributors find that supplying this market is a business 
that yields a good profit for a minimum of selling effort. 


For Power Requirements The major market for pack- 
ing materials is in the maintenance of power equipment 
in manufacturing plants and public utilities. These 
ready-made customers are big volume buyers of Allpax 
packings and are an established market for your repre- 
sentatives. 


For the Petroleum Industry In all phases of the petro- 
leum industry, large quantities of packing are used to 
seal against oil and oil derivatives at various tempera- 
tures and pressures. Allpax packings are used exten- 
sively in the petroleum industry. 


For Chemical Processing The constant increase of ac- 
tivity in this field has created a demand for superior 
packings to withstand the corrosive effects of various 
acids and gases. This demand has developed into a 
sizable market for Allpax “Tefion’’* and other packings 
specially prepared for these applications. 


*Du Pont Trademark 


“You will serve industry better with Allpax products” 


LLPA 


“The Packing that Packs All” 
SEND FOR OUR CATALOG — TODAY! 





A complete line of packing, tools, gasket materials 
Ask for dealer information and price schedules. 


THE ALLPAX COMPANY, INC. 
160 Jefferson Ave 


AN DISTRIBUTORS Alt Asbest " 


, Mamaroneck, N. Y 


} 





Power Transmission 

Clark Equipment Co., Jackson, Mich. 
—Bulletin on the “P-200” flywheel 
power takeoff. 


Valves 

Stockham Valves & Fittings, Birm- 
ingham, Ala.—Catalog on ductile 
iron valves and fittings. 


Abrasives 

Armour Alliance Industries, 16123 
Armour Street NE, Alliance, Ohio 
Brochure on “No-Load” cabinet and 
finishing paper. 


Flexible Tubing 

Flexible Tubing Corp., Guilford, 
Conn.—Brochure on the construction 
and uses of “Flexflyte.” 


Valves 
American Meter Co., 920 Payne Ave., 
Erie, Pa.—Bulletin on lever-actuated 
control valve for liquid level applica- 
tions. 


Lever Gun 
Lincoln Engineering Co., 4010 Good- 
fellow Blvd., St. Louis, Mo.—Bulletin 


describes economy model lever guns. 


Drill Press 

Rockwell Mfg. Co., 400 N. Lexington 
Ave., Pittsburgh—Brochure on light- 
heavyweight 17-in. drill press equip- 
ment. 


Saw Blades 
Durham Mfg. Co., 110 Main S5t., 


Durham, Conn.—Wall or counter dis- 
play for holding copying and jigsaw 
blades. 


Feeders 
Chain Belt Co., Milwaukee—Bulletin 


on company’s “Rex” reciprocating 
plate feeders. 


Transducers 
De Var Systems, Inc., 494 Glenbrook 
Road, Glenbrook, Conn.—Bulletin on 


passive electronic transducer. 


Tapes 
Minnesota Mining and Mfg. Co., 900 


Bush Ave., St. Paul, Minn.—Folder 
on paper pressure-sensilive tapes in 
industry. 
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Corrosion 
H. M. Harper Co., Morton Grove, 


Ill.Corrosion computer tells how 
eight types of metal withstand the 
corrosive effect of 141 chemical 
agents, 


Power Transmission Equipment 
T. B. Wood’s Sons Co., Chambers- 


burg, Pa.—Catalog of line of mechan- 
ical power transmission equipment. 


Fasteners 

Standard Pressed Steel Co., Jenkin- 
town, Pa.—Bulletin on “Flexloc” line 
of self-locking standard nuts and 
clinch nuts. 


Slings 
Colorado Fuel and Iron Corp., Pal- 
mer, Mass.—Catalog on line of 


“Wickwire” wire rope slings. 


Belts 

Boston Woven Hose & Rubber Div., 
American Biltrite Rubber Co., Boston 
3, Mass.—Catalog on various belting 
such as conveyor, elevator, and trans- 


mission belting. 


Pumps 
Marlow Pumps, P. O. Box 200, Mid- 
land Park, N. J. 


ual with information from manufac- 


Engineering man- 


turers’ data, engineering handbooks, 
and laboratory tests. 


Slings 

Jones & Laughlin Steel Corp., Muncy, 
Pa.—Brochure on line of “Safety- 
Weave” synthetic web belt slings in- 
cluding both nylon and Dacron. 


Speed Reducers 


Foote Bros. Gear and Machine Corp., 
4545 S. Western Blvd., Chicago 9, Ill. 
—Shirt pocket selector for “Radicon” 
speed reducers. 


Pumps 
Blackmer Pump Co., 1809 Century, 
S. W., Grand Rapids, Mich.—Bulletin 


on entire pump line. 


Steel Lockers 

Penco Div., Alan Wood Steel Co., 
Oaks, Pa.—Program to help dealers 
sell more lockers with only a mini- 
mum of stock on hand, or none at all. 
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Another reason more and more distributors are selling 


n 
POWER 
TRANSMISSION 
EQUIPMENT... 


GENEROUS DISTRIBUTOR MARGINS 


Says a Southern distributor, “Browning gives us the 
largest profit margin of any line.” He is no 

exception among the hundreds of distributors who 
prefer to sell Browning. Here’s why: Continuous 
improvements in manufacturing methods have enabled 
Browning to upgrade quality and reduce 

costs with regularity. These savings permit 

lower prices, with greater margins and sales potentials 
for the distributor. This is true of the entire 

range of Browning products . . . Gripbelts, sheaves, 
chain, sprockets, bearing units, couplings. 

Want more facts? Write for Catalog GC101, which will 
show you why more and more distributors are selling 
Browning Power Transmission Equipment. 

Browning Manufacturing Company, Maysville, Kentucky. 


a 
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Sir—even someone without 


THIS GENERAL 
PROMOTION WILL 
MORE LAMPS— 

















© uPA 
PICTURES, INC. 
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YOUR INDUSTRIAL 
AND COMMERCIAL 
ACCOUNTS 


ELECTRIC will buy more G-E Lamps 


from you, when you use 


this 1961 G-E Lamp 
HELP YOU SELL Birthday Party Pack. It’s 
loaded with useful tools 
that'll help you sell G-E 


MAKE MORE MONEY! } zzz" == 


my perfect vision can see 








How to turn the G-E Party Pack into profits for you— 


Here are your sales aids: Here’s added support for your salesmen: 


1. POCKET SALES PACKS 4. MISTER MAGOO MAILING 
You get a fresh pack of cards each month, CARDS—Here’s a series of six eye-catchers, 
each pack featuring a different lamp, each Th ready for imprinting and mailing to your 
card with a different and vital selling point. Le _ accounts. Each mailer carries a sales message 
You can tell a prospect about G-E Power Lf 4 from you to your customer or prospect. Tie-in 
Groove Lamps, with specific sales points >) now and use these colorful cards to support 
selected to match the prospect’s problem. J your salesmen’s lamp calls. 
With these sales packs, each salesman can make his presenta- 


tions as short or as detailed as he wishes. 
: “"ter 5S. NATIONAL AD MAILERS 


2. DEMONSTRATION BOX Pere i ' Your sales message is added to these pre- 
ff prints of hard-selling G-E ads that will 


appear in such magazines as Time, 
Newsweek, Business Week and leading 
trade journals throughout 1961. Each 
month there’s a different message fea- 
turing that nearsighted salesman Mister 
Magoo and the customer-benefits of a different G-E Lamp. 
Send these ads to your customer and prospect lists as self- 
mailers or, if you prefer, in No. 10 envelopes. 


Good salesmen agree you can’t beat a 

first-class demonstration. This box, 

equipped with actual samples of Power 

Groove lamp parts, will help sell better | 
lighting as well as show important Samo i 
Power Groove advantages. Quick-hitting 
notes are inside the lid. More demonstra- 
tion boxes on different lamps will follow 
during 1961. 


// 3. GIVEAWAY-—This thank-you gesture- Call your General Electric Large Lamp 
a clever key chain showing Mister Magoo in salesman now and put your Party Pack to work. 
motion—will help a customer remember you, General Electric Co., Large Lamp Dept. C-17, Nela Park, 
your company, and G-E Lamps. Cleveland 12, Ohio. 


4 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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NEWS OF PEOPLE AND EVENTS. ........... 





Dan R. Paskey, Cleveland Twist Drill Co., relates the economic necessity of industrial 


distributors to purchasing agents, after address by John Williams of Mau-Sherwood. 


P.A.’s Challenged To Get To Know Distributor 


John Williams and Dan Paskey explain to Cleveland Purchasing agents 


forum, the advantages of dealing through industrial distributors. 


John D. Williams, vice president of 
the National Industrial Distributors’ 
Association, and president of Mau- 
Sherwood Supply Co., Cleveland, 
challenged almost one hundred pur- 
chasing agents of the Cleveland Chap- 
ter, National Association of Purchas- 
ing Agents, to “Get To Know The 
Distributor.” 


purchasing 


Industrial 
The 


monthly 


agents, at a 
meeting of the 
Mr. 


distributors 


forum 


Cleveland Association, heard 


Williams 


function. He 


explain the 
also outlined the dis- 


tributors’ responsibilities and em- 
phasized the benefits of distributor 
buying. 

“I feel certain you will agree tha 
the industrial supply salesman wh« 
calls on you, generally knows more 
about you, your firm, your products 


and your personnel than you do about 


180 


his company, his products and his 
personnel,” Mr. Williams said. 

that the P.A.’s 
could benefit by equalizing that two- 


He pointed out 


way street of knowledge about each 
others activity. He urged the pur- 
chasing agents to call on the dis- 
tributor and acquaint himself with 
the distributors personnel and prod- 
to fully utilize the 


benefits the distributor could offer. 


ucts in order 


The purchasing agents heard Dan 
R. Paskey, 


manager for Cleveland Twist Drill 


Cleveland area sales 
Co. explain how the cost of dis- 
P.A’s 
purchased price for cutting tools if 
forced to sell 


tribution would increase the 


manufacturers were 
them direct. 
“Without the distributor, the 
manufacturer would be faced with 
performing the distribution function 


which could increase the cost of 
cutting tools to twice what it is now,” 
Mr. Paskey said. “The distributor 
contributes in great measure toward 
reducing the cost of every line he 
A cost 


saving which is passed on to the dis- 


represents,” he continued. 
tributors customers. 

After a showing of the American 
Supply & Machinery Manufacturers’ 
Association film “Supermarket For 
Mr. Williams 


questions from the floor in an open 


Industry,” answered 


question and answer period. 


Farrow Named Director Of Sales 
By Beals, McCarthy & Rogers 


David W. Farrow was appointed di- 
rector of sales of Beals, McCarthy & 
Rogers, Inc., Buffalo, N. Y. 

Mr. Farrow joined the firm in 
1954. He has served as abrasive and 
cutting tool specialist. 


George H. Day II 


Lufkin Elects George H. Day 
Vice President Of Sales 


George H. Day II was elected vice 
president of sales of Lufkin Rule Co. 

Mr. Day was formerly a vice presi- 
dent of the Chicopee Mills, Inc., 
before joining Lufkin in 1959 as 
assistant to the president. 
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To Keep You Informed of News Developments Among Industrial Distributors and Manufacturers 





Ralph F. Cow 


Jaa 
ot, 


John Jeppson 


a 


Robert Cushman 


Milton P. Higgins 


Richard M. Nichols 


Ralph F. Gow Elected Seventh President Of Norton Co. 


Ralph F. Gow was elected the seventh 
president of Norton Co. at the firm’s 
76th annual meeting. 

Milton P. Higgins, president since 
1946, stepped up to chairman of the 
board succeeding George N. Jeppson, 
who remains on the board with the 
title of honorary chairman. 

John Jeppson 
vice president succeeding Mr. Gow. 

Robert Cushman and Richard M. 
Nichols were appointed directors of 
the company. Mr. Cushman replaces 
John Jeppson as vice president and 


became executive 


general manager, Abrasive Division. 
He was formerly general sales man- 
ager of the abrasive division. Mr. 
Nichols is the first member of the 
Norton board, who did not previ- 
ously serve as an employee. 

Mr. Gow joined the firm in 1925. 
From 1930 to 1934, he was works 
manager of Norton’s Paris plant. 
After serving in the army, he re- 
turned to Norton as works manager 
in 1945. He was appointed a director 
in 1947. He has been executive vice 
president since 1948. Mr. Gow is the 
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first president who was not a member 
of one of the founding families. 

Mr. Higgins, a grandson of the 
first Norton president, becomes chair- 
man after 15 years as president. 

George Jeppson, who will celebrate 
his 88th birthday in April, begins his 
55th year as a director and his 69th 
as a member of the firm that his 
father helped found in 1885. He 
served as president from 1941 to 
1946 and as chairman since then. 

John Jeppson, son of George N. 
Jeppson, joined the firm in 1940. In 
1950 he became works manager of 
the abrasive division and in 1953, 
was elected vice president in charge 
of all abrasive production. Since 
1956, he was abrasive general man- 
ager and director of manufacturing. 

Mr. Cushman came to Norton in 
1944 as a sales trainee. He was ap- 
pointed assistant sales manager for 
grinding wheels in 1955 and in 1957 
was named manager of marketing 
services. He was later appointed sales 
manager, grinding wheels, and gen- 
eral sales manager of abrasives. 


MHEDA National Convention 
To Be Held June 1-3, 1961 
Denver Hilton Hotel, Denver 


The 1961 Material Handling Equip- 
ment Distributors’ Association Na- 
tional Convention will be held at the 
Denver-Hilton Hotel, Denver, Colo- 
rado, on June 1, 2, 3, according to 
Jack D. Patten, convention chairman. 

Mr. Patten is director of MHEDA 
Region 8, Montana, Wyoming, Utah, 
and Colorado. He said he will have a 
program filled with methods for help- 
ing distributors make a fair profit 
for service rendered. 

Theme of the Convention: “Better 
Methods For Profit.” 

Speakers at the convention will be 
Honorable Calvin D. Johnson, special 
consultant on public affairs of the 
American Trucking Assn.; H. Merrill 
Bowman, vice president, T. B. 
Wood’s Sons Co.; Robert F. Moody, 
president, Material Handling Insti- 
tute, and Leonard M. Wasserbly of 
Industrial Distributor News. 

Further information may be ob- 
tained from MHEDA, 1028 Con- 
necticut Ave., Washington, D. C. 


SPS Power Transmission Stock 
Purchased By Royersford 


Royersford Foundry & Machine Co., 
Inc., purchased the power transmis- 
sion stock of Standard Pressed Steel 
Co., according to J. C. Deisher, 
Royersford president. 

The stock consists of solid cast iron 
collars, split collars, hanger boxes 
and split and solid journal bearings, 
but not steel collars. Standard Pressed 
Steel will continue to manufacture 
steel collars. 

According to Mr. Deisher, any dis- 
tributor can now buy the items from 
Royersford, who was formerly fur- 
nished them by SPS. 





NEWS . ontinued 


Kenneth Beardslee Retires From General Electric Co. 


Kenneth R. Beardslee, Consultant to 
the Metallurgical Products Depart- 
(Carboloy), General Electric 
Co., will retire April 1. He has been 


ment 


with the organization nearly 31 years. 

Mr. Beardslee joined Carboloy in 
1930, as a sales engineer. In 1933, 
the worst part of the depression, he 
district 
staff 
proceeded to break sales records. 

In 1936, the Carboloy home office 


made him general sales manager. He 


was appointed Pittsburgh 


manager and with his sales 


is credited by the firm with giving 
Carboloy a new lease on life in an 
extremely critical period. 

Mr. Beardslee started the depart- 
ment’s first customer training course. 
In 1940 he began development of the 
Carboloy chain of distributors, which 
now has grown to 157. 

In 1943, 


burden 


because of the sales 
World War II, 


the office of vice president in charge 


brought by 


of sales was created, and Mr. Beards- 
lee was chosen for the job. 

In a consolidation of merchandis- 
ing, sales, business services and 
training in 1948, he was appointed 
vice president and marketing man- 
ager. In 1950, he was named presi- 


after the death of W. G. 


Robbins, and was appointed general 


dent, 


manager in 1951 when the firm was 
changed from an affiliate to a depart- 
Electric. 


announcement of 


ment of General 

After 
mercial availability of man-made in- 
1957, Mr. 
Beardslee set up the pilot plant and 


the com- 


dustrial diamonds in 
then full scale manufacturing facili- 
ties for the new industry. 

He also was instrumental in setting 
up Carboloy service metal shops in 
Detroit, Newark, Chicago and Cleve- 
land. He to the 


department in 1959. 


became consultant 


Mr. Beardslee is a past president 
of the American Supply & Machinery 
Manufacturers’ Association, a mem- 
ber of ASTME, the Wire Association, 


Kenneth R. Beardslee 


Na- 


Execu- 


Executive Club, 
of Sales 


tives, vice president of the Michigan 


Detroit Sales 
tional Federation 
Chamber of Commerce, and a vice 
president and director of the Cutting 
Tool Manufacturers’ Association. 


Thackston-Davis Changes Name 
To Thackston-Oshorne Supply Co. 


The name of Thackston-Davis Supply 
Co., Columbia, S. C., was changed to 
Thackston-Osborne Supply Co. 

The firm was organized in 1950 as 
a distributor of industrial supplies 
and equipment and contractor sup- 
plies. The sales force covers all of 
South Carolina, and parts of North 
Carolina and Georgia. 

Officers of Thackston-Osborne are: 
C. D. Thackston, president and treas- 
urer; Hamilton Osborne, vice presi- 
dent and sales manager; and Roy L. 
Garrett, secretary of the firm. 


Alisco Plans March Open House 


Alisco, Division of Allmetal Screw 
Co.. 


will 


Products Inc.. Island, 


a: .¥.. 
March 9-11, at its recently completed 


Long 


hold an open house 
quarters, 809 Stewart Ave. in Garden 
City. According to the firm, this will 
be the first 


speciality products to industry.” 


“Long Island exhibit of 


Employees Buy Marshall Supply 
From Marshall Family; 
Dibert Will Head Firm 


Four long-time employees of Marshall 
Supply & Equipment Co., Tulsa, 
Okla., purchased controlling interest 
in the Oklahoma distributor firm, ac- 
cording to J. H. Dibert, president of 
the re-organized company. 

Besides Mr. Dibert the other new 
owners are Fred C. Robbins, A. L. 
The 


group purchased all the company’s 


Curtis and Duncan C. Brown. 


stock formerly owned by the late 
W. P. Marshall, Jr., and his family. 

New officers are, besides Mr. Dibert 
as president; Mr. Robbins and H. A. 
Henderson, vice presidents; Mr. 
Curtis, secretary; Mr. Brown, assist- 
ant secretary and treasurer, Leland 
L. Peterson, assistant treasurer. 

W. P. Marshall established the cor- 
poration in 1935 and served as its 
president until his death in June, 
1959. 


Fort Smith Branch Opened 


Marshall Supply has opened a new 
Fort 
Ark., to serve the northwest 


sales office and warehouse in 
Smith, 
portion and eastern counties in Okla- 


Harold 


transferred from the 


Beeman, who 
Tulsa 


heads the new operation as manager. 


homa. was 


office, 


Robert L. Post is inside sales super- 
visor. The warehouse address is 
1719-A Towson Ave. 

Dibert said the branch was opened 
“to keep pace with industrial growth 
in the area.” 


J. H. Dibert 
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Purchasing Executives Hint 
Recession Is Bottoming Out; 
Report New Orders Increasing 


Business continues to drift slowly 
downward, according to the com- 
posite opinion of purchasing agents 
who comprise the Business Survey 
committee of the National Associa- 
tion of Purchasing Agents. 

While clear-cut evidence is lacking 
to indicate any change in this trend, 
purchasing executives hint in their 
reports for January that the current 
recession may be bottoming out. This 
is reflected in January production 
24% of 


those purchasing executives report- 


and new order statistics: 


ing show an increase in new orders, 
compared to 17% in December and 
19% in November. This is the first 
upturn in this area since August. 

In production, 20% tell of im- 
provement; whereas, only 15% re- 
ported improvement last month and 
13% 
caution is introduced when you note 


only in November. However, 
that 33% say their firm’s January 
production declined, compared with 
28% 

A review of the comments made by 


in December. 


members indicates that the majority 
feel the rate of decline has slowed. 
However, most do not see any signi- 
late 


upturn before second 


quarter, again emphasizing the fore- 


ficant 


cast made in last month’s report. 
Members continue to show consider- 
able concern for cost-profit squeeze. 


New Chairman 


E. F. Andrews, vice president in 
charge of purchases, Allegheny Lud- 
Steel Corp., 
succeed Chester F. Ogden, vice presi- 
dent, Detroit Edison Co., as chairman 
of the N.A.P.A. Business Survey 
Committee. 

Mr. Andrews was president of 
N.A.P.A. in 1953. According to the 


Association, he has made numerous 


lum was named to 


contributions to the progress of the 
Association and the purchasing pro- 
fession, particularly in professional 
development. His ability and lengthy 
training provide an excellent back- 
ground for his new assignment. 
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Hostetter Succeeds Miller As Manager Of Industrial Fastener Sales 


——— a tg igmn ttre Payer 
a me 8. 


% 


Richard S. Hostetter 


Richard S. Hostetter was appointed 
manager of industrial fastener sales, 
by Bethlehem Steel Co. He succeeds 
Jay C. Miller, who had been manager 
of sales for industrial fasteners since 
1932. 

Mr. Hostetter joined Bethlehem in 
1935, after graduation from college. 
In 1937, he was assigned to the Phila- 


New Firm, Vinson-Vendrell, Inc. 
Formed In Atlanta, Georgia 


Vinson-Vendrell, Inc., Division of 
EBCAP Supply Co., was organized in 
Georgia at 720 State St., N.W., Atlanta 
13, Georgia. Edward M. Vinson is 
president, James A. Vendrell, vice 
president; Carl Scott Vinson, secre- 
tary; Everett B. Brooks, treasurer; 
Charles A. Pearson, director, and 
Searcy B. Slack, Sr., chairman of the 
board of directors. 

The new firm will concentrate on 
the distribution of 20 specialized 
lines. Required engineering service 
will be provided by Vinson-Vendrell. 

The firm will cover Georgia and 
eastern Alabama, with seven sales- 
men. 

The office and warehouse com- 
prises an area 33’ x 150’ in a one 
story building. This includes truck 
loading platforms and off-street park- 
ing, with additional space available 
for expansion. These premises ad- 


join those of EBCAP Supply. EBCAP 


Jay C. Miller 


delphia sales office and in 1947, be- 
came a salesman. He was transferred 
to Bethlehem, Pennsylvania, and 
made assistant manager of industrial 
fastener sales in 1957. 

Mr. Miller started in the fasteners 
industry in 1916, when he joined 
American Iron & Steel Co., now a 
part of Bethlehem Steel Co. 


is a distributor of plumbing equip- 
ment supplies. 

Mr, Vinson was with Fulton 
Supply Co., Atlanta, more than eight 
years, before that, General Mills. 

Mr. Vendrell was with Fulton 
Supply 6% years. Prior to that he 
was owner of J. A. Vendrell & Co., 
Buenos Aires, Argentina, a firm en- 
gaged in sales of industrial machin- 
ery and equipment in Argentina. 

Carl Scott Vinson was operating 
a farming enterprise since 1949. 

Everett B. Brooks, treasurer, is a 
C.P.A. and president of EBCAP. 

Mr. Slack, chairman is also chair- 
man of EBCAP Supply. He is not 


actively participating in either firm. 


NWSA TO HOLD BOOTH PROGRAM 


The National Welding Supply Asso- 
ciation will have a contact booth pro- 
gram in conjunction with its 17th 
annual convention at the Hotel Com- 


modore, NYC, May 8-10. 





NEWS continued 


San Antonio Machine & Supply 
Sold To Pennsylvania Firm 


San Antonio Machine & Supply Co., 
was sold to Shenango China Co. of 
New Castle, Pa. Shenango purchased 
98% of the stock for $3,250,000. 

Shenango is a manufacturer of 
hotel and restaurant china, owned by 
H. J. Sobiloff interests. Other com- 
panies under Sobiloff control are the 
Marshall-Wells Hardware Co., Du- 
luth, Minn.; The Suniland Furniture 
Co. of Houston; The Peaslee-Gaulbert 
Co. of Louisville with branches in 
Dallas and Birmingham; and the 
W&J Sloane Furniture Co. of New 
York with branches in other cities. 

SAMSCO was founded in 1899 by 
M. Krueger. The firm has branches in 
Corpus Christi, Waco, Harlingen and 
Austin. C. C. Krueger has served as 
president since 1923. 

Now in its 62nd year, the firm is a 
industrial 
equipment and supplies. In addition, 
the SAMSCO foundry and machine 


shop does a wide range of fabricat- 


wholesale distributor of 


ing for its customers. 

No immediate changes are planned 
in operations. All officers will be re- 
tained in their present capacities. 


Screw & Bolt Appoints Berkman 
Chairman Of The Board 


Louis Berkman was elected chairman 
of the board of directors of Screw & 
Bolt Corp. of America. He was also 
of the executive 
committee of the corporation. 

Mr. Berkman is president of Fol- 
lansbee Steel Corp., the largest stock- 
holder of Screw & Bolt Corp. of 
America; president of 
Berkman Co.; board chairman of 
United Printers & Publishers, Inc.; 
and an 


elected chairman 


the Louis 


officer and director of the 
Friendly Group, a chain of radio and 
TV stations. 

Also elected to the executive com- 
mittee by the board, was David Glick, 
a member of the Pittsburgh law firm 


of Glick, Berkman and Engel. 
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Paul A. Mongerson 


Standard Screw Co. Realigns 
Executive Responsibilities 


Standard Screw Co. has realigned 
executive responsibilities involving 
the overall operation of the firm. 

Webster D. Corlett, chairman of 
the board of directors, ended his op- 
erating direction of Stanscrew’s Chi- 
cago Screw Co. Division. The divi- 
sion is now under the direct super- 
vision of Paul A. Mongerson, vice 
president and general manager. Pre- 
viously he was vice president and 
assistant to Mr. Corlett. 

James A. Taylor, president, ended 
his operating direction of Hartford 


Hart- 


ford division is now under the di- 


Machine Screw Co. Division. 


rection of Michael J. Perrin, vice 


Ss Sines 


Michael J. Perrin 


president and general manager. Mr. 
Perrin was serving the Hartford 
division as vice president of manu- 
facturing, under Mr. Taylor. 
Theodore R. Pleines was promoted 
to vice president and general man- 
ager in charge of the Western Auto- 


matic Machine Screw Co. Division. 
He formerly served as factory man- 
ager and assistant general manager 
to A. D. Rose, now vice president in 
charge of all manufacturing. 


Promote Graham, Torrison 


Bernard A. Graham was elected to 
the board of directors of Standard 
Screw and Hartley Q. Torrison was 
appointed vice president and con- 
troller of the Chicago firm. 

Mr. Graham joined Stanscrew in 
1959, after retiring from Sunbeam 
Corp., as president. Recently he was 
elected vice president of sales. 

Mr. Torrison, who joined the firm 
in 1936, has been controller since 
1955. Since 1946, he has been respon- 
sible for cost and budget operations 
of Stanscrew’s three divisions. 


Theodore R. Pleines 


Golden Anniversary Program 
Planned for Fafnir’s 50th Year 


The Fafnir Bearing Co. reached its 
50th birthday this month and made 
plans for a golden anniversary pro- 
gram, according to Clarence G. 
Rosensweig, president. 

He said he believes all 
people can take pride in the com- 
pany’s record of achievement. 

According to Mr. Rosensweig, the 


firm plans appropriate recognition of 


Fafnir 


its 50-year milestone through a pro- 
gram of special activities. This pro- 
gram will be highlighted by an open 
house at Fafnir’s plant in Newington, 
Conn., in the Spring. 
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Now, all Spang CW Galvanized Steel Pipe carries this new marking which is your assurance of top-quality domestic steel pipe. 


Look for this marking when you buy steel pipe 


It spells two important 
advantages for you: 


1. Pipe made in the United States of 
America must meet the high product 
standards set by definite technical 
specifications established for all pipe 
manufacturers. When you buy Amer- 
ican-made steel pipe, you know 
you're getting a fine, standard prod- 
uct with good working characteris- 
tics and assured long life that will 
meet specified service requirements. 


2. The SPANG CW Steel Pipe mark- 
ing indicates that extra measure of 
quality. When you buy SPANG, you 
know you're getting a product that’s 
carefully controlled during manu- 
facturing and thoroughly tested and 


inspected before shipping to assure 
you of a top-quality product, uniform 
throughout, for fast, economical, 
trouble-free installations, 


Don’t take chances by making 
second-rate installations with ques- 
tionable foreign imports. It’s worth 
your reputation to buy Steel Pipe 
made in U.S.A. Look for this SPANG 
marking on your next pipe order. 
Call your nearest SpANG Distributor 
for service. 

SPANG Steel Pipe is one of the 
many fine products produced by 
National Supply Division, Armco 
Steel Corpora- 
tion, 2 Gateway 
Center, Pitts- 
burgh 22, Penna, 


Steel's Symbol 
of strength, 
long life, 

and economy 


: y ; 
ARMCO National Supply Division 


New “Made in USA” marking on Spang CW 
Galvanized Steel Pipe is applied after pipe has 
been quick-quenched following galvanizing. 





TOLED-O-MATIC* 


cleans and deburrs 
all tubing and 


fitting sizes 


“ 
thru 4 eee Ready For Work 


128°" 


"MAKES EVERY WORKMAN 
A CRAFTSMAN 


IT’s NEW... To.eo- o-matic No.1 
For Copper Fittings 

and Tubing 

@ ELIMINATES COSTLY HANDWORK 

@ ELIMINATES LEAKS 

@ INSURES LIFETIME JOINTS 

@ TRUE PORTABILITY 

@ LOWEST PRICED, PRECISION BUILT 

Cleaning and deburring the new Toled-o-matic way 
eliminates costly line leaks and profit-robbing hand 
“reworking”’ operations. Tubing and fitting surfaces take 
on mirror-like brightness insuring perfectly tight con- 


nections. Put the Toled-o-matic No. 1 to work Now, in 
your shop or on the job . . . see the difference! 


(SOLD THRU AUTHORIZED “TOLEDO” DISTRIBUTORS) 


Write For New Catalog 


E D O Cub (Guckea 


PIPE THREADERS e WRENCHES ¢ MACHINES ¢ TUBING TOOLS 


THE TOLEDO PIPE THREADING MACHINE CO...TOLEDO 3, OHIO 





P. Emery Hanson 


Hanson Purchases All Stock 
Of Gould Industrial Supply 


P. Emery Hanson, president and 
treasurer of Gould Industrial Supply 
Co., Inc., Leominster, Mass., pur- 
chased all outstanding stock of that 
firm. Gardner S. Gould, Jr., sold his 
interests to Mr. Hanson for an un- 
disclosed amount. 

Gould’s main office and warehouse 
is located at 17 Moore St., in Leo- 
minster. The firm’s two warehouses 
are on Bemis Road in Fitchburg. 

Operations of the company began 
in 1951 as a specialist in power and 
cutting tools. After Mr. Hanson 
joined the company, it became a 
distributor of industrial machinery 
and supplies. In 1956, Gould branched 
into school shop equipment and 
supplies. 

Mr. Hanson was employed by 
Allis-Chalmers Mfg. Co. from 1946 
to 1954. He joined Gould in 1954 as 
vice president and treasurer. 

According to Mr. Hanson, sales 
presently total $750,000 per year. 


Clipper Belt Appoints Termine 
Pacific Coast Representative 


Thomas J. Termine was appointed 
Pacific Coast factory representative 
for Clipper Belt Lacer Co. He suc- 
ceeds William W. Knight. 

Mr. Termine, formerly with a belt- 
ing firm, will work closely with all 
authorized Clipper distributors. He is 
committed to calling on the industrial 
trade, promoting use of Clipper 
products. 
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Charles Millar Co. Celebrates 
Second Century In Business 
Charles Millar Co., Utica, N. Y., i 


beginning its second century of op- 
erations. 

Since its founding in 1861, the 
firm has engaged in retailing, whole- 
saling and manufacturing. However, 
with the exception of the earlier years 
of its history, Millar Co. has confined 
its operations to wholesale dis- 
tribution. 

The firm has branches in Bingham- 
ton, New York, and St. Johnsbury, 
Vermont. 


Ohio Pipe Begins Construction 
Of New Building 


Ohio Pipe & Supply Co., Cleveland, 
began construction of a new building 
to add 5,000 sq. ft. of space to its 
present 50,000 sq. ft. 

This is the firm’s third expansion 
within recent years and will provide 
for increased inventories. 


Pratt & Whitney Names McCarthy 
Executive Vice President 


Daniel C. McCarthy was appointed 
executive vice president of Pratt & 
Whitney Co. He will be responsible 
for sales, engineering, manufacturing 
and accounting departments. 

He joined the firm in 1960 as ad- 
ministrative vice president. Previ- 
ously he was with Socony Mobile Oil 
Co., Chrysler Corp. and Ford Motor 
Co. 


Daniel C. McCarthy 
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ACME 


Double Pitch 
Chains 


PUT EFFICIENCY 


into your 


OPERATION ~ 


ao 
. MA 


Acme Double Pitch Chains were developed for industries requir- 
ing the use of high grade precision chains at a lower cost than the 
standard series. Acme has developed these chains that are highly 
adaptable to slower speed power transmission drives. These are 
widely used in materials handling conveyor systems, by using 
round parts of the standard chain series and doubling the chain 
pitch. Acme Double Pitch Precision Chain is available in stand- 
ard steel and in stainless steel up to 4” pitch for all conveyor 


systems. 


For efficiency and universal usage at low cost for your conveyor 
system, investigate Acme Double Pitch Chains at your local 


Industrial Distributor soon. 








SPROCKETS 

Sprockets for Double Pitch Chains can be 
furnished in either SINGLE TOOTH FORM or 
DOUBLE TOOTH FORM, as shown below. 

Double tooth cutting actually doubles the 
life expectancy of the sprocket 

Chain rollers contact only every other 
tooth. When these teeth become worn ofter 
long service, the sprockets can be advanced 
one tooth, thus permitting chain engage- 
ment on ¢ new series of sprocket teeth. 

Double pitch chains con be furnished in 
either Figure 8 or straight side plate type, 
with standard or oversize rollers. 


(Se 


Single Tooth Cutting 








HOLYOKE 


he UI 


MASSACHUSETTS 


Write Dept. 15V 
for new ill. 100 page cata- 
log with engineering section. 


RELIABLE CHAIN DRIVES FOR ALL INDUSTRIES 





ROLLER CHAINS, SPROCKETS, CONVEYOR CHAINS, FLEXIBLE 
COUPLINGS, ATTACHMENTS. (Special and Standard) 
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Dake offers the 

most complete line 

(1 to 600 tons) of 
hydraulic and 

arbor shop presses for 
forcing, bending, 
straightening and other 
pressing jobs. Use 

your Dake Catalog 
No. 350... sell your 
customer the exact press 
for his job. Or if he 
requires a special press 
... Dake engineers will 
do the designing and 
building. Dake Press 
sales are key sales... 
in profits as well as in 
satisfied customers. 


631 Robbins Road, 
Grand Haven, Michigan 





Harold M. Tidwell 


Norman M. Hamilton 


Tidwell Named General Manager 
Of Well Machinery & Supply Co. 


Harold M. Tidwell was appointed 
general manager and Norman M. 
Hamilton 
general manager of Well Machinery 
& Supply Co., Fort Worth, Texas 
Division of the Worthington Corp. 

Mr. Tidwell, who served as sales 
manager of the firm for the past 
year, will retain direct supervision of 


was appointed assistant 


sales. He replaces R. L. McCann who 
resigned his position with the Fort 
Worth-based industrial supply firm. 

Mr. Tidwell, associated with the in- 
dustrial supply business for 30 years, 
served as sales manager for Ellfeldt 
Machinery & Supply Co., Kansas 
City, Mo., and as vice president and 
branch manager of the Oklahoma 
City Division of Marshall Supply & 
Equipment Co. 

Mr. Hamilton started with Ellfeldt 
in 1946. He had been a branch man- 
ager and vice president. 





Sacobs 


CHUCK 
ADVERTISEMENT 


selling 
the world’s 
most accurate 


chucks to 
out 
wusto™ 


e 
AMERICAN MACHINIST 
MACHINERY 
TOOL and MANUFACTURING ENGINEER 
TOOLING and PRODUCTION 
PRODUCTION 
MILL & FACTORY 
CANADIAN MACHINERY 
WESTERN MACHINERY & STEEL WORLD 
PURCHASING 
IRON AGE 
BUYERS’ PURCHASING DIGEST 
SCHOOL SHOP 


INDUSTRIAL ARTS & VOCATIONAL 
EDUCATION 


MODERN MACHINE SHOP 
MACHINE & TOOL BLUE BOOK 
METLFAX 


ets 


PLUS ... continuous support for our distrib- 
utors through— 


* New Products 
* Helpful Advertising 


* Smart Promotional Material 


You can depend upon Jacobs to help 
you fill your customers’ needs quickly and 
dependably. 
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ACCURACY 
AND 
GRIP... 





e Precisely the point... 


When you buy new tools or rebuild old ones 


RON @ It has the accuracy—the world’s most accu- 
rate collet chuck. Manufactured to maximum 
Precisely the point where the tool does its work. runout limits of .0007” —T. I. R. at the nose. 


Precisely the point where profits are made and INDUSTRIAL TEAMWORK 


lost. 


Precisely the point where the accuracy and 
grip of Jacobs Chucks reduce tool breakage, 
downtime and rejects. 


This is precisely the point, start up front with Jacobs. 
The Jacobs Model 91 is the world’s finest lathe 


collet chuck. Developed expressly for the world’s 
finest engine and tool room lathes. Modernize your 
lathes with Model 91. a> 
@ It has the range—each collet has full \” , 
range and set of 11 chucks any bar between eS 
ia and 134". CHUCKS 


@ It has the grip—two to four times as much THE JACOBS MANUFACTURING COMPANY, 
as split steel collet equipment. WEST HARTFORD, CONNECTICUT 


Your industrial supply distributor knows your 
business. He is always ready to fill your needs 
quickly and economically. When you need chucks 
you can depend on this industrial team—Jacobs 
and your Jacobs industrial supply distributor. 
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Hardware Association Sends 


A COMPLETE, TOP-QUALITY BRUSH LINE | fata Assi Sens 
BOOS TS BUSINESS— The National Wholesale Hardware 


Association mailed copies of resolu- 
THAT'S WHY IT 


tions, made at the Association’s 66th 
annual convention, to sales managers 


of manufacturing firms concerned. 
The Association said that a number 
F | Oy of important matters affecting the 


efficiency and profits of hardware 
wholesalers were the subject of the 
resolutions. 


S MILWAUKEE 


*$ 
‘of / N D U 5 T R / A l orders and related items. The resolu- 


tion states that wholesalers have 
expressed concern over the way in 
which the efficiency of their payment 


of manufacturers’ invoices is ad- 


One resolution relates to manufac- 
turers’ invoices, wholesalers’ purchase 


versely affected by the varied sizes 
they receive, the lack of clear descrip- 
tion of the merchandise, absence of 
information on terms of payment, etc. 
A second resolution is concerned 
with the loss in sales and the incon- 
veniences due to vacation shutdowns 
by manufacturers who do not main- 
tain skeleton shipping forces. The 
® You've got most everything when 
you sell Milwaukee Industrial 
Brushes. A line that meets the} hand during the shut-down period. 
requirements of a customer and A third resolution stresses that 
prospect a line of brushes 
that’s built for extra life and effi- and manufacturers through the adop- 
ciency . . . increased sales and the} tion of the Association’s catalog 
confidence of the American indus- 
try in Milwaukee leadership. And 
on top of that, Milwaukee’s Engi- 


resolution urges manufacturers to 
keep a skeleton shipping force on 


savings can be realized by wholesalers 


standards. 
A fourth resolution focuses atten- 
tion on the need for tax equality, a 


neering Department is available 
at all times to help solve your 


brushing problems. 


* Production brushes for power use 
© Production brushes for hand use 


subject currently of concern to Asso- 
ciation members. The resolution urges 
members to support both vocally and 
financially efforts to obtain equality. 

Copies of the resolutions may be 
obtained from the National Wholesale 


Hardware Association, 1900 Arch 


© Brushes for various maintenance needs Street, Philadelphia 3, Pa. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 North 30th Street Milwaukee 45, Wisconsin | alton Consolidates Facilities 


For Manufacturing On One Site 


Dalton Gear Co. consolidated manu- 
facturing facilities at one location, 
212 Colfax Ave. N., Minneapolis. 
The new 35,000 sq. ft. building in- 
cludes hardening and flame cutting 
departments and an enlarged, air- 
conditioned inspection department. 
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Richard T. Buhler 


Buhler Appointed General Manager 
Of Threaded Products, Inc. 


Richard T. Buhler was appointed gen- 
eral manager of Threaded Products, 
Inc., Pittsburgh, Pa. 

He was formerly western Pennsyl- 
vania sales representative for Lamson 
& Sessions Co. He previously served 
the factory in production control op- 
erations. 


Chamberlin Wins First Place In 
Pawling Rubber Co. Sales Contest 


Chamberlin Rubber Co., Rochester, 
N.Y. was awarded first place in a 
nationwide sales contest, instituted 
by Pawling Rubber Corp., according 
to James B. Little, 
president. 


Chamberlin 


Pawling awarded Chamberlin Co. 
for “the greatest increase in sales in 
a five-month period” in the sales of 
“Triple A Vinyl Link” custom de- 
signed mats for commercial build- 
ings. 

“This record is due almost entirely 
to the efforts of Floyd Benedict, 
head of our Mat Department” said 
Mr. Little. Benedict received a check 
from Pawling for $1,400. 


Fairbanks Morse Appoints Bishop 
R. M. Bishop was appointed a district 
sales and field engineer by Fairbanks- 
Morse Co. He will cover Wyoming 
and parts of Montana with head- 
quarters in Casper, Wyoming. 


(Continued on page 196) 


March 1961 





when it comes to PLASTIC PIPE CLAMPS 


compareSweWe 


with the rest 


and see for yourself which value’s best! 


TWO TYPES—FOUR SERIES—ONE ENGINEERING DESIGN 


Write for Distributor Proposition Including New Catalog PP-1160 


Quality for over 35 years 


WITTEK manufacturing co. 


4366 WEST 24th PLACE «+ CHICAGO 23, ILLINOIS 


CLAMPS 
for Every 
Application 














Educational aid is presented by Andrew Thompson, Buffalo dis- 


tributor, to Dr. Claude E. Puffer, vice chancellor, University of 


University students receive financial aid 


from distributor in lieu of customer Christmas gifts. 


Christmas Gifts Go To Education 


A new idea in Christmas gift giving 
is tried by a Buffalo distributor who 
recognizes the need for financial aid 
Thompson, 


to education. Andrew 


president, Industrial Transmissions, 
Inc., Buffalo, New 


that rather than give Christmas gifts 


York, announced 


to their various customers the com- 
pany established two scholarships at 
the University of Buffalo. 

“At Christmas time for the past 
few years, we have contributed, on 
the behalf of our customers, a given 
sum of money to the Heart Fund. 
After considerable thought and plan- 
ning, we decided to make a different 
kind of gift this year. 


“At Christmas time this year, we 
submitted a gift to the University of 
Buffalo to be 
Scholarship.” 


known as “Santa’s 
This scholarship will 
afford partial financial aid to two 
students for one year. In late Spring 
or early Summer, we shall have the 
pleasure of submitting to our cus- 
tomers a background résumé of the 
boys the University selects to receive 
“Santa’s Scholarship.” In this way, 
we hope to make our Christmas gift, 
on behalf of 
personal. 
“This $550 gift consists of 4-$125 
parts plus $50 for administration fee. 
Two-$125 scholarships will apply 


our customers, more 


Buffalo. Santa’s Scholarship which amounts to $550 will be 
awarded to two students on behalf of the distributor's customers. 


each term. Needless to say, we hope 
to increase this if business conditions 
warrant it.” 

George Black, purchasing agent, 
Blackstone Corporation, commented, 
“I should like to take this opportunity 
to express my opinion on your 
scholarship program as outlined in 
your recent letter. 1 commend you 

entering 
nature. | 


associates for 
of this 


will await 


and 
into 


your 
a program 
certainly your program 
report and background résumé for 
these fortunate students.” 

“This is just one of the many fine 
letters we have received expressing 
the gratitude of our customers.” 
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Maintenance 


starts on page 84 


on the subject of maintenance weld- 
ing. “Maintenance welding,” he said 
“bears the same relationship to pro- 
duction welding that the decathlon 
bears to a single event in the 
Olympics. Since maintenance weld- 
ing requirements are so broad, choice 
of filler metals becomes an acute and 
perplexing problem. When the 
analysis of the base metal to be 
welded is unknown (as is often the 
case), an already difficult situation 
trembles on the edge of a precipice 
leading to disaster. If a production 
interrupting breakdown has occurred, 
mounting overhead adds another 
pressure. To top matters off, the 
repair may have to be made in an 
inaccessible location where both 
reach and sight are limited. That so 
much good maintenance welding is 
accomplished in the face of so many 
obstacles is a real tribute to the vir- 
tuosity of maintenance engineers and 
welders alike. 

“Four principal situations call for 
maintenance welding: fracture, wear, 
corrosion, and new construction (in- 
cluding modifications of existing 
equipment). Although this may be 
an oversimplification of the subject, 
some generalizations are needed if 
the part through the tangled rain 
forest of possible filler materials is to 
be even found, let alone followed. 
While most of the metals in the pe- 
riodic system will be encountered by 
the maintenance staff, this study of 
filler metals will be restricted to con- 
structional steels, cast irons, stainless 
steels, and wear resistant materials. 

“Because the nonferrous metals 
are seemingly being neglected, refer- 
ences for joining these alloys as well 
as the ferrous-base materials are: 

* Filler Metals for Joining, Orville T. 
Barnett, Reinhold Publishing Corp.., 
New York, 1959. 

¢ AWS—ASTM Specifications 

* Brazing Manual, (AWS Committee, 
Reinhold Publishing Corp., New 
York, 1955. 

*Manufacturers’ Literature. 

“Our problem may be the welding 


continued 
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2 NEW 


FPeilbaalip, 


CHAIN 


WRENCHES 


No. C-14 

for up to 

2” Pipe and 
Fittings 


No. ¢c-18 

for up to 
22" Pipe 
and Fittings 


give real Action-Grip 
in Tightest Places 





Work on Round, Square or Irregular 
Shapes Other Wrenches Can’t Reach! 


In extra close quarters, there’s 
nothing that’ll beat these new 
Ri@aIpD Chain Wrenches for get- 
ting the job done. Fast, ratchet- 
like action in either direction . . . 
from either side. Give tight grip 
without crushing. Large, easy-to- 
grab end ring for fast chain ad- 
justment. Tempered steel chain 


locks securely . . . releases quickly. 
Rugged, comfort-grip, I-beam 
handle, guaranteed not to break 
or warp . . . handy hang-up hole. 

Light and easy to use, these 
new Rifmip Chain Wrenches do 
everything a regular wrench can 
do... and much more. Your cus- 
tomers will be calling for them. 
Order your supply today! 








Wide range of worm gear vertical 
and horizontal speed 


ia 


SPEED REDUCERS 


reducers 


Single and double reduction; 
ratios 5:1 to 3264:1 for 
1/30 to over ll h.p 


input 


the 


STOCK 


GEARS 


Complete line of stock gears: Spur 


Gears and Pinions. Miter, Bevel 


and Worm Gears. Custom 
Gears 


<@ 


SPROCKETS A 


it cast iron 


and custom sprockets 


light 


ND CHA 


and steel 


or 


heavy 


INS 
stock 





of cast iron where either metallic arc 
welding or oxyacetylene welding may 
be selected. Once this choice has been 
made, the possible ‘iller materials in- 
clude cast iron (two types), low- 
fuming bronze (really brasses, and 
offered in four different analysis), 
aluminum bronze (two types), pure 
nickel, nickel-iron, monel, and steel. 
Choosing the wrong process or an in- 
appropriate filler metal may produce 
many cracks where only one existed 
in the first place. 

“Brazing is a valuable process for 
joining metals. In the Brazing Man- 
ual the combined experience of an 
AWS Committee has been reported 
in simple, easy-to-apply language, 
whereas brazing is an accepted tool 
of the maintenance welder, it is often- 
times overlooked. There are many 
instances where brazing might be 
used to better advantage than weld- 
ing. Improved knowledge on the 
part of the literate welder will lead to 
the most effective repair. 

“Manufacturers’ literature is an- 
other extremely fruitful source of 
welding information. For nonferrous 
metals — particularly nickel, alumi- 
num and copper—the leading manu- 
excellent tests on 
and 
which are available for the asking. 


have 
brazing, 


facturers 
welding, soldering 
Additional aid will be found in the 
technical bulletins available from the 
manufacturers of welding materials 
and their distributors. Field service 
the 
work warrants such expensive help 
from the work 
tenance wonders. The usual precau- 


where volume of maintenance 


vendor, can main- 


tion should be taken to make sure 
that the “expert” is, in fact, as well- 
versed in his subject as his confi- 
dence alone might lead one to believe. 

“More varieties of filler metals are 
used by maintenance welders than by 
production welders. The far ranging 
problems involving fracture, wear, 
construction 
and 


repaired equip- 


corrosion, and new 


reach every commercial metal 
Oftentimes, 


outlasts 


alloy. 
devices in 
identical The 


reasons are obvious. When a part 


ment original 


service environments. 
fails in use, a design weakness is 
A knowledgeable main- 
tenance engineer does more than 


revealed. 


minimum repair job. He adds rein- 
forcement to bolster a weak section 
or he specifies an alloy filler metal 
that has been selected for proven 
qualities of wear resistance or corro- 
sion resistance. Well-thumbed favor- 
ite references give smudged proof of 
the maintenance staff’s familiarity 
with published information that pro- 
vides quick prescriptions for sudden 


industrial ills. And _ well-doctored 


plants are restored to full production 
vigor with gratifying speed at com- 
paratively insignificant costs.” 


Small Operations 


“The plant engineer of a small 
plant is a general practitioner in an 
age of specialization” said Herbert 
D. Sprenger, plant engineer, Ameri- 
can Standard Industrial Division, 
Columbus, Ohio. “In the big plants, 
the plant engineer has an astounding 
variety of staff specialists to draw 
upon for technical information in 
specific fields. In the small plant, 
he must be his own expert in all of 
the phases of plant engineering 
activity. And here lies, not only his 
strength, but also his major weak- 
ness. Without so many persons to 
be consulted and so many viewpoints 
to be reconciled, he can act in a 
hurry when necessary. But, since it 
is impossible for him to be an ex- 
pert in every one of the related fields 
affecting plant engineering, he must 
select those which appear to hold the 
greatest attempt to 
familiarize himself with the 
points as they apply to his own in- 


promise and 


finer 


dividual conditions. 

“Now it’s up to the plant engineer 
to set some objectives and see what 
can be done to reduce costs without 
increasing the risk through ad- 
ditional deferred maintenance. Here 
is where the many special programs 
of plant engineering come into use. 
Preventive maintenance, planning & 
scheduling, controlled lubrication, 
work sampling, work simplification, 
and a host of other programs are all 
devices for achieving a more stable 
level of operation at reduced cost.” 
If he is not careful, he will think 
like an expert; and that is fatal. 


continued 
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Contamination 


“It is predicted that by 1980 our 
population will reach the formidable 
figure of 260 million, an increase of 
45 percent” said H. W. Poston, re- 
gional program director, water 
supply and pollution control, Public 
Health Service, region V, U.S. De- 
partment of Health, Education and 
Welfare, Chicago. 

“In the same year, 1980, the total 
daily water use is expected to reach 
the astronomical quantity of 600 bil- 
lion gallons, an increase of 100 per- 
On the other hand, the de- 
that 
developed by 1980 are estimated at 


cent. 
pendable supplies can be 
about 500 million gallons per day. 
Which means, that by 1980 our water 
requirements will exceed the captur- 
able water supplies. As a result, 
much of the water will have to be 
used more than once on a large scale. 

“Synthetics, 
industrial solvents, high energy fuels, 
and so forth, all of these so-called 
‘exotic’ pollutants are the products 


plastics, pesticides, 


of industry. Our present methods of 


of treating sewage are not very 
effective in eliminating these new 
pollutants. In view of this, we must 
probe for completely new methods of 
waste treatment. The new methods 
should be capable of removing any 
and all types of pollutants and, at 
the same time, be flexible enough to 
permit design to match actual treat- 
The 
plants of the future will probable in- 
potentials. 


The salvaging of valuable materials 


ment needs. waste treatment 


volve valuable salvage 
from industrial waste water may well 
become big business in the not-too- 
distant future. 

“Many industries have found that 
cleaning up pollution sometimes pays 
off in cash. For example, a steel com- 
pany decided to stop dumping 
furnace flue dust into the Ohio River 
and spent over $500,000 on a treat- 
ment plant. In its first year the plant 
recovered enough ore to yield an 
appreciable profit. 

“In Texas, a chemical company 
which has been dumping 100,000 tons 
of aluminum chloride a year down 
the drain with waste water now re- 
covers some 50,000 tons which are 
sold to a paper mill.” 
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_ _ Variety, adaptability of 
Victor Suprene belting brings 
orders from many industries 


Complete line offers choice of 3 weights, many 
plies and surfaces . . . helps simplify your selling! 


Orders and re-orders for Victor Suprene Belting 
come from many sources. Year in, year out, this ver- 
satile, adaptable Neoprene belting is specified for 
conveying, elevating, power transmission for effi- 
cient handling of materials from flour to asphalt tile. 


One line meets many needs. Engineered for wide 
adaptability, Victor Suprene Belting comes in three 
basic weights or styles. A big variety of ply thick- 
nesses and surfaces matches your customers’ exact 
needs .. . per loads, materials, speeds or pulley 
sizes. Suprene can be vulcanized endless or laced 
with standard fasteners. Available in widths to 60”, 
it’s made with square edges and can be cut to any 
width wanted, on the job. 

Outstanding quality features are standard on all 
Victor Suprene Belting. Heavy, best-grade tightly- 
woven duck is impregnated with a special Victor- 
developed Neoprene compound. Exclusive Victor 
application processes give Suprene exceptional re- 
sistance to water, acids, oils. High-friction ply con- 
struction permits tight flexing without separation. 
Rapid shipment and expert service — from factory 
representatives serving all key industrial areas — 
assure customer satisfaction and confidence. 
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How 4 


and what 
to sell | 
Department Stores 


...@ growing market for caster mobility 


st 


ws 


Furniture glides 
and floor protectors. 


Series “69” 


[ with pipe socket. Series “‘H99.” 


J 


An immense market: Every town of any size in the country has its department 
store, and most have more than one. They range in size from over-grown general 
stores to the immense and fabulous establishments found in the larger cities. All 
of them use casters. And don’t forget variety stores, too. 


Caster applications in a store are numerous, Baskets; garment racks, merchan- 
dise trucks; dollies for moving heavy equipment, furniture, fixtures, and displays; 
office chairs and equipment. 

Special requirements: Floor protection is always vitally important here. Casters 
must not drop grease on floors, both for appearance and for customer safety. Easy 
swiveling and easy rolling are big selling points, too, particularly where merchan- 
dise must move down narrow aisles and turn sharp corners. 


Casters to sell: Recommend “H99 x 277” for merchandise trucks. They’re lubri- 
cant sealed and easily regreased with a standard Alemite system. Generous double 
ball-bearings insure easy swiveling for the life of the caster. Side-plate wheels 
with soft-rubber treads are the favorite of most store managers. 

For garment racks, economical Series “69” is ideal. Pipe sockets, “X57,” aid in 
fitting them to threaded pipe racks or pipe fittings; “X119” octagonal stems do 
the same job for angle iron. 

Bassick’s new, corrosion-resistant casters are almost certain to be popular in 
stores with cafeterias or restaurants. 

Remember, too, that almost all larger stores have extensive offices and ware- 
house or store-room facilities—more opportunities for sales of casters, glides, and 


floor-protectors. 1.8 


“STEWART- WARNER CORPORATION 





This symbol appears 
regularly in 
our advertising. 














THE BASSICK COMPANY, Bridgeport 5, Conn. In Canada: Belleville, Ont. 
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How the case turned out 


starts on page 90 


During the week following his discus- 
sion with his boss, Frank Courtney 
arranged a dinner date with Benson 
and, over Martinis, attempted to tact- 
fully explain the situation to him. 
Since he thought he knew Benson 
fairly well—having called on him for 
almost a year—Courtney decided that 
his explanation would be most effec- 
tive if he put it on a “personal” basis, 
rather than on the basis of company 
policy or function. Thus, during his 
discussion with Benson, he stressed 
the fact that Benson’s ordering prac- 
tices were proving somewhat embar- 
rassing to him, Courtney, and that he 
was starting to “get it from all sides.” 
At the conclusion of the dinner, Ben- 
son stated that he “understood the 
situation” but that he wished Court- 
ney had “told him about it sooner.” 

There the matter rested until, a 
month later, sales manager Johnson 
called Courtney into his office to dis- 
cuss the Allied account, whose volume 
seemed to be falling off rapidly al- 
though, happily, the “oddball” orders 
had stopped. 





NEWS 


continued from page 191 





Daniel F. Whelan 


Wiss Increases Whelan’s Territory 
Daniel F. Whelan has had his sales 


territory increased by J. Wiss & Sons. 
In addition to his present responsi- 
bilities, he will travel in Illinois and 
western Indiana. 
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Troy Miller 


Madden Succeeds Grove At 
Mine & Smelter Supply Co. 


R. U. Madden was appointed man- 
ager of the Denver Branch of Mine & 
Smelter Supply Co., Denver, Colo. 

Mr. Madden succeeds L. W. Grove 
who retired after 41 years service 
with the firm. 

Mr. Madden has been manager of 
industrial supply sales until this new 
appointment. 

Troy Miller, service engineer with 
the Denver Branch for 14 years, was 
appointed manager of industrial sup- 
ply sales succeeding Mr. Madden. 


Diamond Expansion Bolt Opens 
Virginia Branch Warehouse 


Diamond Expansion Bolt Co. opened 
a new branch warehouse in Rich- 
mond, Va., located at Harrison and 
West Marshall Streets. 

The new branch will serve the 72- 
year-old manufacturing firm’s dis- 
tributor customers in Washington, 
D. C., North Carolina and Virginia. 





Meet George 


he helps you do more with DELTA 


Satisfying the needs of users is a big part of George Groya’s job as 
Woodworking Products Manager for Rockwell’s Power Tool Divi- 
sion. George knows from experience that these needs have led to 
the development and introduction of new and improved Delta 
machines—for woodworking as well as metalworking. 

Today, Delta manufactures a line of power tools for industry, 
schools and home workshops that include 61 machines in 302 
models and over 1400 accessories. Because it is the most complete 
line made anywhere, it gives Delta Industrial Distributors these 
advantages: 

It’s easier to build business with customers (old or new) when 
you can match the tool and the price to the need. It’s easier to give 
prompt service and delivery when stocks of replacement parts and 
accessories are readily available from a single source. And it’s 
easier to sell new products when they carry a name backed by an 
established reputation for quality and dependable performance. 


Delta Distributors benefit from another phase of George’s activi- 
ties, too. He conducts product training sessions with their sales- 
men, holds clinics on tool use, care and maintenance for shop 
teachers and effectively demonstrates Delta tools at trade shows. 

Continued growth in sales and profits has proved one thing to 
leading Delta Distributors—you can do more with Delta. For 
information on how easy it is to do business with Delta, write: 
Rockwell Manufacturing Company, Delta Power Tool Division, 
634C North Lexington Ave., Pittsburgh 8, Pennsylvania. 


ROCKWELL” 








@ stock this new product 
which eliminates the harmful 
effects of moisture on metals 


during production, storage and in packaging 


CRC 3-36 dealers everywhere are telling the same story .. . 
high turnover—excellent profit. With this new formula, 

CRC 3-36, you can eliminate many other items such as 
penetrating oils and preservative chemicals that take up room 
on your shelf. That’s right! Stock only one product, 

CRC 3-36. As a result, your volume will increase, you’ll get 
more repeat business and profit. You’ll save money too, 

by having to stock only one product. 

CRC 3-36 drives out moisture from grain boundaries, 
cracks and pores and leaves a thin molecular film to protect 
the metallic surface from the re-entry of moisture. It offers 
an effective, low cost method of preventing rust and corrosion. 
This formula is equally effective on iron, steel, aluminum, 
magnesium and plated and painted surfaces. It will not 
affect tolerances and is suitable for use on precision 
equipment and sub-assemblies as well as machined surfaces, 
castings and raw material stocks... CRC 3-36 lifts 
corrosive scale and facilitates cleaning. 

FoR FURTHER INFORMATION on where and how to sell CRC 3-36, 
write or call CoRROSION REACTION CONSULTANTS, 
116-Z Chestnut Street, Philadelphia 6, Pa., WAlnut 5-0200. 


RUST AND CORROSION 
PREVENTION PROGRAMS 





Nelson L. Hower 


Metal Goods Corp. Elects 
Nelson Hower A Director 


Nelson L. Hower was elected a 
member of the board of directors of 
Metal Goods Corp., St. Louis, Mo. 
He is manager of the firms St. Louis 
district. 

Prior to joining Metal Goods in 
1944, Mr. Hower was in the sales 
department of Joseph T. Ryerson & 
Sons, Inc. 


Consider Reduction In Variety 
Of Oil Hardenable Flat Stock 


A proposed Simplified Practice Rec- 
ommendation to reduce the number 
of standard stock sizes of flat, ground 
tool, steel stock by 53% has been cir- 
culated by the Commodity Standards 
Division, Office of Technical Serv- 
ices, Business and Defense Services 
Administration, U. S. Department of 
Commerce. 

The recommendation, developed at 
the request of the American Ground 
Flat Stock Association, is being cir- 
culated to distributors, producers, 
users and others interested for com- 
ment or written acceptance. 

If the concensus of the industry 
expresses approval, the recommenda- 
tion will be issued by the department. 


Vascoloy-Ramet Appoints Eischeid 


George Eischeid was appointed sales- 
man for Vascoloy-Ramet in Iowa. In 
addition he will cover sales and serv- 
ice in Rock Island, Illinois. 
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E. T. Franks Promoted By 
Heitmann, Bering-Cortes Co. 


E. T. Franks was elected vice presi- 
dent of sales of the Heitmann, Bering- 
Cortes Co., Houston. He was vice 
president-industrial sales. 

Mr. Franks will be responsible for 
all sales operations of the 100-year- 
old wholesale hardware and industrial 
supply house. 

He joined the firm in 1924 as an 
office boy, and successively held the 
position of wholesale hardware terri- 
tory salesman and industrial supply 
sales representative. Upon the merger 
of F. W. Heitmann Co. and Bering- 
Cortes Hardware Co., in 1959, he 
assumed the position of vice presi- 
dent-industrial sales. 


Gulf & Western Industries Buys 
Scheufler Supply Co. 


Gulf & Western Industries of Hous- 
ton, Texas, purchased The Scheufler 
Supply Co., Great Bend, Kansas. 
The Scheufler firm operates automo- 
bile and oil field supply branches in 
nine central and western Kansas com- 
munities. It was founded by the late 
George Scheufler of Great Bend. 


Chicago-Latrobe Appoints 
Albert S. Burgoyne 


Albert S. Burgoyne was appointed 
vice president and general manager 
of Chicago-Latrobe. 
Chicago-Latrobe is a division of 
United-Greenfield Corporation. 


Albert S. Burgoyne 


March 1961 





NEW Coffing SEALED 


Safety Pull 


Ratchet Lever Hoist 


Five Seals 
Assure Efficient Hoisting 
In Any Weather 


Here is a new hoist designed for 
safe, efficient hoisting in any 
weather which brings you many 
competitive advantages over other 
hoists now on the market. 

Loads will not slip because the 
brake mechanism of the Safety Pull 
Hoist is permanently sealed in five 
places against moisture, oils, chem- 
icals and dirt—all common causes 
of hoist slippage and customer 
dissatisfaction. 

The spring-loaded Neoprene 
seals assure that brake perform- 
ance will remain constant under all 
exposure conditions. 

Safety features include the ex- 
clusive Safety Handle which bends 


to indicate overload and the pro- 
tected free chain control. 

The Safety Pull Hoist is easy to 
operate—handle pull requires mini- 
mum effort—load spotting is pre- 
cise—up and down controls will not 
interfere with operator’s grip. Ball 
bearing swivel load hook and plated 
chain are additional features. 

Five models, %, 1%, 3, 4% and 
6-ton capacities are available to 
give you a complete line of hoists 
in the most wanted sizes. Here is 
an opportunity to serve your cus- 
tomers better—increase your profit 
potential. Write for details of the 
new line which is described in Bul- 
letin ADH-78-ID. 


COFFING HOISTS 


DUFF-NORTON COMPANY 
Four Gateway Center - Pittsburgh 22, Pa. 


COFFING HOISTS 


Ratchet Lever *« Air 
Hand Chain * Electric 


DUFF-NORTON 


DUFF-NORTON JACKS 


Ratchet * Screw 
Hydraulic * Worm Gear 





DO YOU 
KNOW 


there is a complete, quality line of 
industrial hand tools sold only 
through Industrial Distributors? 


All our industrial tools and shovels are roll-forged in one 
piece. Their premium ash handles are natural finished so 
that you can see their quality. They have the perfect “balance 
and feel” that over 50 years of craftsmanship put into hand 


tools. All are “fully guaranteed” in writing. 


BACK OF THESE QUALITY TOOLS IS A QUALITY POLICY. We 
sell to industry only through recognized industrial distributors. 


Let our Bid Department also help you to obtain profitable 
Municipal, State and Federal business. 


THE UNION FORK 


& HOE COMPANY 


500 Dublin Ave., Columbus 15, Ohio 


oc 
UNION and ATLAS RAZOR-BACK and 


industrial Hand Tools RAZOR-LITE Shovels 


SEND TODAY FOR THIS COMPLETE NEW CATALOG 


The Union Fork & Hoe C y, Columbus 15, Ohio 


r 





Please mail latest Industrial Catalog No. 10 
Name 

Title 

Company 

Street 

City 


State 





John E. Baldridge 


Baldridge Appointed Comptroller 
By Quality Mill Supply Co. 


John E. Baldridge was appointed to 
the newly created position of comp- 
troller for Quality Mill Supply Co., 
Inc., Columbus, Indiana. 

Mr. Baldridge was the purchasing 
agent at Reeves Pulley Co. for more 
than twenty years, until his retire- 
ment recently. 

In his new position, Mr. Baldridge 
will act as administrative assistant to 
Alvah E. Gilbert, president. 

Quality Mill Supply maintains of- 
fices and warehouses both in Colum- 
bus and Indianapolis, serving indus- 
trial plants in central and southern 
Indiana. The firm observed its 16th 
anniversary last December. 


Simonds Saw Opens New Branch 
In Union, New Jersey 


Simonds Saw & Steel Co. opened a 
new branch warehouse, sales office 
and service shop in Union, N. J., at 
1160 Springfield Road, just off Route 
22. 

The new branch replaces Simonds 
old Boston Branch that served the 
Eastern Seaboard from Maine to 
Florida. It will also be headquarters 
for Heller Tool Co. East Coast branch, 
which was located in Newark, N. J. 

The branch will have a direct line 
with both Simonds and Heller home 
offices and plants as well as all 
branches and divisions of the com- 
pany. 
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Experience... 


Gained through countless fastener problems 
solved over the past 52 years means a greater 
ability to solve each new problem more quickly 
... More economically. We're proud of this 
accumulated “*know-how”™ because it 
assures Our customers of highest quality 


standard and special fasteners. 


FERRY CAP 


& SET SCREW COMPANY 


2151 Scranton Road + Cleveland 13, Ohio 





Cold upset screw products 
...- Standards and speciais. 


nO 








Easy does it! 


H & A Rope is 
Easy to Stock 
Easy to Dispense 
Easy to Use 


H & A “Blue Heart” Manila is measure-marked for convenience 
and packaged for easy storage and dispensing. 

But that’s not enough. 

H & A takes another step to make sure the rope made for you 
exceeds industrial requirements by manufacturing under a 
process that guarantees these two important characteristics. 


1. Great tensile strength — assurance of an extra margin 
of safety and life. 

2. “Live Action” that gives H & A rope a feel of quality, 
flexibility, freedom from kinking and ease of handling. 


In the production of “Blue Heart,” accurate, electronic con- 
trols assure maximum uniformity. Amazing strength and flexi- 
bility result from the use of an exclusive H & A research proved 
lubricant which also protects the rope against moisture and 
weather. The result—a rope that has been labeled as the rope 
which is easy to stock, dispense and use. 

Specify H & A rope on your next order. It’s available in sizes 
and put-ups to fit your requirements. 


Full Line Cordage Service 

For cordage requirements make Hooven & Allison your one- 
stop source of supply. H & A Jute, Sisal and Hemp Twines, 
Polyethylene and Nylon Rope, and Oakum and Jute Packings, 
packaged for easy handling, are available in sizes and put- 
ups to fit all requirements. Buy these H & A products, and 
you Buy the Finest! 








FREE! write tor 


your free copy of this 
big new book, H & A 
“Ropelore.”’ Full of in- 
formation on knots, 
splicing, manufacture, 
use and care of rope. 


Spinners of 
Fine Cordage 
Since 1869 
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Distributor Discusses Role 
Of HIDA In Petrochemical Growth 


Writing in the Southwestern Pur- 
chaser, R. A. Castillo, general man- 
ager of Joseph T. Ryerson & Son, 
Inc., and president of the Houston 
Industrial Distributors Association 
discusses how members of HIDA have 
contributed to the growth of the 
petroleum and petrochemical indus- 
try in the Gulf Coast area. 

In the article, Mr. Castillo explains 
the role of the distributor in that in- 
dustry. He explains how the indus- 
trial distributor helped the petroleum 
and petrochemical industries; what 
services of value have been rendered 
by the distributor, and what services 
the distributor can be expected to 
offer in the future. 

Mr. Castillo began his career in 
industrial distribution in 1917, when 
he became district sales manager for 
Reynolds Metals. In 1952 he joined 
Vinson Steel & Aluminum Co. as sales 
manager in Dallas. In 1956 he was 
promoted to assistant general man- 
ager of Vinson Supply Co., Houston. 
He became general manager of Ryer- 
son’s Houston plant in 1959. 


Donald R. DeVeaux 


Crane Appoints Donald DeVeaux 
Manufacturing, Marketing Manager 


Donald R. DeVeaux was appointed 
general manager of finance for manu- 
facturing and marketing of the Crane 
Co. Industrial Products Group. 

Mr. DeVeaux had been assistant to 
C. H. Lovelace, vice president of the 
Industrial Products Group. Prior to 


GLOSS ENAME 


Super DAMPCOAT ° ENAMELS 
FOR JYAMP wats AND CEILINGS 


SUPER DAMPCOAT Enamels have given years of 
proven MIM* service in paper and textile mills, food- 
processing and other areas that could not be “dried- 
out” for normal painting. Designed for use on surfaces 
that are damp during application, damp or wet during 
subsequent service, they provide... 


@ CHEMICAL RESISTANCE — withstands prolonged expo- 
sure to common industrial fumes and spillages, and 
repeated scrubbing 


@ COLOR AND GLOSS RETENTION — non-yellowing 
whites, non-fading colors, brilliant gloss throughout serv- 
ice life 

@ FUNGUS RESISTANCE — no additives required to pre- 
vent fungus attack 


Available in Super Gloss White and Colors, Semi- 
Gloss, Flat and Undercoat White, all with minimal, 
temporary odor. Use FRIGID-COAT — a companion 
MIM product — for painting under refrigerated con- 
ditions (as low as —40°F) 


*MINIMUM - INTERRUPTION - MAINTENANCE — the concept of specialized coatings 
which perform unusual services quickly, with minimum shut-down of plant operation. 
Write for full data on W & W's unique *MINIMUM-INTERRUPTION-MAINTENANCE 
. . . MAXIMUM-INVENTORY-MOTION distribution plan. 


Creators of Advanced Coatings for Industry 


THE WILBUR & WILLIAMS CO., INC. 


joining Crane, he was with Standard 
Oil of New Jersey. 


Factory and General Offices, 658 Pleasant St., Norwood, Mass. 
In Canada — 7920 16th Ave., Ville St. Michel, Montreal 38, P.Q. | 
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[uincy pus POWER 
INTO COMPRESSOR SALES! 


SAFE-Q-LUBE Pressure lubrication 
LOADLESS STARTING 

QUIET CUSHIONED STEEL VALVES 
LYNITE CONNECTING RODS 

FINNED COPPER TUBE INTERCOOLER 
TIMKEN ROLLER BEARINGS 


6X ) These are just 


a few of many 
Quincy features 
that mean real 

Sales power 


uincy 


c Winey 


Stocking the 1960 “Q-LINE” 
means gaining new compres- 
sor customers... and 
because of QUINCY’s per- 
formance and reliability, 
those customers will be with 
you to stay! Get details on 
QUINCY COMPRESSORS 
now. 


QUINCY COMPRESSOR CO., Quincy, Illinois 





JACKSON 
ROPE 


The world’s finest cordage fibers and 
careful, experienced workmanship result 
in unsurpassed highest quality rope 


MANILA—Ocean Brand 


SYNTHETICS—Super-Tuff 
(nylon, dacron, polyethylene, polypropylene) 


Dependable Service - Highest Quality 


Manufacturers >—~ 


(Sa 5 -—~ Since 1829 


The Glee: Tdcos & Son Co., 


Reading, Pa., U.S.A. 





Fram Plans Expansion, Relocation 
Of Industrial Filter Division 


The industrial filter division of Fram 
Corp. will develop and market new 
filter applications for chemical and 
food processing, hydraulics, atomic 
fluids, machine tool coolants and 
many other fluids, according to 
Arthur F. Pettet, Fram president. The 
products will be developed at the 
Tulsa, Oklahoma, plant of Fram’s 
Warner-Lewis subsidiary. 

Warner-Lewis specializes in filters 
for aircraft, fuel, oil and pipe-line 
uses. The industrial filter group will 
operate as a division of Warner-Lewis 
Co. 

Earle Fulford will manage the in- 
dustrial filter division. He was form- 
erly sales engineer and supervising 
design engineer in Fram’s sales and 
engineering departments. 

Fram will continue to market filters 
for all types of engines through its 
regular distributor outlets, according 
to Mr. Pettet. 


S. R. Zimmerman, Jr. 


R/M Appoints S. R. Zimmerman 
Executive Vice President 


S. R. Zimmerman, Jr., was appointed 
executive vice president of Raybestos- 
Manhattan, Inc. 

Mr. Zimmerman is general man- 
ager of the U. S. Asbestos-Grey Rock 
Division, in charge of the Pacific 
Coast Division, and director of Cas- 
siar Asbestos Corp., Ltd., Canada. 

Mr. Zimmerman was manager of 
automotive and industrial sales for 
U.S. Asbestos Division and director 
of friction material research and de- 
velopment for the corporation. 
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S. L. Malone 


Fort Worth Steel Appoints Malone 
To Post Of Sales Vice President 


S. L. Malone was appointed vice 
president in charge of sales of Fort 
Worth Steel & Machinery Co., accord- 
ing to J. 1. Jackson, president. 

Mr. Malone was formerly product 
manager for the firm’s materials han- 
dling equipment. As general sales 
manager. he succeeds M. S. Jackson, 
Jr., who resigned to enter the farm 
supply business. 

Mr. Malone joined Fort Worth in 
1940, working in accounting. From 
1955 to 1959 he was a partner in a 
firm distributing industrial equip- 
ment, after which he returned to Fort 
Worth Steel & Machinery Co. 


Norton Appoints Forsman, Bauer, 
Swanson, To New Territories 
Wendell C. Forsman. Louis J. Bauer 


and K. Dale Swanson were given new 
assignments by Norton Co. 

Mr. Forsman, a Norton abrasive 
engineer since 1944, was transferred 
to the New Jersey area. He succeeds 
J. Steven Anderson, who retired after 
36 years with the firm. 

Mr. Bauer, formerly an abrasive 
engineer in Memphis, was appointed 
field engineer at the St. Louis district 
office. He is succeeded in Memphis by 
Donald F. Clair. 

Mr. Swanson, formerly abrasive 
engineer in Salt Lake City, was trans- 
ferred to Los Angeles. He is suc- 
ceeded by Edwin R. Larson, formerly 
a field engineer in Los Angeles. 
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helping 
hand... 


When you place an order with Clemson for metal cutting products you get 
some important ‘extras’ that don’t come in packages. One of these is the 
availability of Clemson men for missionary calls, and to help you solve tough 
cutting problems for your customers. 


in many other ways, too, Clemson has been working with fine distributors for 
over 80 years to help make them “‘the right hand of production.’ To assure 
you quick delivery, Clemson maintains large warehouse stocks at strategic 
locations. Clemson sells its products through distributors only, to assure you 
a fair deal and solid profits. And Clemson-Star traditional quality brings 
customers ‘‘back for more.” 


If you’re not already handling the Clemson-Star line — and if working with 
a good distributor-minded organization has appeal to you — why not write 
for full details today? @ «143 


Manufactured by CLEMSON BROS., INC. 


rs Middletown, N. Y. 
athe Warehouses in Boston * Chicago * Denver * Houston * Los Angeles 


Newark * New York City * Portland, Ore. * San Francisco 





MORE VALVE 
FOR LESS MONEY 


J The new Keckley No. 11A and No. 11R pres- 
NEW: sure reducing and relief valves feature a full 

: ported orifice for greater capacity and increased 
Pressure Reducing Valve flow of steam, air, water, oil and gas applica- 


with Full Ported Orifice  "°* 

This enables the No. 11A and No. 11R to fit 
many applications presently requiring larger or- 
dinary and/or more expensive valves at substan- 
tial savings. 

The single seated No. 11A and No. 11R has a 
semi-steel body, bronze or stainless steel trim 
and composition disc; and are suitable for initial Paul H. Krull 
pressures up to 250 lb. steam, 450° F.: 500 Ibs. 


water, oil and gas, non-shock, 100° F. Reduced Paul “ Krull Starts Business As 


pressures range from one pound to 100 Ibs. 


Springs available: 1-20 Ibs.; 15-50 Ibs.; and 40 to Manufacturers’ Representative ’ 


100 Ibs. Interchangeable standard composition 
discs are furnished for specific media. Sizes Paul H. Krull Co.. manufacturers’ 

” 2” to y ad . ; 4 *. . - z 
ee for Catalog om 58A representative, was established in 
eeeee PoP PRR REPRE EERE ERE RRR RRR RRR REE RRR ‘ ~ . _ 
Kansas City, Mo., at 6100 Walnut St. 


0. C. KECKLEY COMPANY Mr. Krell will handle sales to in- 


General Offices and Factory dustrial, wholesale hardware, and 


3400 CLEVELAND ST., SKOKIE, ILLINOIS 


O.E.M. accounts in Missouri, Iowa, 


Kansas and Nebraska. 

He was previously sales manager 
of Newco Mfg. Co. of Kansas City, 
and prior to that he was sales repre- 





St. Louis. 


2 | i, sentative in the Missouri River terri- 
ani | Beat Cw maeet! tory for Nixdorff-Krein Mfg. Co. of 


CAST BRASS 


E ice HOSE COUPLINGS Fafnir Promotes Crum, Gauron; 


Appoints Schauer To Cincinnati 


R. M. Crum and E. C. Gauron were 
appointed regional managers by Faf- 
nir Bearing Co. 

Mr. Crum is now manager of the 
Ohio region, comprising the Cleve- 
land and Cincinnati territories. He 
succeeds R. F. Steeneck, who is retir- 
@ Clean Cut Threads @ Used extensively for ing after seven years as head of the 


Simplified design - — : Cleveland office. 
Easy To Use @ Straight Iron Pipe Mr 


Thread . Gauron was named regional 


—— manager of the new Pittsburgh re- 
, White for Catalog gion. He will be responsible for Faf- 
Sane Se nir sales in the Rochester as well as 
Pittsburgh territories and for ware- 
WROUGHT BRASS 

RUSTPROOF Succeeding Mr. Crum as district 

B. SHERMAN HOSE CLAMPS : ie Sear ase 1 


manager in Cincinnati will be W. 
MANUFACTURING CO. Schauer. Mr. Schauer was active in 
Fafnir sales work in Chicago. 
BATTLE CREEK, MICHIGAN Mr. Schauer will be assisted by 
Richard Rival, who was assigned to 


WORLD'S STANDARD Cincinnati last year. 


house operations in Pittsburgh. 
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Meeting Held In Lansing Practical Idea 
By Michigan Distributors for the 


The scheduled meeting of the Mich- 


igan Industrial Distributors Associa- Production Man 


tion took place in Lansing, Mich. 
After the formal part of the meet- Efficient electric hoists...to 

move materials overhead 
and release floor space for 

more valuable operations. 


pertaining to the industrial supply 
business. Each of five different 
groups discussed one of the following 


topics for twenty minutes: 


ing was concluded, the members con- 


ducted a “Buzz Session” on problems 


* How to retire senior salesmen. 

* Design a program to get the most 
from factory salesmen. 

*Establishment of an Area pro- 
gram dealing with C.O.D. ac- 
counts, 

¢What is reasonably required in 
salesmen’s reports. 

¢Other buying influences in the 
customer's company. How to get 
around it—What to do. 

At the end of the session, a repre- 

sentative from each table told the 


group the solution to the problem. | CM LODESTAR ttectaic cnain Horst 
46 to 2 ton capacities—First truly heavy duty version of 
. z small electric hoist. % ton model weighs only 51 Ibs. 
open discussion on each problem. Heavy duty self-adjusting brake. Upper-lower safety 
limit switches. CM-Alloy load chain. 


After this there was a ten minute 


After luncheon, Doug Cline, dis- 


trict manager of Heller Tool Co., CM METEOR etecrric wire ROPE HOIST 


gave a short talk entitled “Getting the 4g to 5 ton capacities — Compact, enclosed design. Low head- 
M Out Of Y Seles ES ” room. Continuous duty motor with thermal overload protec- 
ost Uut our Sales Etort. tion for heavy duty service. Precision bearings and helical gears 


At the next meeting in April, in- for long life. Only 110 volts at push button control. 


ventory control will be the main 








topic of discussion. 


Rugged lightweight hand ay 
hoists and pullers...to make 
your job easier and safer 


Suggestion . CM CYCLONE ano HoIst 
, % to 10 ton capacities —Easy to carry 
for the and lift. One ton model weighs only 36 
ounds. Made of tough aluminum alloy. 
Pp f | 
CM-Alloy load chain. High efficiency. 


Maintenance : Lifetime lubrication. 
M an | \.\ CM PULLER THE“ONE MAN GANG” 


to 6 ton capacities —Lifts 
or pulls at any angle. Lever 
handle operation. Automatic load 
brake holds at any point. % ton 
model weighs only 14 pounds. 
CM-Alloy flexible load chain. 




















ALSO...CM Trolleys and Cranes 


4 jee catalog and name 
of local stocking distributor. 


“*Economic order quantity’ and ‘statisti- 
cal reorder point’ formulas, recently ap- bi 


yes to sur tetery Saeieh, same COLUMBUS McKINNON CHAIN CORPORATION 


changed a lot of our thinking on what it’s 
economical to stock” says Herbert Lee, HOISTS TONAWANDA, NEW YORK 
general manager, Harry Lee and Sons. REGIONAL OFFICES: NEW YORK, CHICAGO, CLEVELAND 


Chicago. In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
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No More Rummaging 
Through Stacks of Drills 


Used by industrial plants, hardware stores, stock 
rooms. The entire stock of drills can be seen at a 
glance. Compartments with rounded bottoms hold 
dozens of drills. Huot's built-in inventory system 
does away with cost sheets. 14%” long, 7%” 
high, 7%” deep. Hammerlin baked enamel finish 
over rugged steel. 


THREE MODELS 
#1 for Fractional Drills 
#2 for Numbered Drills . 
#3 for Lettered Drills 


HUOT MANUFACTURING CO. F 


Write for Bulletin 


551 No. Wheeler Street © St. Paul 4, Minn. 








W. S. Nott Co. Sales Meeting Features Management Simulation Sessions 


ke a 


al 


“Best Co.”, comprising Nott salesmen, was one of four teams competing in the 
management simulation sessions. The game covered a simulated period of 2 vears. 


{ management decision game, “Top 
Brass”, was played by salesmen of the 
W. S. Nott Co., Minneapolis, during 
the company’s recent general sales 
meeting held in Stillwater, Minne- 


sota. The salesmen were grouped into 


A standard stainless 
fastener with 125,000 
psi tensile strength? 


four teams of six men each. with each 
team competing in the operation of 
hypothetical businesses. 

W. A. Lindfors, vice president in 
charge of sales and service for the 
Minneapolis firm, said the purpose of 
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the game was to “give salesmen a 
‘feel’ of management problems faced 
by customers, so they will be in a 
better position to understand and 
solve these problems.” Other aims of 
the game, said Lindfors, were to “em- 
phasize the need for planning and 
programming” and “sharpen deci- 


sion-making abilities.” 
{nalyze customer problems 


Other phases of the 4-day meeting 
were also planned to provide an in- 
sight into customer functions and 
problems, particularly as they relate 
to industrial supply selling. For ex- 
ample, Les Blinn, director of pur- 
chases, Northwest Paper Co., spoke 
on “The Purchasing Agent And The 
Salesman”; Cliff Maclver, general su- 
perintendent of grain elevators for 
the Archer-Daniels-Midland Co., on 
“Maintenance And The Salesman” 
and A. E. Swanson, vice president, 
engineering, for the Day Company on 
“The Engineer And The Salesman”. 

Products, markets, and sales tech- 
niques were also covered during the 


meeting, with a salesmen’s roundtable 


discussion, a talk on new fire equip- 
ment by Nott salesman J. Havnes, a 
discussion of precision gears by R. 
Reynolds of Boston Gear Works, a 
talk on closing sales by W. J. John- 
son, general sales manager of Boston 
Gear, and a discussion of selling 
techniques by representatives of U.S. 
Rubber Co. 

Nott president Robert W. Morgan 
closed the meeting with a discussion 
of future company sales goals, and 


ways to achieve them. 


Huck Appoints Joseph Callahan 
Vice President of Sales 


Joseph E. Callahan was appointed 
vice president in charge of sales by 
Huck Mfg. Co. 

As vice president of sales, Mr. 
Callahan will direct all sales activities 
for the firm. 

Mr. Callahan comes to Huck from 
Cleveland Pneumatic Tool Co. where 
he was commercial vice president of 
sales. Previously he was with West- 


inghouse Electric Corp. 











A Sales Repeater Because it’s 
DEPENDABLE 


EFFICIENT 


ECONOMICAL 


You can depend on the selling power of 
RUBYFLUID, because it’s the soldering flux 
that’s easy and dependable to use. Effi- 
ciently conditions metal for neat, strong 


unions. 





RIGHT! 


It’s the new SPS 
socket head cap screw... 


UNBRAKO KS 812. 
And the tensile 
is certified 
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because RUBYFLUID 
costs less in the 
long run. Cus- 
tomers like RUBY- 
FLUID Flux—liquid 
or paste — keep 
coming back for 
more. Let Ruby- 
FLUID make 
friends and build 
business for you. 
Remember .. . 
RUBY’s Stainless 
Steel Flux was 
perfected for this 
application. Don’t 
take chances with 
substitutes. 


Ruby Chemical Co. 
76 S. McDowell Street 
Columbus 8, Ohio 











BEST RECIPE. Republic Supply Receives 25-Year Service Award From J. H. Williams & Co. 


FOR A VISE 


SALES AND SERVICE 


ery SET-UP 
Es ff PN 


| 





oe 











Lee gees ae a ? ‘ 
C. B. Williams (center), merchandise manager for the Republic Supply Co., Los 
Angeles, holds award presented to Republic by J. H. Williams & Co., in commemo- 
ration of its 25 years as a Williams distributor. At left is M. S. Yunker, Republic's 
manager of Los Angeles industrial sales. Right is John I. Cheney, West Coast 
manager for Williams. Williams Co. is a division of United-Greenfield Corp. 


Samuel Harris Co. Holds Open House To Celebrate New Building In Rockford 


EXPERIENCE has shown us Mee ee ene 
that distributors selling our = = 


vises like our way of doing business. New one story branch office and warehouse of Samuel Harris & Co., Chicago, is 
We know that you will be of the same : 


opinion once you are associated with located in Rockford, to better serve customers in that area, according to Sam Clark, 
MORGAN. president, The branch is well equipped for the needs of local industry, he said. 


When your customers buy MORGAN 
VISES they are getting the kind of 
quality that means dependability 
through the years. It’s the kind of 
quality you want to sell. 


Every request from your customers is 
easily met because the line is com- 
plete. You have a dependable source 
of supply. 

An unconditional guarantee is be- 
hind every sale you make. To assure 
MORGAN VISES reaching their destin- 
ation without damage we pack each 
vise in a specially constructed fibre 
board carton. 


@ We will gladly give you detailed 
information 


MORGAN VISE co. Guests examine interior and stock of new building at open house given by Harris Co. 


108-112 N. Jefferson St. Many guests came from far away to attend the show. Those who attended were the 
Chicago 6, Illinois personnel who are responsible for specifying goods to be bought from distributors. 
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Northeastern, Inc. Purchases 
Ney Mfg. Co. In Canton, Ohio 


Canton, Ohio in- 
dustrial supply and steel fabricating 
firm, purchased the Ney Mfg. Co. 
located at 958 High Ave. SW, in 
Northeastern moved to this 


Northeastern, Inc., 


Canton. 
new location last December. 

The property consists of 13 build- 
ings on a four acre tract, and is 
valued at more than $150,000, accord- 
Peter Voss, 

He said that extensive re- 
20,000 


sq. ft. office building has been done. 
Also seven of the brick buildings have 


ing to Northeastern 
president. 


modeling of a four-story, 


been razed. 

Ney Mfg. Co. was liquidated six 
years ago after having operated for 
75 years, as a manufacturer of farm 


equipment. 


Corning Glass Promotes Cahill 
To Manager of Sales Service 


Robert T. Cahill was appointed man- 
ager of sales service for the Techni- 
cal Products Division, Corning Glass 
Works. 

Mr. Cahill has been with Corning 
1946. 
of sales service for the lighting sales 


since He has been supervisor 


department. 


District Sales Manager 


Frederick F. Fleischman was ap- 
pointed district sales manager of the 
newly-created Pittsburgh sales office 
for the Technical Products Division. 

The district covers all of Pennsyl- 
vania, Ohio, Virginia, West Virgina, 
the eastern 
portion of Michigan and Kentucky; 


Delaware and Maryland; 


the southern portion of New Jersey, 
and Washington, D.C. 

Mr. Fleischman joined Corning in 
1951. 
ager of the lighting sales department. 


Since 1957 he has been man- 


Pop Rivet Promotes LeSage 


Robert H. LeSage was appointed as- 
sistant product sales manager of the 
Pop Rivet Division, United Shoe 
Machinery Corp. He had been a 
sales representative in St. Louis and 
district sales manager in Chicago. 
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Two-Stage Automatic 
Compressors 


domed upper 
cylinder design 


. more air 


(Nad per stroke 


Tes RANGE OF USES for air and 
water under pressure is increasing 
year by year. Assure yourself your 
share of this industrial growth by 
being a Champion distributor. 
Champion manufactures two lines 
of air compressors; Champion, from 


14, to 20 hp., single and two stage, 
many of which are equipped with the 
exclusive Oil Monitor which pre- 
vents cycling without enough oil in 
the crankcase, and Challenger, a fine 

compressor made to a price. 


Hi-Pressure Jet Rig Washers de- 
liver up to 25 gpm. at 500 psi. 
They are widely used in canner- 
High-Pressure Washers i€S and food processing plants, 


=> 


Seif-Lubricating 


delivery 


Single-Stage 
Automatic Compressors 


Portable 
Compressors 


exclusive 
oil monitor 
prevents 
breakdowns 
... Stops 


losses ! 


oil extractive and automotive industries. 


WRITE FOR CATALOG 


HAM PION 


PNEUMATIC MACHINERY CO. 


810 Pleasant Avenue * 


Princeton. Illinois 
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THE BEST! 
HAND WHEELS 


Best quality, fine grain cast iron. Rim 
and handles polished to high luster, 
Handles are revolving, solid or omitted. 
Available in standard sizes 4” to 12” 
dia. with plating, broaching or other 
machining to your specification. 


DISHED STRAIGHT 


MACHINE HANDLES 


Revolving handles turn on HARDENED 
steel spindle with permanent graphite 
grease lubrication permitting FASTER, 
EASIER adjustment by user. Machined 
from quality BAR STEEL ground and 
POLISHED to a smooth, high luster. 


CLAMPING 


s LEVERS 
= SA 


~~ 


WRITE FOR FREE CATALOG AND PRICE LISTS TODAY! 


= BALCRANK 


22 DISNEY ST. *¢ CINCINNATI 9, OHIO, ¢ U.S.A. 








LEAD-MATIC 
TAPPER 

Lead Screw Tapper 

Range: 6-80 to 4 *-16 


MULTI- 
TAPPER 


PNEU-MATIC 
TAPPER 
High Production, Air Operated taps 2 to 15 holes 


Range: 0-80 to %*-16 at | stroke, 
Adjustable hole pattern 


2 ommanderTAPPERs... 
a Type and Size for Every Job! 


STA 
y= aaa You can make more sales 


te with the Commander Tap- 
Range: 0-80 to %*-16 per Line because it includes 
production tapping units in 
the right sizes, types, and capacities 
to handle 98% of the tapping jobs 
done on a drill press. 
mpeer. You can recommend and sell Commander 
aH oil Tappers with complete confidence, because 
a each Tapper is a versatile and efficient production unit 
to 10-24 —designed and built to deliver maximum performance. 


MFG. CO. 


4218 WEST KINZIE STREET CHICAGO 24, ILLINOIS 





Robert J. Olmscheid 


Bay State Adds Olmscheid 
To Chicago Sales Staff 


Robert J. Olmscheid was appointed 
an abrasive specialist to serve the 
Midwest sales area for Bay State 
Abrasive Products Co. 

Mr. Olmscheid recently attended 
the firm’s factory training program. 


Louisiana Selected As Plant Site 
By Manning Maxwell & Moore 


Manning, Maxwell & Moore, Inc., will 
build a new valve manufacturing 
plant in Alexandria, La., according to 
J. R. Kelley, president. 

The new facility will be a one-story 
building approximately 125,000 sq. ft. 
located on a 100-acre site adjacent to 
U.S. Highway 71. 

Construction has started and the 
new plant is expected to be in opera- 
tion by the third quarter of 1961. 

Valve manufacturing operations 
currently located in Tulsa, Oklahoma, 
and Stratford, Conn., will be moved 
to the Alexandria location. 


CFI Moves Boston Headquarters 
To Riverview Industrial Center 


The Colorado Fuel & Iron Corp.'s 
Boston district office and warehouse 
was moved to the Riverview Industrial 
Center, Needham, Massachusetts, ad- 
jacent to Route 128. 

The building has 20,000 sq. ft. of 
warehouse space and 3,200 sq. ft. of 
air-conditioned office space. 
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Small Businessmen Attended 
930 Management Courses 


Owners and mangers of small busi- 
nesses have attended 930 Administra- 
tive management courses co-spon- 
sored by the Small Business Admin- 
istration and 320 educational institu- 
tions from the start of the program in 
1954, until December 1960. 

The courses have been conducted 
by colleges, universities and othe 
educational institutions, usually dur- 
ing the evening hours. 

During the last six months of 1960. 
SBA co-sponsored 104 courses with 
70 schools, with a reported attend- 
ance of 2,800. This compared to 74 
courses co-sponsored with 45 schools 
during the like period of 1959, with 
a 2,000 attendance. 

The Agency quota established for 
the 1961 school year is 300 adminis- 
trative management courses. 

Information on SBA’s Administra- 
tive Management Courses may be ob- 
tained by contacting the Agency’s 


network of field offices. 


Squier, Schilling & Skiff Opens New Building: Promotes Two Officers 


New office and warehouse of Squier, Schilling & Skiff located in Trenton, New Jersey 


Tom Clynes was promoted to execu- 
tive vice president and Arthur Schil- 
ling was promoted to manager of 
field sales of Squier, Schilling & Skiff. 
Newark, New Jersey. 

Mr. Clynes, who has had many 
years experience with the firm, was 
most recently vice president for ad- 
ministration. 

Mr. Schilling has held various sales 


positions with the firm. Until recently 


he was assistant sales manager. 

The new building, pictured above, 
is located at 329 Whitehead Road in 
Trenton, New Jersey. For the past 
two years, the firm had a small sales 
office in Trenton, until this new build- 
ing was completed recently. 

A similar building will soon be 
erected to replace the present ware- 
office in Easton, 


house and branch 


Pennsylvania. 





Mr. Distributor: 
Sell the 
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@® FULL LINE-—-SINGLE SOURCE 


@® GUARANTEED TOP-QUALITY 
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HARD- 


hitting direct 
mail pieces on 
Belmont Packing 
Products are 
available to all 
Belmont 
Distributors, 
imprinted and 


READY 


to mail to lists 
in their own 
trading areas... 
encouraging 


DIRECT 


customer in- 
quiries. Local 
identification 
with Belmont’s 
national adver- 
tising program. 


Another reason 
why Belmont is 
“THE BIG 
PROFIT LINE”’ 


for Distributors 


The Belmont Packing & Rubber Co. 


Philadelphia 37, Pa 


R. B. Park 


Raybestos Appoints R. B. Park 
Industrial Sales Manager 


R. B. Park was appointed sales man- 
ager of industrial rubber and me- 
chanical packings by Raybestos-Man- 
hattan, Inc. He had been assistant 
sales manager since 1959, 

He was formerly district manager 
in San Francisco, having joined R/M 
in 1954. 

R. B. Hazard, formerly vice presi- 
dent and sales manager of industrial 
rubber and mechanical packings, was 
appointed vice president of sales for 
these sales divisions. 


Vickers Appoints M. £. Stanton 
Central Region Sales Manager 
M. E. 


tral region sales manager by Vickers, 


Stanton was promoted to cen- 


Inc.. Division of Sperry Rand Corp. 
He will be 


mobile sales activities in the Chicago, 


responsible for all 


Minneapolis, Tulsa, Houston areas. 
Mr. Stanton joined Vickers in 1948. 
In 1956 he was appointed district 


manager in Chicago. 


M. E. Stanton 


(LUCKEYE 


r 
WATALE 7, 
BRONZE BUSHINGS 


CHINED f 


LUBRICO-HILEAD 


} AY ’ 


TANDARD 


’ BARS 


\ 


(Zuckeye 


BRASS & MFG. CO 


5 Sizes—10 Models 
Power 
Hacksaws 
Cut Cutting Costs 

JEFFERSON “601” 


Complete with 
moter, switch, 
ready - to - 90. 
F.0.B factory, 


RF ony $85 
oa’ x 4” Less motor only, $65,00 
No. 1 HB BENCH MODEL 


x5” 


Automatic Lift on return stroke 
saves blades. Rugged cast base, 
Oilite bearings, adjustable & re- 
placeable bronze guide bar bear- 
ing, 45° angle vise provide ac- 
curacy, fast cutting, long life. 


Complete with 1/3 $1 9900 


h.p. 110V. 1 ph. mo- 
tor, switch, wired F.0.B. Factory 


ready-to-go. 
Write for details, prices, discounts on KELLER 
Power Hacksaws and KELLER Die Filers TODAY. 


KELLER DIVISION 


Sales Servic Ca Mee. Co. 


2361 University Ave., St. Paul 14G, Minnesota 
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Milwaukee Brush Appoints 
Sales Representative 


Price-Fleury-Armstrong, Inc., Atlanta, 
Ga., was appointed sales representa- 
tive for the Milwaukee Brush Co. in 
Tennessee, Virginia, North & South 
Carolina, Georgia, Florida, Alabama, 
Mississippi and Louisiana. 
Price-Fleury-Armstrong, Inc., has 
headquarters in Atlanta. Its prin- 
cipals are Ken Price, president and 
Ben Fleury, vice president and secre- 
tary, who work out of the Atlanta 
office; Ed Armstrong, vice president 
and treasurer maintains an office in 
Charlotte, N. C., and Marvin Creaser 
has headquarters in Birmingham, 


Alabama. 


New Officers Elected 
By J. Holland & Sons, Inc. 


Louis Holland was appointed presi- 
dent, William Holland, treasurer: 
Arthur Holland, secretary; and Abra- 
ham Polmar, vice president of J. 
Holland & Sons, Inc., Brooklyn, New 
York. 

Louis Holland has been active in 
the family business since 1921. In 
addition to his administrative duties, 
he is now responsible for the firm’s 
inventory control program, and op- 
eration of its manufacturing divisions 
and subsidiary operations. 

William Holland, with the firm 
since 1918, will be in charge of all 
financial and general management in- 
cluding sales and service. 

Arthur Holland joined the firm in 
1950. His current duties involve engi- 
neering, production and service op- 
erations. 

Mr. Polmar’s responsibilities in- 
clude purchasing, office management 
and sales. He joined the firm in 1933. 

The firm is a distributor of ma- 
chinery and supplies to the electro- 
plating and metal finishing industries 
and manufactures equipment under 
the Holland name. 

Recently inaugurated was a sub- 
sidiary organization, H&S Equipment 
Sales Co., Inc., for the sale of re- 
built machinery to the same indus- 
tries served by the parent company, 


J. Holland & Sons, Inc. 
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a BOSS” 


Self-Houing 
AIR VALVES 


Used on hose lines, pipe lines, headers, compressors, machine tools, etc., 
these rugged, quick-acting valves will give exceptionally long, trouble- 
free service. They require no packing. Bronze plug held under spring 
tension against harder metal of valve body is automatically honed to 
perfect seat as handle is turned. Full-flow opening extends through valve 
body and plug, providing greater capacity with no friction loss. Valve 
opens or closes by a quarter-turn of handle. 


“Boss” Self-Honing Air Valves are made in 
sizes Ye" through 3", female I.P.T. both ends; 
and %", %" and 1", male LP.T. both ends. 
In the %", 1" and 1%" sizes, stem and 
handie are anchored to plug inside the 
valve body. 


NOW ...IN 2% AND 3” SIZES 


Ilustrated at left is the entirely new low 
profile “BOSS” Self-Honing Air Valve in 
sizes 2%" and 3". Built to the same general 
design specifications, these valves are more 
ruggedly constructed than their smaller 
counterparts to meet the severest service 
conditions for which they are designed. 


In response to demand, “Boss” Self-Honing Air Valves are now available 


with long handles or vise handles, each with special advantages 
dependent on vaive location. : 


9S, 4 ‘ y , 
| BL ' »,4 O N bill oi ré CHPJCLHG 4 0, 





Ames’ exclusive shock 

band eliminates ex- 

cessive handle break- 

LESS age. Vertical rivet in 
HANDLE 

BREAKAGE ’ 


competitive brands 
destroys important 
wood fibers and 


a Le 


STRONGER BLADE 

Double taper forging, an exclusive 
with Ames, puts more steel where it 
counts. Blade tapered from back to 
point and also from center to side 
Ames’ blades are unconditionally 


guaranteed. 


AT-94 


0. AMES CO. 


PARKERSBURG, WEST VIRGINIA 
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Robert Lowell 


Lowell Appointed Vice President 
By Supreme Products Corp. 


Robert Lowell was appointed vice 
president of Supreme Products Corp. 

Mr. Lowell will have full responsi- 
bility for sales, sales promotion and 
advertising. 

Supreme Products is a division of 
A.S.R. Products. which in turn is a 
wholly owned subsidiary of Phillip 
Morris. 


Switzer Opens New Plant 
In El Monte, California 


Switzer Brothers, Inc., opened a new 
plant at 9314 East Fern Street, S. El 
Monte, California. 

Within the new plant are facilities 
for manufacturing, laboratory, a sales 
office and warehouse. 

Fred Switzer was appointed vice 
president in charge of the operation 
in the Western Region. 

The firm’s home plant is in Cleve- 
land, while sales offices and ware- 
houses are in Chicago and New York. 





SO re ai 


New home of Badger Mill Supply Corp., 
Oshkosh, is modern and functional. 


« 


NEW! PORTER SPRING WINDER 


Easy to operate. Makes springs up to 144” 1.0. 
Widely used to wind springs for repairs, experi- 
mental work and smaii production runs. 


ROLLER PRY TRUCK 
Raises and rolls loads up 
— to 2¥2 tons. Two will 
move heavy crates and cases. 


RAILWAY CAR MOVER 
Move heaviest cars safely. 
“V"" spurs grip rail edges. 
A model for every job. 


WRITE FOR: 
catalog, price list 
and sales plant 








ALLFLEX 


VIBRATAMERS! 
Custom- 
Engineered 


FAST to 


solve your 


problems. 

In Stainless Steel, 
Bronze, Monel 
write, wire, phone 
today for 


“VIBRATAMER” 
DATALOG 601 


fT riieD METAL HOSE CO 
é 


3782 Ninth St., Long Island City 1, N.Y. 











Telephone: STillwell 4-5173 
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Allis-Chalmers Changes Names 
Of Pump & Compressor Section 


The name of Allis-Chalmers pump 
and compressor department was 
changed to the Fluid Dynamics De- 
partment. 

Allis-Chalmers has been manufac- 
turing and selling fluid machinery for 
many years. According to E. F. 
Greiwe, department manager, the 
change in name was made to more 
properly identify the firm’s ability to 
meet requirements for supplying fluid 
systems rather than just products. 


Hugh D. Connell 


Acme Steel Appoints Connell 
Division Sales Manager 


Hugh D. Connell was appointed divi- 
sion sales manager of Acme Steel 
Products Division, Acme Steel Co. 
Mr. Connell joined Acme in 1947 
as a sales engineer. Most recently he 


was manager of engineering sales. 


Tax Guide For Small Business 


The Internal Revenue Service has 
published the new 1961 edition of a 
tax guide for small business, con- 
sisting of 144 pages of explanations 
and answers to most of the tax prob- 
lems of the small businessman. The 
booklet can be obtained by sending 
40 cents to U. S. Government Print- 
ing Office, Division of Public Docu- 
ments, Washington 25, D. C. Request 
Publication No. 334, Catalog No. T 
22.19/2:Sm 1/961. Please enclose a 


return mailing label. 
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tS 
enat-Sonis 


Distributor 


‘Because Wendt-Sonis distributors receive more 
in tangible benefits. First, a complete line of high 
reTUr-1ihg mmmone) 4 4ia)-amm Cole) Mumm (ole) Mle) (e(-16- Mmm eli-lal.¢ Mr Lule 
nserts. This means more orders, more reorders, 
higher profits. Second, a helping hand in selling 
Wendt-Sonis backs its distributors with strong 
support through Factory Representatives and 
Service Engineers, sales aids, training, sales pro 
sale} dlolamue-laleMmar-1¢lelar-lme-le hula dh tial 


SEND COUPON FOR MORE 
DETAILS ON HOW YOU CAN 
BECOME A WENDT-SONIS 
DISTRIBUTOR 


Carbide WENDT-SONIS COMPANY Carbide 
Cutting Hannibal, Missouri ° Rogers, Arkansas Cutting 
Tools Dept. CE 1058 Tools 
Please send me further details. on how.to become a Wendt-Sonis distributor. 


| have checked the percentage of our cutting tool sales to our total sales. 


Less than 15% [_] 15% to 25% [_] 25% to 50% [_] over 50% [_] 


Nome ——— - Title. 





Company 








Address___ 








City. 4 Zone State 
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NOW... 
ONE SOURCE FOR 
IMMEDIATE 
DELIVERY ON ALL YOUR 


Vari-Speed Belt 


LOVEJOY 
PRODUCTS 
ARE 


PRE-SOLD 


through ads 
like this 
... in leading 


national 
publications 


Wide range of sizes from %” to 3” top width 
Nominal overall lengths from 26.4” to 170” 
® Fabricated from fiber-reinforced synthetic rubber 
@ Impervious to oil and heat 
© Remain “live” under static conditions 
© Stretch resistant properties of reinforcing cords 
assure length stability 
®@ Constructed to withstand intense squeezing action 
of pulley sheave walls 
Get your copy of industry’s most handy guide to the 
right variable s belt for 
every application. Ask for 
Catalog No. 61-C. 


First Name in Power MRI Aa] dRa tema LY 


Transmission Equipment “4879 West Lake St. * Chicago 44, Illinois 








WILSON PORTABLE 
PNEUMATIC TOOLS 


i 


HORIZONTAL GRINDERS DIE GRINDERS 





VERTICAL GRINDERS DRILLS 





Lightweight+ Powerful*-Compact 


All Wilson portable pneumatic production tools are de- 
signed for easy handling. These lightweight, compact 
tools are production time savers on a wide range of work. 
Catalog PT-58 gives all the facts. Write for your copy. 


; Tweoe 

THOMAS C. WILSON, INC. 
21-11 44th Avenue, Long Island City 1, New York 

BETTER TOOLS FOR BETTER WORK 





U. S. Rubber Elects Alfred Watson 
Vice President Marketing Services 


Alfred N. Watson was elected vice 
president of marketing services for 
United States Rubber Co. 

Mr. Watson will be responsible for 
market research, motivational studies, 
long range planning, advertising, 
public relations, trade relations, dis- 
tributing branches and the firm’s 
government sales department. 

Mr. Watson, who holds a PhD in 
mathematics from Ohio State, was 
formerly vice president of Alfred 
Politz Research, Inc. Prior to that he 
was with Curtis Publishing Co. and 
the U.S. Department of Census. 


Carey Machinery & Supply Opens 
Branch In Hagerstown, Md. 


The Carey Machinery & Supply Co., 
Baltimore, opened a new branch in 
Hagerstown, Md., because of the in- 
creasing industrial expansion in the 
Hagerstown-Washington area, ac- 
cording to W. G. Hoffman, vice 
president. 

Carey purchased the property and 
building formerly occupied by a 
biscuit company at 408 Mechanic St. 

Carey Co. was started in 1887 and 
was incorporated in Maryland ‘in 
1900. The firm presently has a branch 
in Washington, D.C. 





“Feedback” to suppliers on present condi- 
tions & potentials in his trading area is a 
key aspect of cooperative “marketing ap- 
proach” used by Richard Kroll, sales 
manager, Chain Sales Co., Chicago. 


INDUSTRIAL DISTRIBUTION 








=z 
oO 
-_ 
<x 
~ 
» 
<r 
[ae] 
az 
a] 


investigate the 


PROFIT-ABILITY 


of this new concept in 
FASTENERS 


WITH YOUR 









ADD “POP” RIVETS 
‘ As an established Industrial Distributor, you 
HERE Q HOW have salesmen in the field, who are already call- 


ing regularly on the people that are buying fas- 








teners. Give these men of yours ‘“‘POP”’ Rivets to 





sell and they'll sell more on the same calls, be- 








; cause ‘‘POP”’ is much more than just “another 
§ ’ : fastener’. . . offering a host of really important 
=z sales-compelling features and advantages. 


ae 
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t No product “‘sells itself’, but your salesmen will 








ORGANIZATION... 


SAME 
MEN 


= Me be able to show their customers how “POP” 
ivets will effectively help them improve product 
Quality, speed assembly operations, and save ss 
money by reducing the installed cost of their 

; Wiastenings. 


a 


1, 
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Equally important, as you can see on the back 
cover, ‘‘POP’’ does more to help your men sell 
— with an impressive array of sales aids, plus 
direct assistance by factory representatives in 
f every area across the country. 


WITH YOUR 


We think the “‘POP”’ story is really a thriller... 
and best of all, it’s no fiction, but a truly great 






cel WY 
MORE P 


UNI;ITED 


opportunity for established distributors with ag- 
gressive sales organizations to further increase 
their sales and profits! 





“POP’’ RIVET DIVISION 


a\ s\(q " | 
PC ») = UNITED SHOE MACHINERY CORPORATION | 
ii | 


~~ . 5203 River Road, Shelton, Connecticut, U.S.A. 
RIVETS 


2 


TO THE LINES YOUR MEN 
ARE ALREADY SELLING! 


OTHER DISTRIBUTORS ARE SAYING... 
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TO HELP YOU TO MORE SALES AND PRd 


— 4 
. 
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PASSPORT 


POP” has recently prepared this handy new 
pocket-size booklet, ‘PASSPORT TO PERSONAL 
PROFITS."’ Containing a condensed review of 

POP” Rivet features and advantages and @ host 
of other important sales hints and data, it will 
help your salesmen absorb the ‘‘POP™ story 
quickly, tell it effectively, and build business and 
profits substantially! 


UNI|TED ‘*‘POP’’ 


‘POP” 


RiveETs 








for Distributor Salesmen. In addition to a prod- 
uct that has unlimited fastener applications in 
prospects and customers with all the most pro- 
gressive promotion techniques. This broad pre- 
selling program includes: 


e trade advertising in dozens of magazines 
your customers and prospects rely on for infor- 
mation @ an extensive technical publicity cam- 
paign that is producing thousands of good leads 
for Distributor Salesmen to follow-up @ a con- 
tinuing direct mail program to specific buying 
influences @ sales manuals, catalogs and litera- 
ture telling the ““POP"’ story in easy-to- 
understand detail. PLUS an assortment of on- 
the-spot local selling aids . . . table-top displays, 
for demonstration to small groups . . . counter 
displays that sell at point of purchase . . . large 
exhibits for regional trade shows . . . and handy 
sales kits containing samples of current adver- 
tising and publicity materials for local promo- 
tion. “POP” is doing all this and more to build 
Distributor sales potential. 


RIVET DIVISION 
UNITED SHOE MACHINERY CORPORATION 


5203 River Road, Shelton, Connecticut, U.S.A. 





Ken Smith 


Flexible Steel Appoints Smith 
To Southern Territory 


Ken Smith was appointed field engi- 
neer for the Carolinas, Virginia and 
East Tennessee by Flexible Steel Lac- 
ing Co. 

Mr. Smith recently completed an 
intensive training program at the 
home office of the firm. His principal 
duties will be to do field missionary 
work for the benefit of distributors, 
hold sales meetings and work with 


distributor salesmen. 


American Drill Bushing Appoints 
Clark To Los Angeles Sales Area 


Robert H. Clark was appointed sales 
engineer in the Los Angeles area by 
American Drill Bushing Co. 

Mr. Clark was chairman of the 
held re- 


cently in Los Angeles for American 


recent “Bushing College”, 


Drill Bushing distributors. 

Prior to joining American, Mr. 
Clark was with the Air Force Ballistic 
Missile Center in Inglewood, Calif. 


Robert H. Clark 
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How SEVENeering with R/M cut packing replacement, 
reduced shaft wear and takeup on boiler feed pump 


Only 2 repackings a year with R/M 1845 “versi-pak’’® 
— more than 26 with former boiler feed pump packing 


Poor packing life, expensive shaft wear, 
and constant takeup were all problems 
harassing the boiler room engineer at 
Ludlow Papers, Ware, Mass., in maintain- 
ing a boiler feed pump operating at 325- 
350°F and 3450 rpm. 

The life of the braided asbestos packing 
formerly used was only 1-2 weeks, the 
shaft had to be replaced in less than a 
year, and too frequent packing takeup 
was necessary. 

Maintenance Specialties Co., an R/M 
Big 7 Packing distributor, solved all prob- 
lems fast with R/M 1845 “versi-pak” 
nonjacketed plastic packing. This Big 7 
Type No. 1 Packing, made from long 
asbestos fibers combined with low-friction 
compounds and non-leaching lubricants, 
not only extended packing life to 5-6 
months, but also resulted in negligible 
shaft wear and packing takeup. And R/M 


“versi-pak” costs less per set than the 
former packing. 

Ludlow Papers, one of the largest man- 
ufacturers of gummed and coated label 
papers, specialty papers, reinforced papers 
and tapes, plastic film, and plastic coated 
materials, is one of many concerns 
SEVENeering with R/M to meet their 
packing needs. 

Both R/M distributor salesmen and 
their customers are going for Seveneering 
with R/M in a big way. They know that 
R/M Big 7 Packings do a quality job 
every time, reduce inventory, simplify 
packing selection, and give long, trouble- 
free service. 

An R/M Big 7 Packing Selection Chart 
will help your customers select the right 
Big 7 Packing Type quickly. If you do not 
have a supply of this powerful selling 
tool, write us today. 

















Ground-in lubrication, high 
resistance to heat, materials 
handled and pressure make 
R/M Big 7 Type No. 1 Pack- 
ings ideal for pumps handling 
water, steam, chemicals, foods, 
beverages, oil and solvents. 





R/M’‘s Big 7 Packing Types meet 95% of all packing needs, 
are sold exclusively through authorized R/M distributors 


RAYBESTOS-MANHATTAN, INC. 


BIG 7 PACKINGS 


PACKING DIVISION, PASSAIC, N.J. 
MECHANICAL PACKINGS AND GASKET MATERIALS 





Highly polished flutes produce December New Order Index Of Industrial Supplies & Machinery Down 2.8% 


smoother, more accurate holes! 
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1955 1956 1957 1958 1959 1960 

The index of new orders placed by distributors with their suppliers dropped 2.8% 
in December, according to the American Supply & Machinery Manufacturers’ Associa- 
The index fell five points to 176, the lowest level for the 1959-1960 period. 


=— 


tion. 


Monarch Corp., San Francisco based firm, Opens Warehouse In San Leandro 


DRILLS 
REAMERS 
BLANKS 


Premium Quality High 
Speed Steel, Carbide Tipped 
and Solid Carbide. 


industrial rubber products, power 


Monarch Corp., distributors of electric motors, 
opened a new warehouse in 


SETS transmission and bulk material handling equipment, 
San Leandro, Calif. The new facility contains 10,000 sq. ft. of warehouse space. L. R. 
econ, Sons aes Burmester is president of the East Bay firm which serves 11 San Francisco counties. 


Letter size drill sets 
packed in convenient Monarch distributes mechanical power transmission, material handling equipment. 


folding index cases, 


Mau-Sherwood Supply Co. pei won wranen Oies And Warehouse In Akron 


BLANK 
SETS 
Uniformly hardened high 
speed steel reamer and drill 
blanks precision ground to 
new close tolerance limits. 


Coll your local distributor today—or write Ace 
direct for latest catalog and price information. ‘ 


ACE DRILL Mau-Sherwood Supply Co., Cleveland, opened a branch aes ais warehouse at 844 E. 
Adrian, Michigan Tallmadge Ave., Akron, Ohio. The firm originally leased space until it bought this 
manager, heads the branch sales office and six salesmen. 











roperty. Frank Quati 
ORIGINATORS OF ‘*GROUND-FROM-THE-SOLID™ DRILLS property. Fra Q ° 
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Material Handling equipment orders in 
November registered 98.96, about the 
same level as in October (99.89), accord- 
ing to monthly bookings index of the 
Material Handling Institute. This slight 
dip follows 4 months of heavier declines 
in this industry's business. 





Industrial Fastener Index 


The industrial fastener index of ship- 
ments for December 1960 is 85. For 
the year 1960, the index is 94. This 
is compared to 102 for December 
1959 and 101 for the twelve months 
of 1959. 


Peden Divides Sales Force Into 


Wholesale Hardware & Industrial 


Peden Iron & Steel Co., Houston, re- 
cently divided its sales force into two 
separate and distinct divisions, 
Wholesale Hardware and Industrial. 

J. W. Clark was appointed manager 
of industrial field sales by W. E. 
Blumberg, vice president and man- 
ager of the industrial division. 

J. RK.’ Moreland was appointed 
manager of wholesale hardware field 
sales by Jack J. Caraway, vice presi- 
dent and manager of the wholesale 
hardware division. 


Latin American Offices Moved 
To San Antonio By Sprout-Waldron 


The Latin American sales program of 
Sprout, Waldron & Co., Inc., under 
the direction of Gerald R. Senra, now 
has headquarters in San Antonio, 
Texas. 

Prior to moving to San Antonio, 
Mr. Senra was Latin American sales 
manager in Muncy, Illinois for three 
years. 
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3 SIZES FOR ALL TOOLING NEEDS: 


Small Work Model 1. . . 1/3 hp, removes metal 
at V3 cu. in. per min.* 10” min. lathe mounting. 
Medium Duty Model 2. . . 44 hp, removes metal 
at % cu. in. per min.* 13” min. lathe mounting. 
Heavy Duty Model 3 .. . 1'/2 hp, removes metal 
at 12 cu. in. per min.* 18°’ min. lathe 
mounting. 

*in mild steel 


NOW IS THE TIME TO 


le 


, 
orn * 
VERSA-GRINDER 
External grinding unii 
for wheels from 3” to 
“ 8”. 


- PORTABLE 
MILLING EQUIPMENT 


HIGH SPEED Pe * 
CUTTING HEAD ‘te 


For small diameter 


end milling, boring, | INTERNAL 
drilling, reaming and p "ERSA: MI GRINDERS 
routing. L ' Teper spindle and 


deep hole units to 10” 
MILLS °¢ BORES * SHAPES 
SLOTS * GRINDS * DRILLS 
OMA WL 


depth. 
CINVERSAL HEAD | A&A COMPLETE TOOL 
For large diameter 
milling, boring, fac- i INDEX HEAD 
= a. Performs at any angle, position For attaching to lathe 
~ . . * indle. All divisi ‘ 
justment. or direction with own power 1 to So, ethers te 
and feeds, or added to standard ~~ 1080. 30 ond 20-min. 


degrees. 


' machines. 7 attachments broad- aii 
en scope. Complete parts and | LATHE WORK 

| service. — 

; : T-slotted. Holds work- 

' pieces mounted on 
centers. Tilts to all 

' ongles. Use with 
Versa-Mil, in fixtured 


set-ups, or on stand- 
ord machine tools. 2 





VERSA-SHAPER 

For internal keyway 

cutting, slotting and 

shaping at any ongle 

or direction. 
FEED TABLE 
Provide traverse and in-feed move- 
ments. Six sizes. Con be used alone 
for feeds 33%” to 421,”. 


YOU CAN DO MORE SELLING WITH PORTABLE, PRECISION 
METALWORKING TOOLS 
© 


DRILL-N-TAP UNITS + DRILLING UNITS 
DRILL HEADS * MICRO-DRILLS 
pay Bh =~ TOOL POST AND 
A * FLEX-SHAFT " Y nt 
Tous QUILLS AND ACCESSORIES . 1324 Seventeenth Street, Racine, Wisconsin 
-M 





Briggs-Weaver Appoints Carroll 
Manager Of Material Handling 


Jim M. Carroll was appointed man- 
ager of the material handling depart- 
ment of Briggs-Weaver Machinery 
Co., Dallas, Texas. 

Mr. Carroll joined the firm in 1945 
as a sales engineer. When the Houston 
division was opened in 1950, he was 
transferred there as chief engineer. 
He remained in Houston until named 
to his present post. 

At one time he was an assistant 
professor of electrical engineering at 
Texas A&M and an associate profes- 
sor at Arlington State College. Prior 
Yes, this fast moving line sells to that, he served with the Dallas 
easier and faster. Power & Light Co. 

Nationally advertised, its 
many industrial uses are well 


known through the United . 

States and Foreign Countries. . McLaughlin Inc. Sells Land 

To Morehart Land Co. 

In a recent transaction, the Union 
Hardware Co., Los Angeles, was liq- 


M c 4 i | L L B 4 @) T tH e R S uidated and the stock bought by Mc- 


Laughlin Industrial Distributors, Inc., 
56-16 Arnold Ave., Maspeth 78, N. Y. Poco, Rivera, Calif. 

The 28 acres of industrial land and 
the 500,000 sq. ft. office and ware- 


ECONOMY “OSCAR” BLIND RIVETS house of Union Hardware were sold 


to Morehart Land Co. 


JOIN THE WELL-KNOWN OLYMPIC bea i 
a FAMILY OF FASTENERS! changed to Union East Side Indus- 


trial Lands, Inc. 


Investigate the Merrill Line of Materials Handling 
Devices. Write for our latest Catalog C-3 today. 








SCAR! blind rivets save you fastener and labor dollars 
replacing screws, solid rivets — all other blind rivets. 


OFFER THESE ADVANTAGES: 





Low installed cost. 
Almost all existing blind rivet tools install “OSCAR” rivets. 


New, inexpensive Olympic ‘“‘Oscargun’’ or Olympic’s full line of 
fast, efficient power tools install “OSCARS” with maximum speed. 


clinch and upset and positive gun grip 


Break type stem is made to break clean, head of stem remains 
tightly in rivet body to seal against dirt and water. 

Oscar's precision manufacture assures uniform clinch and uni- 
form upset. This permits easy riveting of materials formerly un- 
suited for riveting. 

Manufactured in aluminum alloys and mild steel. 

Popular head styles available. 

Also available Olympic’s revolutionary ‘‘Hit’’ and ‘‘Driv-tite’’ 
rivets — the blind drive pin rivets securely installed by a 
hammer blow. 





Ee 


Positive clinch — Automatically adjusts 
maximum sheet pull-together for variable thickness ‘ Z ¢ 
—— ———————— Distributor-manufacturer cooperation will 
Write now for complete details. be nothing more than a “high-sounding 
Choice Jobber and Distributor openings available. cliche” until policy-making people in sup- 


il 
| Oscar rivets have serrated stems for easier pulling, more uniform 


plier management learn distributor prob- 
Olympic Screw & Rivet Corporation lems “first hand, instead of second or 

44 rH AN STREE WNEY wae NIA third hand” says John Quinn, treasurer, 
Deco Tool Supply Co., Davenport, lowa. 
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Lloyd A. Wileox 


Wood's Appoints Lloyd Wilcox 
To Cincinnati Territory 
Lloyd A. Wilcox, was appointed field 


sales engineer for the Cincinnati ter- 
ritory of T. B. Wood’s Sons Co. 

Mr. Wilcox, with Wood’s five years, 
most recently was field sales engineer 


in the Wood’s home territory, Cham- 


bersburg. He has been in manufac- | 


turing, sales and engineering posts. 


ID Donates Bound Volumes 
To Clarkson College 


Clarkson College of Technology 
received 36 bound volumes of Mill 
Supplies and six volumes of INpus- 
TRIAL DISTRIBUTION magazine, 1948 
to 1950, for its Harriet Call Burnap 
Memorial Library. Mill Supplies is 
the predecessor of InpusTRIAL Dis- 
rRIBUTION magazine. 

Charles Penrose, librarian, said the 
gift, contributed by Dr. Walter F. 
Crowder, editor-publisher of ID, will 
be a valuable addition to the material 
on industrial distribution at the 
library. The college already has 
bound volumes of ID from 1954 to 


the present. 


Frontier Mfg. Expands Facilities 


Frontier Mfg. Co., manufacturer of 
steel shelving and allied equipment 
completed new facilities which will 
triple productive capacity, the Dallas 
firm reports. Frontier’s entire opera- 
tion, including engineering, fabrica- 
tion, storage and offices is consoli- 
dated in the 20,000 sq. ft. plant at 
11200 Hines Blvd, Dallas. 
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Only Weller 


MAGNASTAT Soldering Irons 
offer all these features! 


HALF THE 
WEIGHT OF 
UNCONTROLLED 
IRONS 


2 SOLDERING 
TEMPERATURES 
WITH MODEL 
TC552 


2 OR 3-WIRE 
~ CORDS ARE 
AVAILABLE 
FOR ALL 
MODELS 


Various tip types are 
also available —made of 
copper for fast heat 
transfer and premium 
iron plated for long life. 
Advanced cord connec- 
tion locks securely, yet 
permits easy replace- 
ment. Rubber shock ab- 
sorber prevents iron from 
sliding off bench. 








HEAT CONTROL 
iS IN THE TIP 


AUTOMATICALLY 
MAINTAINS 
CORRECT 
SOLDERING 
TEMPERATURE 


GREATER HEAT 
EFFICIENCY 
WITH LOWER 
WATTAGE | 


COOLE=: 
HANDLE 


3 models cover all electrical and 
production line requirements 
Mode! TC552-55 watts *%9.00 list 
Mode! TC602-60 watts %10.00 list 
Model TC1202 - 120 watts *11.50 list 
(prices shown are for irons with 
tip and 2-wire cord) 
Sold through 

Franchised Distributors 
A few franchised territories are 
open to qualified distributors. 


or details, write to C. R. 
Robertson, Vice President. 


WELLER ELECTRIC CORP. 








HARRISBURG 
COUPLINGS 


Harrisburg Seamless Steel 
Pipe Couplings are manufac- 
tured to A.P.I. and A.LS.I. 
specifications for petroleum 
and other industries. The 
Harrisburg developed pro- 
cess assures uniformity of 
threading unsurpassed in ac- 
curacy of form, height, angle 
and lead. Order the best — 
order Harrisburg couplings. 


More than a Century in Harrisburg 18, Pa. 


HARRISBURG STEEL CO. 


Division of HARSCO CORPORATION 


FLANGES 





F. J. Brown A. as a 
Upson-Walton Appoints Brown 
Mid-Central Area Representative 


Frank J. Brown was appointed sales 
the Mid-Central 
states for Upson-Walton Co. 


representative for 


Mr. Brown will promote the sales 
of Upson-Walton products in Kansas, 
Missouri and Nebraska. 
Advertising & Promotion Manager 

F. A. 


manager of sales promotion and ad- 


Olmstead was appointed 


vertising. He has been with Upson- 
Walton six years as a sales represen- 
tative in the New York, Pittsburgh 
and Cleveland areas. 


Saginaw Gear Establishes 
Actuator Operation 


Saginaw Steering Gear Division, Gen- 
established a 


separate Actuator Operation, which 


eral Motors Corp., 
will be responsible for the research, 
development, design, production and 
application of ball bearing screws 
and splines made by the division. 
Edward B. Kobylzak was appointed 


manager of actuator activities. 


New Firm, Rubber Supply Co. 
Formed In Salt Lake City 


John Towers was appointed president 
and D. W. Reese was appointed ex- 
ecutive vice president and general 
manager of the newly formed Rubber 
Supply Co., Inc., 23 East Oakland 
Ave, Salt Lake City, Utah. 

The new firm will handle industrial 
rubber products as well as allied lines 
of rubber goods for business and 
industry. 

Mr. Reese was formerly vice presi- 
dent and manager of the Mountain 
States Rubber Co. 

John Morgan was appointed secre- 
tary-treasurer of the new firm. 





“DA” DUAL ACTION 
Superior for sanding primer surfaces, 
removing gloss and taking off old 
finishes . . . the unique “‘Dual-Action”’ 
Air Sander creates no heat . . . makes 
no swirls or abrasive scratches .. . 
paper does not fill up. 


It’s new on the market and there are 
thousands of prospects. Our Abrasive 
Kit for demonstration will aid you 
in selling. 


MORE 


business... 


MORE 
profit... 


MORE 


customer 
satisfaction 
with 
NATIONAL-DETROIT 


WRITE FOR FREE CATALOG 


NATIONAL-DETROIT, inc. 
ROCKFORD, ILLINOIS 


“MITY-MIDGET” 
Here’s a dependable profit maker for 
industrial distributors . . . the ‘‘Mity- 
Midget” orbital action Air Sander is 
the most reliable — popular — 
proven sander on the market. 
Powerful, light weight and vibra- 
tionless — it cuts sanding time and 
lowers costs. 
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Cc. V. Molem J. R. Watkins 


Wire Rope Corp. Elects Molen 
General Sales Manager 


C. Vander Molen was elected vice 
president and general sales manager 
of Wire Rope Corp. of America. 

Mr. Vander Molen was appointed 
assistant sales manager in 1957 and 


general sales manager in 1959. 
Assistant Sales Manager 


James R. Watkins was appointed 
assistant sales manager. 

He joined the firm in 1957 and was 
formerly district sales manager in 
charge of the Tampa, Florida ware- 


house and sales territory. 


Thermoid Names Campbell Manager 
Of Sales And Marketing Services 


A. Campbell, Jr., was appointed man- 
ager of sales and marketing services 
for the Thermoid Division of H. K. 
Porter Company, Inc. 

Under his supervision will be the 
automotive and industrial product 
managers and their staffs, customer 
service personnel, and the sales statis- 
tical and research department. 

Mr. Campbell has been with 
Thermoid 23 years, serving in various 
sales and customer service capacities. 
He will work out of Thermoid’s sales 
office in Trenton, New Jersey. 


A. Cam pbell, Jr. 
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10 PC., 12” LONG 


36 PC., WITH 45° BEV, L 


There is a WELLS 


METAL CUTTING BAND SAW 


tailored to your needs 


BIG JOBS... 


The Wells Model 1200 provides 12” x 16” 
capacity with automatic cutting cycle at 


| a price that is remarkably low for such 


high standards of design and quality. 
Equipped with the Wells Roto-Veyor Bar 
Feed (shown at right), the Model 1200 
becomes a fully automatic heavy-duty 
cut-off machine. Other Wells models pro- 
vide capacities of 10" x 16", 8” x 16” and 
6” x 13° down to machines for... 


-». SMALLER JOBS 


Two economy priced convertible Wells 
models may be used for horizontal cut- 
off work or as upright saws. Both may 
be equipped with optional wheels and 
handles for complete mobility. The Model 
58-B offers 6” x 10” capacity, the Model 300 
(shown at right) provides 312"x6" capacity. 

With six quality-built models to choose 
from, there is a Wells Saw that will fit 
— needs and your budget. Call your 

ells distributor or write for descriptive 
literature. 


WELLS MANUFACTURING CORPORATION 
606 Adams Street ° 


Three Rivers, Mich. 









the “tangle-free” Marshall Supply & Equipment Co. Holds Annual Sales Conference In Tulsa 


MUSIC WIRE 
Easy to use! 





Precision 
Brand 


MUSIC WIRE 


@ The only “tangle free” package 

in the market. Wire is simply drawn 

from center of patented carton as 

required. Easy to use — saves time 

and bother. Packages marked with 

size, weight, and gauge. The wire , 
is highly polished and extremely eile lla tee 
tough. Used for springs for tool and Marshall Supply & Equipment Co., Tulsa, held its annual sales conference recently. 


die mokers, factory and machine : : a? a . 
shop, ond scores of other applice- The meeting was attended by 38 of the firm’s managerial and sales personnel from 


tions. Cellophane wrapped. Tulsa, Oklahoma City and Fort Smith. The theme was “Profit is No. 1 for 1961.” 


Wore Zuality Products 
cortens for sore in hondling. Aveileble im | Racine Appoints Breitsprecher Tann Appoints Sales Engineer 


brass, steel and stainless. . : venti 7 
¢ Seiad Sint ~ entities deubenid Nie Charles QO. Breitsprecher was ap- Albert F. Williams was appointed 


cellophone wrapped for moisture protection. pointed assistant sales manager for sales engineer for The Tann Corp. 


Deion 






PRECISION STEEL Industrial Hydraulics & Machinery, He will be the firm’s representative 
WAREHOUSE, INC. Inc. He will continue as chief hy- for Tann Controls Co., Tann Bearing 
MANUFA RIN ’ 5 draulic application engineer. Co. and Congress Drives Division. 


421 MAPLE AVE.. DOWNERS GROVE LLIN 


What’s New 
from 
HALLOWELL? 


COLUMBIA-HALLOWELL Division 


INDUSTRIAL DISTRIBUTION 


Valley Industrial Holds Open House To Celebrate Move To New Quarters 


Guests are taken for jaunt on wagon de- 
signed and built by company president 
Mel Leitzke. Rig is pulled by “Babe” and 
“Bud”, two matured Belgian Cream Amer- 
ican horses trained by Leitzke. 


Jamesbury Appoints Reck, Hurd 
As Company Sales Executives 


Maxwell H. Reck was appointed sales 
manager and William G. Hurd was 
appointed assistant sales manager of 
The Jamesbury Corp. 

Both Mr. Reck and Mr. Hurd will 
be stationed at the firm’s headquar- 
ters in Worcester, Mass. 


Tools in operation were feature of 2-day 
open house held by Valley Industrial 
Sales, Appleton, Wis. Here Frederick 
Haise, Milwaukee Electric Tool Corp., 
demonstrates. Luncheon was served, 


Diamond Chain Opens Branch 
In Brook Hollow District 


Diamond Chain Co., Inc., opened a 
new service center at 9119 Diplomacy 
Row, Brook Hollow Industrial Dis- 
trict in Dallas, Texas. 

The 7,500 sq. ft. facility, Dia- 
mond’s first expansion, will serve 
distributors in the Southwest. 


Hallowell Clip-Type Erectomatic® 
Shelving, featuring the only one piece shelf 


clip that can be installed without tools. Shelves go in 


and out without tilting —adjustable on 
1'/”’ center. Interchangeable with 
regular Erectomatic shelves and 
brackets—but lower in cost. 


SPS JENKINTOWN 13, PA.- SANTA ANA, CALIFORNIA 
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THE TRADE CALLS 


for 
DYKEM 
STEEL BLUE’ 2. 
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We manufacture 
LUBRICATING DEVICES 
WATER GAUGES 
GREASE CUPS 

AIR COCKS 

FITTINGS 


.» » and other Brass Products 


LUBRICATING 
DEVICES 


**MULTIPLEX”’ 
SIGHT FEED 


LUBRICATOR 


Model 377 . . . 4-feed illustrated 

@ Electric Solenoid-Operated Valve for Automatic Lubri- 
cation of Bearings and Journals. One to fourteen 
feeds —four sizes of Reservoirs 


A reliable, positive, and automatic lubricating 
device—thrifty in oil consumption—requires 
little or no attention. A combination of maxi- 
mum convenience, wide adaptability, and low 
price makes this a good item for volume sales. 
It is convenient to install and operate for 
pumps, engines, mochinery, etc. Stock them 
for prompt service. Let us send you the com- 
plete ESSEX catalog and make us your supply 
source for all products listed. 


ESSEX BRASS CORPORATION 


23500 PINEWOOD 
WARREN, MICHIGAN 


Est. 1901 P. O. BOX 4607 


DETROIT 34, MICHIGAN | 








PROBLEM: move viscous liquids 


PICTURED 
Are 8 of 22 Viking heavy-duty, 


problem. 





steel fitted pumps selected by one 
plant for handling viscous, synthetic materials 
in capacities ranging from 10 to 300 G. P 


Send today for Catalogs CMM and MMM 


VIKING PUMP COMPANY 


at 10 to 300 G.P.M. 


ANSWER: VIKING PUMPS 


THIS 
AD 


Viking Pumps answer the problem of moving viscous 
materials at varying flow rates. Vikings answer many 
other pumping problems, too, for the line is complete 

. Y_ to 1050 G.P.M. So, whether you need a plant 
full or a single pump—to handle viscous or thin liquids, 
lubricating or non-lubricating liquids, corrosive or non- 
corrosive liquids—check Viking for the answer to your 


and similar ads 
are appearing 
in 30 leading 
publications 
to help you sell 
VIKING PUMPS 


See Our Catalog 


Cedar Falls, lowa, U.S.A. 
In Canada, In Sweet's 
It's ‘‘Roto-King’’ Pumps Plant Engineer's File 








Study Shows Discontent Increases 
Among Employees As Firm Grows 


Employee discontent and absenteeism 
increase with the size of the organiza- 
tional unit, according to a study 
conducted by Sergio Talacchi, faculty 
member at the University of Turin, 
Italy, after a five-year study con- 
ducted at the University of Chicago’s 
Industrial Relations Center. 

The study was made by comparing 
turnover and absenteeism figures 
with the results of attitude studies in 
93 industrial organizations. 

Talacchi, reporting the results in 
an issue of Administrative Science 
Quarterly, doesn’t even try to specu- 
late on why unhappy employees seem 
to resort to absenteeism and sloppy 
work habits instead of quitting. 

For managers who want to promote 
employee morale, he offers the fol- 
lowing suggestions. 

Enlarge the scope of jobs, espe- 
cially at the lower levels of the organi- 
zation. Keep the number of depart- 
ments and levels of authority at a 
minimum. If possible, organize divi- 
sions by territory or product rather 
than by functional specialization to 
achieve smaller, more autonomous 
groups. 


Parker Seal Distributors 
Now Franchised For Stat-0-Seals 


All 105 distributors of Parker Seal 
Co.’s O-Rings are now franchised 
to sell the firm’s Stat-O-Seal line, ac- 
cording to T. J. 
president of sales for Parker Seal, 


McCuistion, vice 


Division of Parker-Hannifin. 
Stat-O-Seal is a metal retained seal 
for bolts, studs, and other fasteners 
and fittings. 
These seals were formerly distrib- 
distributors, 


uted only by a few 


according to Mr. McCuistion. 


Fafnir Appoints Representatives 


Richard M. Rival, sales representa- 
tive, and Russell F. Hjerpe, sales en- 
gineer, were appointed to the Cin- 
cinnati branch and Chicago branch 
respectively of Fafnir Bearing Co. 


INDUSTRIAL DISTRIBUTION 





Ray Methier, general manager of Tools 
and Supplies Inc. in Indianapolis, believes 
supplier's catalogs should “Contain more 


facts and less filler.” 





Tool Engineers Affiliate 
With Science Association 


The American Society Of Tool & 
Manufacturing Engineers has become 
affiliated with the American Associa- 
tion for the Advancement of Science, 
one of the oldest associations of 
scientists in the United States. 

In announcing the affiliation, Harry 
E. Conrad ASTME General Manager 
said: “The affiliation of ASTME with 
AAAS serves to emphasize the grow- 
ing link between so-called pure science 
and the engineering sciences.” 


Chapman Appoints David Mcintosh 
Vice President of Sales 


David McIntosh was appointed vice 
president in charge of sales for the 
Chapman Valve Mfg. Co., an acquisi- 
tion of Crane Co. 

Chapman manufactures valves for 
utilities, 


irrigation projects and 


chemical companies. 


Cuno Appoints Engineer 


Donald S. Onnen joined the sales 
engineering staff of The Cuno Engi- 
neering Corp. He had been chief 
equipment engineer and operational 
director of research for the New 
York, New Haven & Hartford Rail- 


road. 
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Globe is your type of supplier — giving you the same top 


quality, prompt service and assistance you like to give to your 
customers. 

Devoted exclusively to constant research and manufacturing 
of the finest belting for every need, for particular purposes, Globe 
gives you the cooperation that simplifies your sales job... 
immediate delivery from complete stocks . . . factory-trained 
engineers to help you service your customers. 

That is why one sale leads to another when you handle the 


complete Globe line. 


GLOBE BELTING 


MANUFACTURERS OF: 

WHITE SOLID WOVEN COTTON BELTING e PRESS-CURED 
KANRY-TEX BELTING e WATERPROOF AND WAX TREATED 
BELTING e HYCAR BELTING e NEOPRENE BELTING e PLASCELL 
BELTING « CELLULOSE BELTING e STITCHED CANVAS BELTING 
ROUND BRAIDED ENDLESS BELTS « P.V.C. COATED BELTING 
WOVEN ENDIFSS BELTS e CLEANER AND SIFTER BRUSHES 

WEBBINGS © HOISTING SLINGS 








GLOBE WOVEN BELTING CO., INC. 


1400 CLINTON “STREET e BUFFALO 6, NEW YORK 


oa Walters Belting Industries, Inc. Cromwell, Conn. 


ENDLESS BELT DIVISION OF GLOBE WOVEN BELTING CO., INC. 











Aolds anything securely on 


hollow construction 


* MOLLY 


Screw Anchors 


the perfect fastener to 
hold anything securely in 
hollow walls, floors, ceilings 


BETTER THAN NAILS & SCREWS 


ys® 


Molly allows you to install fixtures ex- 
actly where you want them .. . not 
just where studs are. Ends loose fix- 
tures, crumbled plaster, broken walls. 
Molly’s spider anchor backing won't 
pull through and actually reinforces the 
area in which used. 


BETTER THAN TOGGLE BOLTS 


Molly requires a much smaller hole and 
anchorage is permanent . . . fixtures 
can be removed and replaced in the 
same anchor. 


Gus Keulemans 


PULLEY 
END 


American Screw Elects Keulemans 
Executive Vice President 


Gus Keulemans was elected executive 


S\, HOLDS IN ANY KIND OF 
Se <} HOLLOW CONSTRUCTION 
EXPANDS ' 
acuino wai |.) UP TO 1-3/4” THICK 
Plaster over wood lath, plaster over 
metal lath, all wallboards, cinder block, 


cement block, gypsum block, hollow tile, 
glazed tile, marble, metal, glass, etc. 


vice president of American Screw 


Co., Division of Noma Lites, Inc. 
SOLD BY WHOLESALE HARDWARE, ELECTRICAL 
WHOLESALE & INDUSTRIAL SUPPLY DISTRIBUTORS 


et. 


FOR THE TAIL 


Mr. Keulemans comes to American 


REGULAR WING 


Screw from a non-ferrous building 


Dodge Taper-Lock bushings 
@ Prompt shipment of popular sizes in stock 


products manufacturer, and prior to 


@ Rugged, light weight, all-welded steel construction, 


that he was associated with the Bell CORPORATION 


230Y N. Sth St, Reading, Pa. 








Telephone Co. 








Vice President Of Sales 


John J. Coy was elected vice presi- 


PRECISION BRAND 


ARBOR 
SPACERS 
and SHIMS 


dent of sales of American Screw Co., 
Mr. Coy joined the firm in 1938 as 
In 1950, 


he was named assistant sales manager 


PULLEY 


Midwestern representative. 4 ¢ 
path 4 


and in 1953, general sales manager. 
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Dayco Appoints Poffenbarger 
To North Carolina Territory 


Sell Your Customers the Only Full Line of Self-Cleaning Pulleys 


FOR THE DRIVE END 


LAGGED WING 


Pulleys — four face selections 
@ More than 700 sizes of the NEW Rubber lagged 


Turn-Clean Pulley 


WRITE FOR CATALOGS AND DETAILS * DEPT. ID, VAN GORP MFG., INC. PELLA, IOWA { 
Y MARKET AT BOTH ENDS e NOW SELL THE PULLEY MARKET AT % 


® An overwrite on all O.E.M. Sales © No inventory investment © Top profit return with a service-free item 


@ A choice of 3,000 sizes of Uniagged Turn-Clean 


NEW 


S 
y 
{L THE PULLE 





Robert J. Poffenbarger was appointed 
district manager in North Carolina 
for the Dayton Industrial Products 
Co., Division of Dayco Corp. 

Mr. Poffenbarger will be responsi- 
ble for industrial V-Belt sales. His 
headquarters will be in Charlotte. 


Allis-Chalmers Names McDermott 
Manager of Industrial Sales 


Richard L. McDermott was appointed 
manager of industrial sales by Allis- 
Chalmers Norwood (Ohio) Works. 

Mr. McDermott joined the firm in 
1951. Since 1958 he was manager 
of industrial sales in Cincinnati. 





FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
accurate spacing of milling cutters, slit- 
ter knives, gang saws and many other 
uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 
and %” to 7” hole diameter. 


WITH KEYWAY WITHOUT KEYWAY 


“ES PRECISION STEEL 
POW RTS es 


MAP 


INDUSTRIAL DISTRIBUTION 
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Beals McCarthy & Rogers, Inc. Holds Clinic; Takes On Behr-Manning Line 


A coated abrasives clinic was conducted recently by Beals McCarthy & Rogers, Inc., 
Buffalo, N. Y., to announce its appointment by Behr-Manning Co. as an industrial 


distributor of Behr-Manning abrasive products and industrial tapes. Left to right 


are Victor F. Perrault and Thomas Gilcoyne, Behr-Manning; Beals president Thomas 


E. O’Neal, Robert E. Mills, vice president; and Charles E. Kloman, Behr-Manning. 


Garrett Corp. Honors Assistant Manager Hardy For Twenty Years Service 


Diamond Pin and citation honoring his 20th anniversary with Garrett Supply Co., 
Los Angeles are presented to assistant manager Jack Hardy, center, by J. C. Garrett, 
president of Garrett. Looking on (left) is Frank Nelson, Garrett Supply manager. 
Hardy has held his present position four years, prior to that he was sales manager. 


Garrett Moves New York Office 


The New York branch office of The 


Garrett Corp. was moved from Mine- 


ola, Long Island, to 600 Old Country 


Road, Garden City, Long Island. The 
office serves New York, Connecticut, 


and New Jersey for Garrett Corp. 
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Versa Holds Engineering Forum 


Versa Products Co., Inc. recently held 
its first national sales conference of 
franchised distributors at The Motel 
On The Ni ¥. 


Eighty Versa distributor people were 


Mountain, Suffern, 


in attendance from all over the U.S. 


GET 
PROFITABLE 
FACTS ON 
CHICAGO LOCKS 


The ACE Padiock 

Maximum security lock used by U.S. Secret Service 
Write for catalog 

sheet MS-101 and 


sample of envelope 
stuffer P-104. 


Chicago Lock Handies 


Ask for bulletin DH-1 for 
complete data. 


Whatever your requirements, there's o rugged 
Chicago Lock that’s right for the job. 





FREPEAT | 
HREPEAT | 
;REPEAT | 


BUSINESS COMES YOUR WAY.. 
when you handle the Desmond I 
line, backed by selling ads like 
this in a dozen trade papers. t 
336,000 circulation . . . to your 
prospects and customers. 
aT 


RAISE 
GRINDING 
PRODUCTION 


FOR $2.70 


A typical Desmond Huntington 
grinding wheel dresser costs 
about $2.70 from your distributor, 
yet it substantially increases 
grinding production, makes 
wheels cut better, and lowers 
grinding costs. By dressing all 
your grinding wheels regularly 
you remove inefficient dull par- 
ticles and loaded metal, expose 
a fresh new grinding surface. Your 
Desmond distributor can furnish 
the exact model you require. Ask 
his advice. 


The only complete line of 
grinding wheel dressers and cutters 


The Desmond-Stephan Mfg. Co. 
Urbana, Ohio 


| 
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R. Butsch I. Stollman 


Faultless Caster Establishes 
New Product Development Section 


| Faultless Caster Corp established a 


new product development section. 
Richard W. Butsch and Irving Stoll- 
man were assigned as new product 
development engineers under the di- 
rection of John A. Skupas, director 
of engineering. 

Mr. Butsch started with Faultless 
in 1950 as an assistant to the sales 
manager, Hardware Division. Later 
he became sales service manager, and 
most recently sales manager of the 
Hardware Division. 

Mr. Stollman joined the company 
last summer as a special consultant. 
Prior to that he was an industrial de- 
signer for Chevrolet and Ford. 


Andrew F. Gencur 


Detroit Stamping Names Gencur 
Assistant Sales Manager 


Andrew F. Gencur was appointed as- 
sistant sales manager-finished prod- 
ucts division of Detroit Stamping Co. 

Mr. Gencur joined the firm in 
1928. 
duction assignments and advanced to 


He worked in shop and pro- 


foreman. He was appointed a sales 


engineer of the division in 1945, 





don’t let that 


TOOL BOX 


sale get away 


More turnover’s a cinch, partner, when 
you stock and display Kennedy's com- 
plete line of tool boxes, tool chests 
and roller cabinets. Many models and 
combinations to fit every need... . 
built to stand up under rugged in-plant 
duty. And Kennedy quality stands out 
so no buyer can miss it. The extra 
value pays off in faster turnover, extra 
profits. 


Kennedy steers business your way 
Month-after-month we're telling your 
customers the Kennedy value story — 
in leading trade journals in the auto- 
motive and industrial fields. Better 
lasso your share of this ready business 
by stocking up, displaying the Kennedy 
line and talking it up with your pros- 
pects. Write for complete distributor 
information on the Kennedy line today! 


Kenned Kits 


High Quality land Tackle Boxes 





Pioneers in the manufacture of tool boxes, too! 
chests and roller cabinets. 


KENNEDY MANUFACTURING CO. 
VAN WERT 9, OHIO KM25 


INDUSTRIAL DISTRIBUTION 





G. Blair Sheers 


Standard Horse Nail Elects 
Sheers Chairman Of The Board 


G. Blair Sheers was elected chairman 
of the board of directors of Standard 
Horse Nail Corp. He replaces the late 
Fred I. Merrick. 

Mr. Sheers has been president for 
the past 18 years and will continue in 
this capacity. 

Other officers of the firm are R. S. 
Merrick, vice president; J. D. Bru- 
baker, treasurer, and C. K. Kennedy, 
secretary and assistant treasurer. 


Crane Sells Powdered Metals 
Division To Glidden Co. 


The Powdered Metals Division of 
Crane Co. was sold to Glidden Co. 
The powered metals plant was inher- 
ited last year when Crane purchased 
the assets of National U. S. Radiator. 

According to T. M. Evans, chair- 
man of Crane Co., “Powdered metals 
production and sales do not fit 
Crane’s other operations and there- 
fore, its sale is a logical one from 
Crane’s standpoint.” 

Crane said they would realize 
$1,000,000 on the transaction. 


Hewitt-Robins Names Anderson 
Manager of Power Transmission 


J. W. Anderson was appointed man- 
ager of the power transmission sales 
department of Hewitt-Robins Inc., 
with offices in Stamford, Conn. 

He has been in the power trans- 
mission field more than 25 years. 
Since 1955 he was in charge of sales 
of the firm’s Union Chain Division. 
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There's a FLEXCO MAN 


WORKME 
YOUR ARLA" 


BUILDING MORE SALES 


RIGHT NOW HE'S OUT 
MAKING FIELD CONTACTS 
ON THE NEW... 


| The new "25-PAK" economy 
bulk package contains 25 
complete sets of FLEXCO 


Fasteners (bottom plates, top plates, 
clips, nuts and bolts) . . . enough fasten- 
ers to join common belt widths (for ex- 
ample: one '"25-PAK,”" size 1!/2E, will join 
a 36” belt). 

BUILD YOUR MARKET FOR IMPACT 
TOOLS with FLEXCO POWER 
TOOLS .. . the faster way to 
join a belt. 


@® FLEXCO Power Tool Boring Bit 
@ FLEXCO Power Tool Wrench 
@ Quick-Change Chucks 


memember a THE FLEXCO MAN" IS A FACTORY TRAINED BELT FASTENER 
SPECIALIST .. . READY TO SERVE YOU AND YOUR CUSTOMERS 


Perillo STEEL LACING COMPANY 


4633 LEXINGTON STREET ° 
FOR THE 


CHICAGO 44, ILLINOIS 
SPLICE OF A LIFETIME! 
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DRILLING an TAPPING 


Here’s why Ettco distributors show 
consistent increase in sales 


Ettco is easier to sell 
Fifty years of quality and satisfaction 


Ettco makes a complete line 
A great convenience for both distributor 
and purchaser 


One source of supply 
One source of responsibility 
One source of satisfaction 


You want a profitable line—we want good distributors —let’s get together—write 


Art Stehle, ETTCO TOOL AND MACHINE CO., Brooklyn 37, N. Y. 





Howard W. Bennett 


Morse Chain Appoints Bennett 
Market Manager 


Howard W. Bennett was appointed 
market manager of Morse Chain Co., 
Division of Borg-Warner. 

Mr. Bennett, with General Electric 
31 years, was both sales manager and 
marketing manager for gearmotors 
and transmission components, includ- 
ing adjustable speed drives for G.E. 

He will be responsible for all in- 
ternal sales department functions. His 


headquarters will be in Ithaca, N. Y. 


H. G. Tondreau 


Tondreau Joins T. B. Woods 
As Sales Engineer 
H. G. Tondreau joined T. B. Wood’s 


Sons Co. as field sales engineer with 
headquarters at Cambridge, Mass. 

Mr. Tondreau was formerly presi- 
dent of the Boston Pulley and Shaft- 
ing Co. As a manufacturers’ agent, 
he has been associated with T. B. 
Wood’s for many years. 


INDUSTRIAL DISTRIBUTION 





Robert E. Cagney 


Edward R. Boate 


American Pulley Appoints Cagney; 
Promotes Boate To Sales Manager 


Robert E. Cagney was appointed 
manager of the materials handling di- 
vision of American Pulley Co., Divi- 
sion of Van Norman Industries, Inc. 

Mr. Cagney has had several years 
experience in the materials handling 
field plus industrial selling experi- 
ence. 

Edward R. Boate, Jr., was ap- 
pointed Eastern sales manager of 
American Pulley Co. He will be re- 
sponsible for the sales of both power 
transmission and materials handling 
division of the eastern United States. 

He has had 14 years in the indus- 
trial supply field. He was formerly 
district manager in Cincinnati. Prior 
to that he was a district manager with 
Morse Chain Co. 

Both Mr. Cagney and Mr. Boate 
will have offices in Philadelphia, at 
American Pulley’s main office, 4200 


Wissahickon Avenue. 





Harper is your logical source for 
— > corrosion - resistant 
fastenings 


—_ 3 = 
STAINLESS STEEL * ALUMINUM ¢ COPPER « TITANIUM 
SILICON BRONZE © BRASS « MONEL * NAVAL BRONZE 


No other single source of supply can provide 
you with as wide a range of corrosion-resistant 
fastenings as is available in Harper’s ware- 
house stocks. 


150,000,000 pieces in stock are available to fit 
your requirements immediately. 


You and your customers all benefit from the 
finest quality at no premium in price. 


Your phone call to Harper’s nearest branch 
office will demonstrate the Big Difference. 


... Shaping metals that shape your future 


THE H. M. HARPER COMPANY 
8212 Lehigh Ave.+* Morton Grove, lilinois 
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It would take you over three months 
to walk past Harper's complete stock of 
corrosion-resistant fastenings... 
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3 WAYS BETTER 


ALBION’'S NEW 
SERIES 16 CASTERS 


Another completely new . . . completely practical 
Albion industrial caster series developed to serve a 
broader variety of applications. Conservatively rated 

as medium duty casters, yet constructed for longer, 
better . . . heavy duty, maintenance-free service. 
They're three ways better, and here’s why: 


MORE CAPACITY 


The new Series 16 Casters offer Albion's finest, most 
dependable construction advantages such as “cold- 
formed’ steel yoke base and top plate with heat-treated 
raceways for smoother, lasting maneuverability under 
greater capacity loadings. 


§ MORE WEARABILITY 


Albion's Series 16 Casters are available in nine different 
high capacity or floor protective wheel types in diameters 
of 3%" to 8° with a capacity range of 140 to 900 Ibs. per 
wheel. Sound eng ing, quality materials and crafts- 
manship plus Albion's many outstanding construction 
features are combined to afford a caster that will last and 
last and last. 





LESS COST 


Although built to Albion's exacting quality standards, 
the Series 16 cost you far less than most ordinary casters 
of the same size or capacity ratings. And . . . they are 
available—ail models—right now! 


RIGID CASTERS 


Albion's Series 
16 Casters are 
available as 
matct 

models 

types 


Remember .. . if you want longer, 
better service plus caster versa- 
tility at a savings you can count 
—be sure to get all the facts and 
figures from Albion. 


Write—wire or phone today for your 
copy of the new illustrated specifica- 
tion sheetson Albion Series 16 Casters. 


ALBION 


INDUSTRIES, INC. 
Albion 
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Reprints Available 





You Can Determine Your MARKET 
PoTenTIAL—(Nov. 1957) Outlines 
step-by-step procedure for develop- 
ing and using market potentials. 
Shows how to organize factual ma- 
terial on customers and prospects, 
how to use census material and other 
outside sources to locate potential 
customers, and how to develop con- 
version factors relating product line 
potential to number of employees in 
various industries. $.25 each 

Usinc Facts For Prorir—(May 
1960) Outlines a procedure for de- 
veloping and bringing together data 
on customer, territory and product 
profitability and using this informa- 
tion in raising return on investment 
(net profit as percentage of total as- 
sets) as much as 20%. Explains how 
to maintain current return. Discusses 
means of analyzing and improving 
cost status as well as product, terri- 
torial and customer profit perform- 


ance. $.50 each 


Tue Carps In Your Furure—(June 
1957) Study of punched cards sys- 
tems set up by three distributors to 
process data. Includes glossary of 
terms, a general discussion of the 
behind integrated data 
processing, a step-by-step analysis of 
how equipment was installed. $.75 


principles 


each 


Sates Quiz Guwesooxk — (April 
1956) Includes two, three and four- 
part questions—and answers—on 
110 industrial products ranging from 
abrasives to wire rope. Explains how 
salesmen and sales managers can 
use quizes as sales training guides. 


$1.50 each 


DistrisuTION Cost ACCOUNTING For 
Net Prorits—(July 1957) Provides 
detailed analysis of Norton Com- 
pany’s Product profitability studies 
made in three industrial supply and 
equipment firms ranging from 
$800,000 to $6,000,000 sales volume; 
Outlines procedure by which any 


distributor can determine and _allo- 
continued 


Packaged 
PIPE NIPPLES 


Pressure Tube Nipples 


A.S.T.M. A-83 and A-106 
FROM STOCK: 


Ye" to 1%” Standard and Extra 
Strong Weights, Black Grade 
“A.” 


Yr" to 1V2"Double Extra Strong 
Weight, Black, Grade “A.” 
TO ORDER: 
Grade“B” Galvanized, Cold 
Orawn in Lorger Sizes. 
® Avoid errors. Nipples are 
marked “SMLS" with Grade, 
Weight and A.S.T.M. Spec. 


Ftsburgh NIPPLE WORKS, Inc. 


SPRIN RDEN AVI PIT SBURGH PA 











PRODUCTS 
TRY IT! 








SHACKLE CHAIN HOOKS 
Use on “HIGH TEST” Chain 
EXTRA STRONG 
Even the pin is made 
of high-strength steel and 
heat-treated. 
SAVES TIME 
Can be attached 
anywhere on the 
job. Only a pair 
of pliers needed. 
SLIP HOOKS 
Available 


GRAB HOOKS 
Available 
for Chain for Chain 
Sizes 4" Sizes Vs" 
wig we 5/16", Ye" 

7? Wgl ” 
Sy", 34"" 7/16", V2" and Ye 


ANCHOR and CHAIN 
Screw Pin SHACKLES 


Size stamped on every 
shackle D 
Forged of HI-STRENGTH STEEL 
Available in sizes 3/16” to 2”. EXTRA STRONG 
EXTRA TOUGH. Self-colored or galvanized. 
Order from your Distributor or Write 
MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 
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cate functional costs to produce 
categories for more exact computa- 


tions of costs and profits. $.75 each 


New Saces TRAINING TECHNIQUE— 
(May 1960) Discusses “talking cata- 
log” sales training technique used 
by members of the Anti-Friction 
Bearing Distributors Association. 
Explains how manufacturers tape- 
record catalog information (as well 
as information on applications, prob- 
lems and new products) for distribu- 
tor salesmen to listen to while they 
study catalogs. Lists such program 
benefits as individualized instruction, 
compensation for slow learners, more 


productive sales meetings and more 


efficient problem solving. $.15 each 


Key Line SELLINGC—( May 1956) Ex- 
plains key line selling program at 
Orr Iron Co., Evansville, Ill. Shows 
how concerted sales effort behind a 
group of selected lines increased net 
profit, built sales in other lines, 
boosted salesmen’s income, made op- 


erating capital do more. $.75 each 


Rote Prayinc—(Sept. 1957) De- 
fines and illustrates the sales train- 
ing technique of “role playing”, us- 
ing an actual role playing session as 
background. Explains how any dis- 
tributor can set up role playing ses- 
sions, and highlights the expected 
accomplishments of such sessions. 
These sessions adapt themselves very 


effectively to sales meetings. $.75 each 


SIMPLIFIED OPERATING STATEMENT 
METHOD FOR SALES PROFITABILITY 
ANALYsIs—(July 1959) Presents a 
simplified method for determining 
what it costs to handle any segment 
of sales—from a line of billing to an 
entire sales territory—based on the 
allocation of all operating expenses to 
a single line of billing. Includes 
step-by-step profitability analysis. 
$.25 each 


MODERNIZE NOW FOR GROWTH AND 
Prorits — (Nov. 1958) Analyzes 
profit-making opportunities through 
modernization in each phase of a 
distributors’ operation, i.e., selling, 
office procedures, warehousing and 
inventory control and _ purchasing. 
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: 


Don’t fool yourself ... your stocking space costs money, especially 
when it can be more profitably used for seasonals. 

Our phenomenal (really!) delivery has enabled some wholesalers to turn 
their heavy hand tool stock 7 and 8 times, compared to their previous 3 or 4. 

If you wouldn’t mind saving some cold, hard cash (and keep your 
customers happy, too) why not give us a call, or better still, send an order... 
then sit back and count the hours it takes us to deliver. 


WARREN TOOL CORP., WARREN, OHIO 


241 





ITS A 


FACT 


YOU CAN DO BETTER WITH 


SPACING PRODUCTS 


BECAUSE FAST DELIVERY 
from stock makes inventory control 
easy ... conserves valuable space, 


BECAUSE AN ESTABLISHED 
REPUTATION for quality products 
promotes prompt acceptance ... 
speeds sales. 


BECAUSE CONVENIENT 
PACKAGING simplifies handling 
... encourages use. 


BECAUSE ATTRACTIVE 
DISCOUNTS assure good profits, 


AF _anwor spacers 

i SHIMS 
SHOULDER-SCREW 

OF spacers 

A 


FEELER STOCK 
in Coils and Strips 


ACCURATE 
SHIM 
STOCK 


Complete range of extra- 
precision sizes and thicknesses 
made from selected materials 
. .. Clean and flawless. 


FOR MORE FACTS 


WRITE, WIRE, PHONE FOR 
LITERATURE AND PRICES 


YOU CAN 
DEPEND ON DE-STA- CO 


DETROIT STAMPING COMPANY 


te hale tol 3, MICHIGAN j 
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Includes “operations audit” check- 
list which can be used by distributor 
to reveal areas of weakness in op- 
eration. $.75 each 


DISTRIBUTOR - 
(1959) Compilation of lectures de- 


THE INDUSTRIAL 


livered to students in the 1957-58 
senior seminar at Clarkson College 
by leaders in the Industrial Distribu- 
tion industry. Topics include sales- 
manship, sales management, plant 
location analysis, management or- 
ganization, product line selection, ad- 
vertising and sales promotion, pub- 
lic relations, office operations and 


financial management. $1.50 each 


ADVERTISING—( 1959) 
Series discusses ways to organize and 


ANGLES ON 


systematize direct mail advertising; 
includes “responsibility chart” which 
shows what part ad managers and 
other executives play in 5 main areas 
of advertising; discusses how lists 
can be updated and “gimmick” can 
get results; analyzes functions of 
trade magazine advertising and the 
house organ and highlights impor- 
tance of distributor-supplier com- 
munication and cooperation. $.25 
each 


DistripuTION IN THE 60’s—(Janu- 
ary-February 1960) 32-page analysis 
of factors such as expanding popu- 
lation and technology, which will in- 
fluence potential for industrial equip- 
ment and supplies in the 60's. 
Details nature and implications of 
impending technological “evolution”, 
including discussions of automation, 
high precision, miniaturization, mod- 


Shows 


how such trends as materials manage- 


ular construction, materials. 


ment, scheduled ordering, punched- 
card purchasing and value analysis 
will affect 
Discusses in detail how above trends 


procurement patterns. 
and problems will affect distributors 
in the 60’s and what decisions will 
have to be made. $.75 each 


MorTivaTion: WHat MAKEs SALEs- 
MEN SELL? (September 1959) Probes 
reasons why some salesmen don’t 
produce to the full extent of their 
potential; discusses meaning of moti- 


vation, defines the problems faced 
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no other drivers 

“feel” quite right 

after you've sold 
them Xcelite ! 


they're regularly 
advertised 
to industry aids for mill supply 


.. and easy to promote 


4 Kind f 


INDUSTRIAL 
HAND TOOLS 


XCELITE, INC. © ORCHARD PARK, N.Y. 


Canada: Charles W. Pointon, Ltd., Toronto, Ont, 
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by management in motivating sales- 
men and analyzes such selling in- 
centives as contests and various 


compensation plans. $.50 each 


FIFTEENTH ANNUAL SURVEY — 
(March 1961) Statistical picture of 
distributor operations during 1960. 
Includes such information—by re- 
gions—as dollar sales volume, in- 
ventory levels, gross margins, turn- 
over, accounts receivable, number 
of invoices, number of employees, 
number of salesmen, sales per sales- 
man and per employee. Also includes 
distributor outlook and plans for 
1961. $.25 each. 


Pattison PitcnHes For GrowTH 
Wirn “Ramac 305” (August 1959) 
Discusses planning and preparation 
involved in distributor’s installation 
of IBM “Ramac 305” data processing 
unit. Illustrates components of unit 
and explains how unit works to speed 
order processing and provide vital 
decision-making data. $.25 each 


Cost Accountinc For CusToMER 
PROFITABILITY—(June 1959) Out- 
lines standard cost accounting pro- 
cedure developed by Gates Rubber 
Co. for determining profitability of 
all or a segment of customers. In- 
cludes a sample customer analysis 
and a “short cut” method for cal- 
culating net profit contribution of 
customers. Discusses pore of cus- 
tomer P & L statement. $.75 each 


BetTER MANAGEMENT—BetTerR Dis- 
TRIBUTION—(May 1959) Based on 
study of 150 supply firms by Dr. 
George D. Wilkerson, a management 
consultant. Discusses such organiza- 
tion principles as “highest action”, 
management by example, delegation 
of authority and responsibility and 
functionalization as these principles 
apply to supply houses in different 
stages of development. $.75 each 


A Bic ANSWER TO THE SMALL ORDER 
ProspLEM—(October 1959) Details 
how “local order” purchasing pro- 
ducer at Argus Cameras, Ann Arbor, 
Mich., reduces small order costs by 
eliminating some of the more costly 
functions associated with them; Dis- 
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I's THE BEST...IT’S FROM 


aes a Oe See amis aie itil Co aS: 


Your customers deserve the best . . . but this is just one reason why 
Bosco is your best single source of supply for filling all your fastener 
orders. Bosco’s unlimited stocks (available in bulk or conveniently 
packaged and labeled) simplify ordering and handling, while Bosco’s 
speedy, personalized service is truly a distributor’s “dream come true!” 


For fast, overnight shipments from the most complete line of top quality 
fasteners in the Southwest. . . 


PHOWE HA 86-5156 DALLAS...or WRITE FOR BOSCO’S JOBBER WET PRICE CATALOGUE 











HARIG FAST-ACTION VISES 
FOR PRODUCTION 
. .. MACHINE, SHOP 


Adjustable production vise. 
After Jaw is set in position, hun- 
dreds—thousands—=millions of 
pieces may be run off with a 
mere flip of a lever. 

BOTH VISES FOR DRILLING + GRINDING 


BORING . . . JIGS AND FIXTURES 
(locking pressure of 2 tons or better) 


All-purpose tool room and 
machine shop vise. Quickly ad- 
justable to various sizes of work. 


Several key areas open. Write for details! 


Haars C1 tin Ze 


5735 W. HOWARD STREET - CHICAGO 48, ILLINOIS 














CM — mark of 
quality chain. 


BRANDED 


for lifetime identification 


ts SAFER 


hecause you can be sure 
of its grade (strength) 


BBB — grade of coil chain made from low carbon steel. 


HOW IT’S DONE —The mark is embossed 
onto, not stamped into, the link. 


Available on Inswell Proof Coil, BBB, 
High Test and the %"” and smaller 
sizes of Herc-Alloy chain. 


SPECIFY CM INSWELL FOR THIS NEW FEATURE 


COLUMBUS McKINNON CHAIN DIVISION 


LUMBUS MCKINNON CORPORATION 


TONAWANDA, NEW YORK 
NEW YORK «+ CHICAGO «+ CLEVELAND 
SAN FRANCISCO 
Warehouses: San Francisco, Portland, Oregon, 
Salt Lake City and Dixon, Illinois 
In Canada: Columbus McKinnon Limited, 
St. Catharines, Ontario 





cusses distributor reaction to proce- 


dure. $.15 each 


Decisions, DECISIONS 
Describes how 48 dis- 


the new- 


DECISIONS, 
(June 1960) 
tributors took part in 
est management-training technique: 
“Decision-making simulation” spon- 
sored by ID at Philadelphia’s famed 
Franklin 


pany organization, decisions for the 


Institute. Includes com- 


executive teams, and a sum- 


learned by 


seven 


mary of lessons each 


company. $.50 each 


Your Propucts in Inpustry (Sep- 
1960) 
trend of 


tember The extent, character- 


istics, and seven major 
industries are presented to help dis- 
tributor salesmen and sales managers 
assess them as markets for industrial 
supplies and equipment. The seven 
major industries are: Metalworking, 
Food, Mining, Construction, Wood- 
working, Transportation, Chemicals. 


$.75 each 


STOCKLEss PURCHASING AT PLAQUE- 
MINE (October 1960) At Dow Chemi- 
cals Plaquemine Division conven- 
tional purchasing procedures have 
been supplanted by a new idea: 
“leave distribution to distributors.” 
Plant has cut normal MRO stock 
90%, 
needs on the spot. $.25 each 


depends on supply firms to fill 


Casn Bupcetine: Key To FINANCIAL 
PLANNING (August 1960) 
cash budgeting is an effective man- 
agement aid. It forces planning, 
strengthens financial position, makes 
borrowing easier, and improves op- 
erations and Tells 
how monthly operations, cash flow, 
cash position, purchases, and months’ 


Position 


coordination. 


end position are key elements in cash 
budgeting. $.25 each 


ADVERTISING AND SALES PROMOTION 
Survey (January 1961) This survey 
determines what distributors have 
special advertising departments, who 
to send direct mail to, average cata- 
log size and costs, the forms of ad- 
vertising, the effectiveness of these 
forms of advertising, how to update 
direct mailing lists, and what makes 
a good distributor advertising pro- 
gram. $.25 each 











Send for Bulletin 1 
“Power Transmission Appliances” 


ROYERSFORD 
COUPLINGS 


Meet any conditions 
and requirements 


Each type specifically de- 
signed for pertect results 


FLANGE OR 
PLATE 
COUPLINGS 


With tight-fitting 
bolts and Keys. 
Shaft sizes: 15/16” 
to 6 15/16" 


CLAMP 
COUPLINGS 


Fitted with Keys. 
Shoft sizes: 15/16" 
to 6 15/16" 


= Oy 
or 


STANDARD COMPRESSION COUPLINGS 


No keyways .. . no centering of shofts . . 
perfect alignment . . . no danger of catch- 
ing clothes. Shafts sizes: 15/16 to 4 15/16". 


JAW CLUTCH COUPLINGS 


Full details on request 


ROYERSFORD 
FOUNDRY & MACH. C0. 


P. O. Box 190 


ROYERSFORD, PA. 


“Royersford service to distributors 
you keep customers happy” 
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Manufacturer’s 
Appointments 





Joun D. MitcHaM was appointed 
plant sales engineer at the Gainsville, 


Texas plant of National Supply Co. 


Atsert H. GrowoL was appointed 
manager of manufacturing, by Lam- 


son Corp. 


DoucLas L. HEISLER was appointed 
director of purchasing, Vickers Inc., 
Division of Sperry Rand Corp. 


Epwarp E. Lynn, vice president, 
Fairbanks, Morse & Co., was ap- 
pointed assistant general counsel of 
The Youngstown Sheet & Tube Co. 


Russet, P. Hook was appointed 
chief engineer and Stewart S. MADER 
was appointed machine development 
engineer for the Machine Tool Divi- 


sion, Norton Co, 


Eucene R. KNOBEL was appointed 
general traffic manager for Dayco 


Corp. 


Rosert P. BupLerR was appointed 
public relations director of Thor 
Power Tool Co., and its subsidiary 


firms. 


ELwoop R. ZEeK was appointed vice 
president in charge of research and 
engineering and Georce J. ABEL was 
appointed vice president of manu- 
facturing engineering for Diehl Mfg. 
Co. 


KretH H. BRANNAN was appointed 
purchasing agent for Colorado Fuel 
& Iron Corp.’s Pacific Coast Division. 


LAWRENCE T. CURRAN was appointed 
assistant manager of manufacturing 


of The Cuno Engineering Corp. 


W. B. Downes will handle executive 
customer relations for the stainless 


steel division of Crucible Steel Co. 


FranK R. DeEMERLY was appointed 
corporate controller of the Yale & 
Towne Manufacturing Co. 
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a NEW 


IN-DEMAND ITEM 


for your Customers 


MILFORD 


PRE-COLORED and OVERSIZE 
PRECISION GROUND FLAT STOCK 


new 
i . at the same price 
as our ae Stock. Ready for scrib- 

ing. and layout . . 

* PRE-COLORED ... all ready for scribing or layout 

© OVERSIZE . . . for all work that must be finished to 
catalog size. 

* OIL-HARDENING . . . by ordinary methods. Color 
does not affect hardenability or dimensional 
stability. 

* PRECISION GROUND . to close dimensional 
tolerances and to a fine micro finish. 

¢ RESISTS RUST . .. and provides permanent identi- 
fication. 


* ECONOMICAL . . . same price as standard ground 
flat stock. 


Se ae eee 3 in 18” and 36” 
lengths, in a complete range of standard sizes for 
every application requirement. 


Vwi S a] a: 4 86THE HENRY G. THOMPSON & SON CO. 











HIGH PROFITS on... 
ORDER after ORDER 


from FAST REPEAT SALES 


DRY. 


Anti-Corrosive Z | N Ca RI C tH Coating 


Drastically Cuts Maintenance Costs 


DRYGALYV is easily applied by brush or spray —outlasts all 
other anti-corrosive materials. Composed of 95% metallic zinc, 
DRYGALYV permanently protects iron and steel from the cor- 
rosive effects of weather and industrial fumes. DRYGALYV has 
the same cathodic protection as galvanizing. Result: Perma- 
nent elimination of rust and corrosion; and years of cost-free 
repairs. 

DRYGALV OFFERS HIGH PROFITS TO DISTRIBUTORS 

—AND AUTOMATIC REPEAT SALES 








Write for Details 


AMERICAN SOLDER & FLUX CO. 


1901 WEST WILLARD STREET PHILADELPHIA 40, PA. 








Soldering Fluxes + Welding Compounds Soldering Equipment * Since 1910 











Coming ... in May! 


INDUSTRIAL DISTRIBUTION’S 
most important editorial project 
in fifty years. 


Watch for it! 














Eucene R. Coker was appointed pur- 
chasing agent and Wiituiam M. 
SCHUCK was appointed assistant to 
the director of purchases responsible 
for purchasing ferro-alloys for Armco 
Division of Armco Steel Corp. 


Metvin S. GrirFitH, JR., was ap- 
pointed director of industrial rela- 
tions, Dick A. HILMERS was ap- 
pointed manager of personnel and 
Pau W. CorrMAN was appointed 
general superintendent of the River- 
dale Plant for Acme Steel Co. 


Dr. C. H. ToENSING was appointed di- 
dector, powder metals research, Met- 
vin A. JONES was appointed superin- 
tendent, fabrication and Biaine R. 
HELMER was appointed chief indus- 
trial engineer for Firth Sterling, Inc. 


CLIFFORD POOLE was appointed as- 
sistant treasurer and assistant secre- 
tary of Michigan Abrasive Co. 


Ricuarp J. STONE was appointed re- 
search and development supervisor in 
the delay line section of Corning 
Glass Works. 


H. F. Twomey, Jr., was appointed 
manager of industrial and community 
relations department of West Allis 


Works, Allis-Chalmers Mfg. Co. 


ARNOLD ROFHEART was appointed 
advertising manager in charge of ad- 
vertising and sales promotion for 


Parker-Kalon. 


Ricnarp E, SHAW was appointed 
head, Cogsdill drill engineering de- 
partment for Threadwell Tap & Die 
Co. 


Cuester A. VANDER PyL was ap- 
pointed vice president in charge of 
engineering and DanieL FaircHiLp 
was appointed chief engineer of Fram 


Corp. 


Horace Van Dorn was appointed 
vice president in charge of engineer- 


ing by Fafnir Bearing Co. 


Wituiam C. SNYDER was named ad- 
vertising manager of Viking Indus- 


tries. 


S. E. CoLetti was appointed director 
of advertising for all Crane Co. op- 
erations in the U. S. 
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has a metal-cutting 
problem. ..and every 
metal-cutting problem 
can be solved with 


Every mill and factory can use one 
or more Porter Cutters in regular 


production . . 
ceiving ... 


you carry Porter Cutters 


. in shipping and re- 
in maintenance. When 


ou can 


offer over 100 sizes and styles of — 


PNEUMATIC 
CUTTERS 


through capacity %” 
diameter metal 
and plastics 


HYDRAULIC 
CUTTERS 

several models for 
cutting %” diam. 
Hard Metals through 
8” Communication cable. 


HIGH LEVERAGE 


Ask your Porter representative to ex- 
plain the profit potential you can 
realize by carrying Porter Cutters. 
Or — write us direct for full infor- 


mation and catalogs. Remember — 


Porter Cutters are engi- 


neered to do the job faster, 


easier and better — and 
they’re backed by Porter’s 


80-year reputation for out- 


standing quality. 


PORTER PRODUCTS are sold ONLY 
A through INDUSTRIAL DISTRIBUTORS 


Po 


and MILL SUPPLY HOUSES. 


, “4H. K. PORTER. INC 


- S 
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Dates to Remember 





Mar. 7-9 


The Material Handling Institute, 
Early Spring Meetings, Sheraton 
Blackstone Hotel, Chicago, Illinois. 


Mar. 8-10 
llth Annual ISA Conference on In- 


strumentation for the Iron and Steel 
Industry, Roosevelt Hotel, Pittsburgh. 


Mar. 13-17 


National Sales Executives Interna- 
tional Field Sales Management In- 
stitute (West Coast), Huntington- 
Sheraton Hotel, Los Angeles, Calif. 


Mar. 21-30 
American Chemical Society, 139th 
National Meeting, St. Louis, Missouri. 


Apr. 5-7 
Central Supply Association, Spring 
Meeting, Palmer House, Chicago, IIl. 


Apr. 17-21 


National Sales Executives Interna- 
tional, Field Sales Management In- 
stitute (East Coast), Barbizon Plaza 


Hotel, New York. 


Apr. 18-20 
American Welding Society, Annual 
Exposition, New York Coliseum. 


Apr. 30-May 3 
Chamber of Commerce of the United 
States, Annual Meeting, Wash., D. C. 


May 8-10 

National Welding Supply Associa- 
tion, 7th Annual Convention, Hotel 
Commodore, New York City. 


May 9-11 

The Material Handling Institute, 
Eastern States Show, Trade & Con- 
vention Center, Philadelphia. 


May 22-26 
1961 ASTME Engineering Confer- 


ence, Exposition, N. Y. Coliseum. 


May 23-25 

Annual Triple Industrial Supply Con- 
vention, Convention Hall, Atlantic 
City, New Jersey. 





.».now you can sell 
both markets with Bond 


Bond 40-A Series 
Double Ball Strve- 


tural Steel Swivel Caster. 
Componion Steel Rigid 
Costers in stock. 


Bond 51-A Series 
Pressed Steel Rigid 
Coster. 


Bond 50-A Series Single 
Boll Roce Pressed Steel 
Swivel Coster. Also 52-A 
Series Double Ball Race 
Pressed Steel Swivel 
Caster. 


Bond 60-A Series Light Duty 
Plate-Type Escalator Ball Roce 
Swivel Caster. Companion 
Rigid Casters available. 


Bond 64-J Series 


ht Duty 
~~ Escalator Roce 
Swivel Caster. 


Make bigger profits and 
satisfy more customers and 
prospects—sell both Bond 
industrial and Institutional 
Casters. 


ae FOUNDRY & 
MACHINE COMPANY 


314 Penn St., Manheim, Pa. 
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New Lines taken on 
* by Distributors 





IMMEDIATE DELIVERY Foredom Electric appointed the fol- 
FROM STOCK lowing 33 distributors: 
© Pratt-Gilbert 
— 


Phoenix, Arizona 


1} | 4 ° Elect-Air Tool Co. HOT FORGED from solid, 
iz Burbank, California rectangular steel bars, de- 
¢ Martin Mill Supply signed and produced for 
f dependable, long-life service 
: ‘ under the severest piping 
e E. L. Barker Co. conditions! 

New Haven, Connecticut 
* Kawie Tool Co. 

East Hartford, Connecticut 


Stamford, Connecticut 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES ! 


¢ Gondas C , 
ak tte FOR ALL TEMPERATURES ! 


Miami, Florida 
* Railey-Milam, Inc. 





Miami, Florida ms" 
¢ Black & Co. 4 Standard & Double 


Decatur, Illinois Extra Heavy 
¢ James Supply Co. UNIONS 


Quincy, Illinois 

. egepros : Availabl i 
* John S. Tipler Co. ns eae 
weld ends. 3000- 
Ib. sizes Y¥g” to 3”; 


TAPS ad DIES ¢ Indianapolis Belting & Supply Co. 6000-Ib. sizes 1/4” 
Indianapolis, Indians Nenad to 2”. Zt 
THREAD PLUG GAGES ° Gould Industrial eat Co. 


A COMPLETE SELECTION OF SIZES Leominster, Massachusetts GASKETLESS 
¢ Bebo Associates CUP-ORIFICE 
WE ALSO STOCK Waltham, Massachusetts UNIONS 


ACME & METRIC icone Choice of stainless 
Cambridge, Massachusetts orcarbon steel cup- 
TAPS and DIES * Carlisle Hardware Co. type plate. 3000- 


lb. service, 
RING GAUGES ¢ Maguire & McLernon, Inc 
SPECIAL REAMERS Dini Maryland (MALE & FEMALE 
EXTRA LONG DRILLS * Electric Tool Service UNIONS 


Detroit, Michigan 
SPECIAL TAPS ALSO MADE TO With steel-to-steel 
> 


YOUR PRINT SPECIFICATIONS * Grand Rapids Supply Co. bronze-to-steel, stain- 


QUOTATIONS FURNISHED UPON REQUEST Grand Rapids, Michigan less steel-to-steel or 
¢ Bobier Tool Supply orifice seats. 3000-Ib. 


Downers Grove, Illinois 


























Springfield, Massachusetts 





WRITE FOR SPECIAL TAP AND DIE ea haar X aes only, 
PRICE LIST AND WALL CHART Flint, Michigan 


LISTING SIZES IN STOCK * New Hampshire Supply Co. 


Manchester, New Hampshire (FULL STAINLESS & a 
° a % > soca nag, FULL ALLOY 
ewark, New Jersey STEEL UNIONS 


¢ Carter, Milchman & Frank, Inc. Shieh 
Long Island City, New York socks oun oa 
¢ Smith West Corp. 3000-lb. and 8000-Ib. 


Buffalo, New York \ service. ad 
i Ee L D ¢ Binghamton Industrial Supply Co. 3 

Binghamton, New York Write for Catalog 60 ; 
TOOL SUPPLY CO. © Chapin-Owen Co., Inc. Sete ——— 


n ri i s Rochester, New York 
Industrial Cutting Tool t CATAWISSA VALVE & 


29-31 SOUTH DESPLAINES STREET * Onondaga Supply Co., Ine. 
ae eee Syracuse, New York FITTINGS COMPANY 


All Phones: Financial 6-1195 eae Catewlson, Penne. 
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* William T. Johnson Co. 
Cincinnati, Ohio 

¢ Columbus Hardware Supplies, Inc. 
Columbus, Ohio 

* Colonial Supply Co. 
Pittsburgh, Pennsylvania 

* Saville & Co. 
Pittsburgh, Pennsylvania 

¢ Hardware & Supply Co. Of Chester 
Chester, Pennsylvania 

* Keith-Simmons Co., Inc. 
Nashville, Tennessee 

¢ Washington Hardware Co. 


Tacoma, Washington 


Park-Hannifin appoints six distribu- 

tors: 

¢ Avels Sales & Engineering Corp. 
Indianapolis, Indiana 

¢ Air-Oil Products Inc. 
Cleveland, Ohio 

¢ Ancar Engineering Inc. 
Chicago, Illinois 

¢ Persingers Inc. 
Charleston, West Virginia 

* Hackett Brothers, Inc. 
North Manchester, Indiana 

¢ Coleman Company, Inc. 
Greenville, South Carolina 


Worthington Corp. appoints four new 
distributors of mechanical power 
transmission products: 
* Webb Pump Co. 
Escondido, California 
¢ Marine & Ship Supply, Inc. 
San Francisco, California 
¢ S.A.LS. Bearing Supply Co. 
Dos Palos, California 
* Marshall Supply & Equipment Co. 
Tulsa, Oklahoma 


Genie-Air appoints two distributors: 
* Slakey Bros. Co., Inc. 
Sacramento, California 
* Southwest Supply Co. 
San Diego, California 


Allis-Chalmers appoints two material 
handling distributors: 
¢ W. C. Caye & Co., Inc. 
Atlanta, Georgia 
* Quimby Material Handling, Inc. 
Dover, Ohio 


Metals Supply Co., Emeryville, Cali- 
fornia, was appointed a distributor 
in northern California for Harvey 
Aluminum Co. 
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ANOTHER IMPORTANT BREAKTHRU! 


DUROTHERM 


Non-freezing Long-Life 
SOLDERING TIPS 


HI-PERFORMANCE Tips for use in HI-PERFORMANCE, HI-TEMPER- 
ATURE Irons. Tips positively cannot stick or freeze in any iron— 
easily removed after months of service. No need to remove tips 
daily. Minimum loss of heat delivery. Tip shank immunized from 
solder, except on working surface at end of tip—prevents creeping 
of solder into element tip hole and spilling of solder on components. 

SEND FOR CATALOG—showing the most complete line 

of industrial Soldering Irons and Long-Life Clad Tips. 


HEXACON ELECTRIC COMPANY 
138 West Clay Ave., Roselle Park, New Jersey 
SERVING INDUSTRY FOR OVER A QUARTER OF A CENTURY 





General Chain & Belt Co., New York 
City, was appointed exclusive distrib- 
utor in the greater New York area for 
Rawson centrifugal clutches and Rev- 
lok dual torque-locking and position- 
ing devices, by Formsprag Co. 


Billco Supply Co., Houston, was ap- 
pointed Houston area distributor of oil 
industry equipment made by the me- 
chanical goods division of the United 
States Rubber Co. 


Ocoee Electric Supply Co., Cleveland, 
was appointed a distributor for Allis- 
Chalmers motors and control equip- 
ment in Bradley county, Tenn. 


The Mine & Smelter Supply Co., 
Denver, was named a franchised dis- 
tributor for glass piping, heat ex- 
changers, and industrial heaters made 
by Corning Glass Works. 


Acme Foundry and Machine Co., 
Coffeyville, Kansas, was appointed a 
distributor of oil field products manu- 


factured by Worthington Corp. 





THE NEW WARNOCK 
STRAP WRENCH 


redesigned 
for 
more profits 


for the user... 
© Comfortable new handle speeds work. 
@ Simple construction, lightweight. 


@ A handy tool for turning small hand- 
wheels, knurled handles, odd-shaped 
parts, polished pipe. 

@ Especially efficient for calibration of 
electronic and optical devices; deli- 
cate adjustment of precision machine 
parts; assembly of fragile units. 


for the distributor . . . 


@ It's new, but has the old Warnock 
quality at reasonable price. 


© Has wide application in industry. 
e Attactive, moder, functional design 
helps it sell. 
Ask for prices, discounts, selling aids 


LOWELL WRENCH CO. 
79 TEMPLE ST. WORCESTER 4, MASS. 
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INDUSTRIAL 


BRUSHES and BROOMS 


Good Profit Line... 


That is what distributors find who stock and 
sell the Capital Line, sales build up as these 
“tools” are purchased by more and more 
new users—they come back for more. 

Industry has many maintenance and 
cleaning requirements for which brushes 
and brooms are needed. It’s a big sales 
field and a profitable one. 


Irving H. Buck 


Irving H. Buck, 
Tool Supply & Engineering Co. 


Irving H. Buck, 53, founder, presi- 


ee ee oe 
, 


@ We urge users to 
buy thru their local 


distributer dent and chairman of the board of 


Tool Supply & Engineering Co., 
Dallas, died January 15. 


I N D I A N A P 8] L I Ss Mr. Buck was one of the organizers 


BRUSH AND BROOM MANUFACTURING CO of the North Texas chapter of the 
CORNER BRUSH AND BROOM STS Est. 1890 INDIANAPOLIS 7, IND American Society of Tool and Manu- 





facturing Engineers and had served 
as a national officer of the organiza- 
SPECIAL TOOLS FOR SPECIAL JOBS age a 


He was also a director of the Great 





Southwest Life Insurance Co. 


i ae oe 

FOR FOREIGN MOTORS | hia 

AND MACHINERY 

© 2, 22, 3, 4, 5, 6mm keys—all in Russell A. Bicknell, 
— Masonite Corporation 


Production-line quality Russell A. Bicknell, 54, general fab- 
Heat treated for long service, ricating manager for Masonite Corp., 
hard use died December 21. 

e Cadmium plated Mr. Bicknell became general fab- 


Tools like this for hard-to-reach ricating manager when Masonite 
locations—difficult parts—special purchased his firm, Cooperative In- 
jobs—have been our forte for over » dustries, Inc., in Cincinnati, in 1957. 
forty years. K-D is known the He joined Masonite as a dealer 
world over as the largest quality- ‘Stale salesman in 1935. He became man- 
line of special tools for professional , of 
auto repair and maintenance. ager of the Northwest division in 
Watch for our unique solutions 1940 and assistant manager of the 
to your industrial problems. Pacific division a year later. In 1946 


. he left the firm to become a partner 
K-L) TOOLS Making Hard Jobs Easy Since 1919 and manager of Cooperative Indus- 
tries, Inc. 


K-D MANUFACTURING COMPANY He is survived by his widow, Mary 


Lancaster, Pa. and a son, Richard. 
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A Personal Message | Moris Speir, ... the prestige line 
from Fairbury Pipe & Supply Co. that’s in demand! 


a VINCENT K. Morris Speir, 62, chairman of the 
“ iv ALEXANDER board, Fairbury Pipe & Supply Co. Progressive 
died January 4. 


hw | . 

i Oh ee Mr. Speir had been associated with distributors select 
ele) Manheim Manufacturing | the predecessor firm, Fairbury Wind- 
and Belting Company z . > m be. ; SS” 


mill Co., and with Central Supply As- 


bese esecsoccocecoesooseedooce | sothation since 1926.. He -became 
Fairbury president in 1955 and chair- 
SUAPLE am SUBTRACTION! man of the board recently 
, toes meh” CASTERS & WHEELS 


He is survived by his wife, Mrs. 
Subtract the Helen F. Speir, president of the firm; 
disappointments of a daughter, Mrs. Fletcher Peters, for increased 


whose husband is executive vice presi- 
ordinary v-belts by dent and general manager; a second sales and profits 


“ daughter, mother and stepfather. 
supplying Veelos 


...and get the profit results you want! 
Your customers can suffer disap- 

petetenate if they expect Veelos 
nefits from any other v-belt. 
Here are a few disappointments 

genuine Veelos quality avoids: 


1. Financial strain from excessive 
v-belt inventory. Do your cus- 
tomers have to stock dozens of 
v-belt sizes ? Not with Veelos. 

. Loss from excessive hidden wear 
on bearings, clutch, sheaves, 
motor and v-belts. Vibration is 
a problem with many v-belts. 
Not with Veelos. 


. Loss of production while waiting a ' TYPES AND SIZES 


for the right size v-belt or a 
matched set. There’s risk of 
costly machine downtime with ad 
ordinary v-belt. Net with Vesies. ‘ There is a type of Darnell Caster or 
, my Sng of spare / Wheel for every kind of use and 
samantha } nn soe 2 Stuart B. Leigh floor. Made for light, medium and 
must be discarded because they . heavy-duty service, you are sure to 
become obsolete. Not with Veelos. Stuart B. Leigh, find in the Darnell line the exact 
. Frequent belt breakage and re- caster or wheel to meet your indi- 
plnatmnent costs ned time and Thatcher Furnace Co. vidual requirements . . . 
money. Are your customers pen- : 1 ; : 
alized this way ? Not with Veelos. Stuart B. Leigh, executive vice presi- 
. Mit ae vo fg pre wig A dent and director of Thatcher Furnace ; 
can’t ~~ ee adjusted—must be Co., died December 16. He was mie | 
scrapped. Not with Veelos. aboard the United Air Lines jet, ee tWHEER }) 


Y can hel ‘ . : : 
guia tome Saiectnemenes ey which collided with another airplane 


prateer se, = = aa that only and crashed in Brooklyn. 
eS ata ae ae Mr. Leigh had been with Thatcher 


Olu Cb tyarid/ since 1947, when he was appointed 


PS If ven welll iie.c ccay ef or sales engineer in the eastern Penn- 
free folder, “Selling Veelos Quality sylvania territory. He was promoted DARNELL 
2 ae ey 5 oe ee to manager of the New England dis- MANUAL 


me a line. 


to meet all needs of industry 


trict and was appointed to the post 


¥- Writ - ae . 
of sales manager in 1957. He held rite today for specific information on 


his , 1 hi . the opportunities offered to industrial 
this post unti is appointment as supply organi zations 


executive vice president and a 
member of the board of directors last 
LINK V BELT September. 

Mr. Leigh is survived by his wife, 
Mrs. Susan Leigh, two sons and a 36 NORTH CLINTON ST., CHICAGO 6, ILL. 


MANHEIM MANUFACTURING & BELTING CO. HTREE TLANT, 
MANHEIM 10, PA. daughter. “1 = Me ~ =. 6 tee 
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OLY ae LL 
most complete line of 


recéssed head drivers! 


BREAK-PROOF 
SHOCK-PROOF 


Screw 
Drivers 


r pied at 
es Sos 


‘ A Driver for 
Every Need! 


Phillips @ Because VACO offers 


you more than 200 styles 
and sizes of screw drivers 
from which to choose, 
VACO brings you a com- 
plete choice of recessed 
head drivers ... Another 
reason why you should 
buy VACO for all your 
screw driver needs. 


Reed & Prince 


Clutch Head 


= ©) 


Allen 


— > © 


Robertson 


Look for 
the VACO Vari-Board 


It's easy to select the right 
screw driver when you buy 
from the VACO Vari- 
Board. Displays up to 120 
drivers at a glance. .each 
one unconditionally guar- 
anteed! 


Plier 
Vari-Board, Too! 
Complete display of all 
popular styles and sizes 
for on-the-spot selections 





Look for both screw driver and plier 
Vari-Boards next time you buy! 
Vari-Board shopping is easy! 


VACO PRODUCTS COMPANY 
317 E. Ontario St., Chicago 11, Illinois 


tr ] 
ea 





Albert C. Rosenfelder, 
George Worthington Co. 


Albert C. Rosenfelder, 78, 


salesman for the George Worthington 


retired 


Co., died December 9. 

Mr. Rosenfelder sold heavy hard- 
ware for industrial use for Worthing- 
ton Co., more than 50 years. He was 
widely known in that field. 

Mr. Rosenfelder had been retired 
for about ten years. 


Harry W. Bodie, 
Bostwick-Braun Co. 


Harry W. Bodie, 68, vice president 
and director of Bostwick-Braun Co., 
Toledo, died December 9. 

Mr. Bodie was in charge of rail- 
road sales for the Ohio firm. 

He started with Bostwick-Braun in 
1913 as traffic manager and joined 
the sales department later. 

He is survived by his wife, 
Elizabeth M.; three daughters, four 
brothers, a sister, and twelve grand- 


children. 


J. E. Morgan, 
J. E. Morgan Co. 


J. E. Morgan, former owner of J. E. 
Morgan Co., McAllen, Texas, died 
January 7. 

Mr. Morgan had been a dealer in 
industrial tools for about thirty years. 
He had been in ill health for several 
years and retired in January, 1960, 
when he sold his business, stock and 
building to Brown’s Tool & Supply. 


George H. Jones, 
Jones Equipment Co. 


George H. Jones, 73, owner of Jones 
Co.. 


died January 7. 


Equipment Shreveport, La., 

Mr. Jones had been a resident of 
Shreveport for the past 34 years. 

He is survived by his widow; one 
Louis E. 
of Shreveport; three 
Mrs. Goldie Green and Mrs. Jane 
Butler, both of Paducah, Kentucky, 
and Mrs. Emily Willett of California. 


grandson, Plaisance Jr., 


and sisters, 





SOUND AND 


We realize that broad represen- 

tation by good distributors is 

absolutely essential to continued 

healthy growth and stable opera- 
tion. That's why, in selected areas, we're 
seeking sound, solid organizations... 
aggressively sales minded... locally well 
regarded... to handle the CLARK line of 
industrial fasteners. 


INVITES 
YOUR 
INQUIRY 


To interested and qualified distributors, 
CLARK offers the advantage of: 


Quality Products —Produced . . . consist- 
ently . . . to the industry's highest standards. 
Promotional Support—Displays . . . promo- 
tional literature... catalogs... plus a con- 
sistent program of advertising to pre-sell 
your prospects. 

Prompt Delivery —Speedy order processing 
and shipment—usually from stock and often 
on the same day. 


Superior Packaging—in rugged cases... 
and clearly labelled, color coded heavy 
weight cartons—uniformly and proportion- 
ally sized for simplified stocking and inven- 
tory taking. 


For complete information, 
request full line catalog, price lists 
and discount sheets. 


CLARK 


BROS. BOLT CO. 
MILLDALE, CONN. 
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TALK OF THE TRADE 


Reports and Comments on Industry's Personnel from the Lighter Side 





Diversification seems to be affecting 
the industrial supply field. After hear- 
ing that Bobby Grant, of R. M. Grant 
Tool Supply, 
Hartford, 


Conn. putting 


ABc 
MOTEL 
> 


4 

up a motel 
and recreation 
park, now 

comes along 

Fred Heit- 
mann, Heitmann, — Bering-Cortes, 
Houston, Tex., with the news that he 
is putting up a garden-type motel on 
downtown 


the firm’s old property. 


The motel will be nine stories high. 
On the cover of a recent issue of 
Midwest Industry is a 
Herbert G. 
Hendrie & Bolthoff, Denver industrial 


supply firm, and it’s interesting to 


picture of 


Andrews, president of 


learn how Herb, who is not a native 
Coloradan, got there. He was born in 
Walton-on-Thames, Surrey, England. 
After early schooling, he finished his 
formal education at Chicago Univer- 
sity, Northwestern, Walton School of 
Denver University 


Commerce and 


and went to work for a Chicago 
utility. He then transferred to Georgia 
and later to Florida. Then he returned 
to Denver to work for a CPA firm in 
1935. A later he 
joined Hendrie & Bolthoff as auditor 


and became president in 1958. 


very short while 


The honor of becoming the first 
golfer to have his name inscribed on 
the Garrett Supply Co.’s perpetual 
trophy goes to Tom Cannon, Putnam 
lool. The trophy was put into com- 
petition in a handicap tournament at 
Club. 


The semi-annual links event 


Inglewood Country near Los 
Angeles. 
is staged by Garrett to foster closer 
relationships between its sales staff 
and supplier-factory personnel. The 
trophy must be won three times for 


permanent possession. Paul Carson, 


Norton Co., won the manufacturers’ 
Garrett trophy 
winners were Charlie Hubbs and 
Manager Frank Nelson. The dubious 


honor of high scorer went to Joe 


runner-up trophy. 


Pimentel, of Garrett. Never mind, 


Joe, you've got the most room for 


improvement. 


The Centennial of the War be- 
tween the States is being marked 
emphatically by George Anderson, 
Gastonia ( N.C.) Mill Supply. On the 
flagpole atop the Gastonia Mill Supply 
building the Stars and Bars flies 
under the Stars and Stripes. The nice 
reception room is a virtual museum 
of Confederate mementos: pictures of 
R. E. Lee, framed orders signed by 
Lee, paroles of Anderson’s ancestors 


who survived the “wah”. 


There were overtones of tragedy 
in a holiday card sent by the Lyman 
Bellows, Sheldon Machine Co., to the 
Miles Strays, Charles A. Templeton, 
Waterbury, Conn., but how were the 
Bellows to know what would happen. 
The Strays received the card from the 
U. S. Post Office in Brooklyn and the 
card obviously had been aboard the 





J. BISHOP 


“Did you get the order? You can tell 
me about your tough trip later.” 











United DC8 which collided with the 
TWA DC7, over Brooklyn on Dec. 16. 
The 
edges and reeked with the smell of jet 
fuel which is 


kerosene. 


card was charred around the 


much the same as 


While sojourning in London, Mr. 
and Mrs. Howard Schramm, Turner 
Co., Mobile, Alla.. 


given a royal welcome at the Thor 


Supply were 
office. English spoken there, we sup- 
pose. The Schramms toured Europe. 


sales 
Co., 


Minneapolis, Minn., one of the boys 


Staska, 
Hardware 


Fashion Note: Bob 
manager, Warner 
in the Manage- 

ment Course 
for Industrial 
Distributors at 
Harvard in 
58, wears a 
h an dkerchief 
on which is 


Had a Bad 


Not even when you saw some- 


emblazoned: “Never 
Day”. 
one having kippered 


breakfast, Bob?” 


herring for 


The ubiquitous German distribu- 
tor, Dr. Emil Lux, Remscheid, Ger- 
many, writes us to report on his visit 
to Watkins, Wichita, 


Dr. Lux was “most impressed by the 


Inc., Kansas. 
very good organization of Watkins, 
Inc., and particularly by the very 
enthusiastic reception given him by 
Mr. Leon Watkins”. 


Leon has been invited to 


We can well be- 
lieve that. 
Remscheid, naturally. 


We have to congratulate L. Y. 
Shun 


Fung Ironworks, Ltd., Hong Kong. 


Leung, managing director, 
Mr. Leung has been a subscriber of 
INDUSTRIAL DiIsTRIBUTION for 
years. We hope to hear more from 


J.A.W. 


five 


him soon. 
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We are justi- 
fiably proud of the medal illustrated above. It’s an award 
from the Philadelphia Art Directors Club for one of the 
series of Nicholson and Black Diamond advertisements pub- 
lished during 1960. = This award has meaning for you—for 
all our Industrial Distributors. It is a strong indication that 
our promotional campaign—designed to support your sales 


effort—is of the same professional “‘blue chip” quality as the 


Nicholson or Black Diamond file line you carry. ®* In short, 
with Nicholson or Black Diamond, you have the finest files 
we can make plus the soundest promotional program we can 
develop—to open doors for you...to help you sell. = Our 
thanks to the Philadelphia Art Directors...and to you for 
your encouragement of our advertising program. 


NICHOLSON Se” 











Think Delivery... 





HOLO-KROME 'S SAME-DAY SERVICE ON THERMO-FORGED* SOCKET SCREWS 
PREVENTS DOWNTIME ON YOUR CUSTOMERS’ PRODUCTION LINE 


Downtime costs profit dollars ...that’s why on- Think delivery . . . Sell the Same-Day Service your 
time delivery is so important to your customers. customers get with top quality THERMO-FORGED 
And that’s why Holo-Krome’s famous Same-Day socket screws. And if you’re not now a Holo-Krome 
Service is one of your strongest sales features. distributor, write and see if there’s a franchise open 
Make sure your customers know that packaged in your territory. 


goods are shipped the same day the order comes in— 
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SOLD ONLY THROUGH AUTHORIZED HOLO-KROME DISTRIBUTORS 
*Trade Mark of The Holo-Krome Screw Corporation THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN. 
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